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HE joke of this whole ‘“just-as-good-as-the Burroughs’’ argument is that 


nobody believes it---neither the salesman who makes the claim because 
he wants a sale, nor the man who tries to hypnotize himself into believing 


it because he wants to pay a smaller price. 
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wear—but vou do know t - 

€ We've been all through that, and 94 

perience of the hundri tf brilliant 1 ‘ 

capitalists and det | 

the other style of macl 

appointment and failut 

£ We haven't enoug!l gotism in our ‘ { thing we 
believe that we can alter tl hangel t | law . ne 4 
that l is decreed tne 1 for MW) x 
Burroughs was designed t | ©\ ) 
piece of mechanism designed to do its work for a continuous suc 


business lifetime 


( These are things which prospective buyers of adding machines will do 
well to ponder carefully and why they should ask for a demonstration of 
a Burroughs in their own office, without expense or obligation to them. 


Burroughs Adding Machine Company 


Burroughs Block 39, Detroit, Michigan, U. S. A. 
65 High Holborn, London, W. C., England 
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 Strathmare 


Typewriter Papers and Manuscript Covers 
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are honor papers. They are the kind you can depend upon the year around and are the kind 
that bring good business to your store. 

@ They are carried in three grades, STRATHMORE PARCHMENT, ALEXIS BOND and 
SAXON BOND, in sizes and weights to meet all needs. The Manuscript Covers are a fine 
rag quality in four colors and deckle edges 

@ STRATHMORE isa line that will make good for you in 1909. Ask your wholesaler or 
us for the sample book so you can compare the papers with any others. 


MITTINEAGUE PAPER COMPANY, tiectearawore vaury” aa 


AAAAAAAAAAAAAA Aaya" 
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@ The imprint of the Wholesale Typewriter 
e a ue || Co. on a rebuilt machine stands for the pros- 
@ perity of dealers in every section of the 
country 


of a Name € It assures to dealers who handle them the 


full possibilities of their respective territories 
for ‘‘ Wholesale’? machines are never sold di- 


rect to users 





@ It denotes a standard of construction equal 


| 

| - | to the new machines. 

ia 

iia 7 : . 2, ° 

1 | - ae q It insures satisfactory service to the user 
PS q It embodies a guarantee that pro that means a pleasure in his purchase. 


tects both the dealer and his customer. 





@ It means co-operative success for 
those enterprising dealers who handle Wholesale Typewriter Company 
them. 

W. W. RAMER, President 
@ We furnish machines rebuilt—ready 108-110 Duane Street, New York 
to use—in the rough. The variety of 


the line is only limited by the number TO THE TRADE ONLY | 











London Address, The Senctuary, Cor. Little George Street 


| 
s. The quantity we carry on | 
] ] 711 —_ — A 

nana will supply any Need Parliament Square, Westminster 
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have improved b 
development. alon 
their own origina 
lines. . a 
Model /O ts the origt- 
nal Smith Premier 
idea brought to the 
highest state of type- 
writer perfection 


The Smith Premier Typewriter Co. Inc. 
Syracuse.NY, USA. 
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New Model No./O. 


Visible Writing 
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THE PRINTOGRAPH IS DIFFERENT 


It produces REAL imitation typewritten letters, differing in this respect from all other 
office printing machines, which produce imitation typewritten letters only. Other machines 
print through a typewriter ribbon, but there the similarity ends, for they print from the top to 
the bottom of the page, which no typewriter does, The Printograph prints one character at 
the time by means of metal type and typewriter platen through a typewriter ribbon, the im- 
pression element passing from left to right on the page, making the process identical with that 
of the typewriter. 

Office printing machines which print a line at a time instead of a letter at a time 
and which print from top to bottom of the page instead of from left to right, cannot produce 
typewritten letters, and every line is evidence that the work was done upon a printing device 
instead of a typewriter. Printograph letters fare not imitations. They are the ‘real thing.” 
1,000 Printographed letters will bring exactly the same returns jthat 1,000 typewritten letters 
would. Besides printing typewritten letters, office forms, circulars, etc., may be printed with 
printers’ type electrotypes, wood cuts or zinc etchings. 


Typesetting and 
Line Unit Cases 


By means of Line Unit-Cases and 
Printograph type it is possible to set up 
and distribute a letter in less time than by 
any other method now in use in connection 
with office printing machines. Line Unit- 
Cases may be described as brass type- 
holders. Each case holds one line. By 
means of a locking device each line of type 
is locked with a uniform pressure, so that 
there is no tendency for the spaces or jus- 
tifiers to work up. Each line being a unit, 
it is possible to remove any part of the 
form to make corrections without disturb- 
ing the balance. The use of line unit-cases 
and Printograph type obviates all possi- 
bility of spilling the type. 


Samples of Printograph letters can 
be had by writing the following dealers: 


Hawkinson, Quinn & Co., 41 State St., Chicago. 
W. M. Edmont Co., . . . . Duluth, Minn. 
W.O. Cullen, 1109 Market St., Chattanooga, Tenn. 
Texas Office Appliance Co., San Antonio, Texas 
Elmer S. Lieber, . 70 Barth Block, Denver 
Cramer-Krasselt Co., . . . . Milwaukee 


Price of Complete Oulfit, $216.00 OR THE 


Printograph - . - - - - $150.00 


raewrar’ -".".”.”.".". "i Printograph Company 


30 Lbs. Printograph type . - ~ 4.00 
30 Line Uni'-Cases - - - - - 9.00 Corn Exchange Bldg. - Minneapolis, Minn. 
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A Special Tabulator Feature. 


Secor Typewriter Company 


Derby, Conn., U.S. A, 


233 Housatonic Avenue, 
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Faiicuanly 


Every Advertisement 
Sens Lhe Customer 
to the Dealer 


‘ERY dollar this widespread campaign brings 

nust come through the hands of the re 

let The purpose ol this entire campaign 
which we are conducting and of which this 
dvertising 1s but a part, is to make more 
sales, more profits, for the dealer 
@ Over 500,000 live and progr ive business men are 
heing reached every month, every one of them will be 


influenced to give Webster Brands a trial, every busi 


\ 


ness man in the country will be convinced by good, 


solid dollar and cents tacts that Webste I Brands are 


* 
* 


SHH Hho eee eeeeees 


the best—best for quality, best for service and dura 


wrce 


i 


bilitvJand best for permanent clear cut writing qualities. 


1 


@ They have been adopted by the United States and British governments after 
the severest, most thorough test, in which practically every manufacturer 


1 
| ‘ 


parts mated 


ie 


@ Practically every well rated business house in the country is now making the 
same test, the result will be the same, and every customer made must buy from 
vou,{the dealer. Every test given our brands is a good, steady customer 
made. Discriminating buvers will specify it, will use no other. 


*@ een enehewvs 


See eVsesee 


@ Now, vour part is as simple and easy as it is profitable. Carry a well selected stock—display the goods 
unter and in vour windows, di ‘tribute the print d matter we will send you—hang up our cards 
nd poster push our brand a little—we will do the rest 


@ Your part will be to keep stocked up Don't yet caught without the goods. If you are not already a 
Webster dealer, get in line at once. Write us for our proposition 





F. S. Webster Company, Boston, Mass. 
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“De Laney’s Typewriter Matrix Paper” 


Enables the Ordinary Typewriter to Do the Work of a Typesetting Machine, 
and Constitutes the Only Successful Duplicating Process which 
Quickly Produces Perfect Facsimile Copies of Real 
Typewriting which Cannot be Distinguished 
from Original Typewritten Matter 


THE COPTES 


bear all the characteristics and individuality of the typewriter and operator by which the original matrix 1s written 


THE MATRIX PAPER 
is made in any size for typewriting |; the 176 are the same as the standard izes of type write! paper (S4 x |l and 
84 x 14 inches), but special sizes can be made to order Besides for reproducing typewriting, it can be used for making 


book and newspaper matrices instantly by impression thus the old-fashioned. tediou methods of ‘‘building 


up” a composite matrix sheet are eliminated, with great saving of time and expense Cut electro drawing 
photoglyptic plates, shorthand, handwriting and signatures, ete., can also be impressed upon the matrmx, to ilu 
trate and complete the text 

THE TYPEWRITING 
is done on the matrix paper with the bare type of any typewriter, and a printer matrix is thus immediately pt 
duced from which a 

PRINTING PLATE 
can be cast in type metal in a few moment by any stereotyper, or by an office boy (in any office) using “‘De Laney 


Printing Plate Composition 


DE LANEY'S PRINTING PLATE COMPOSITION 
is cheap, and is a cold process for use in anv othee if imply has to bye mI Ne 1 and pour linto the casting trat 


The mixing requires but a moment 


DE LANEY’S ADJUSTABLE CASTING FRAME 


casts any size ot printing plate up te ( il SPA! (S4 x 14 in hes and turt Out the printing plate 

fifteen minutes) blocked and ready to be put upon th printing press or thi arious machines now used 1n « 

for duplicating typewriting. Setting up type by hand for these machines is too slow for modern office requirement 
De Lanev's process saves the time necessary to set type for use on these machines and do the work qui ker al 
better Any stereotyper who 1s equipped for making curved plate in a ist pri f m {ro i 
matnx suitable for use in evlinder dupheating machines or printing presses 


THE PRINTING 


* . :, , , 
is done direct from the type plate or through an inked mbbon, within a few minutes 


Prints Any Number of (CopiesAny Number of Pages At the Cost of a Few Cents 


Every up-to date stenographer should know how to use ‘De Lanev's Typewriter Matrix Paper et 
anil A MM ) ED . LASSE wh 


thus increase his or her usefulness 


Send $1.00 for 4 Sample Sheets of the Matrix Paper, Letter Size, 
or 3 Sample Sheets of Legal Size, and Instructions How to Use It. 


EF nterprising agents and dealers wanted, evervwhere. throughout the world 
ue he) ~ Nand . ? 


C. C. H. DE LANEY, Inventor and Manufacturer 


504 East 79th Street, New York, N. Y., U.S. A. 














SPIONEER VISIBLE SSS 


NDERWOOD 


+4 STANDARD % 
R Supremacy We 


OFFICE APPLIANCES 













The visible—writing feature of the 





Underwood Typewriter was so plainly 
visible—in securing speed, ease and 
accuracy of operation—that other visible 
writing machines were bound to follow. 
They have followed; they DO follow. 
The Underwood's supremacy in thorough 
dependability, as well as in operation, 











isn’t a matter of promise or of clain. 
There is ready proof—in actual use. 

You can judge better than anyone 
else which is the best typewriter for 
YOU. Let your judgment be based, though, 
on knowledge—real knowledge, accurate 
eosin and complete. Will you come in and learn 

“eee é all about the Underwood? You'll be met 
BS : by one who'll show you—give you only 
facts—not even try to influence YOUR 















judgment. 





Underwood Typewriter 
Company, inc. 






Anywhere 





EERE OER RTO LR EF CERES RE RI gE EONAR DO NORTE GRRUNNI 
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The FYON FO Agency 


May Still Be Open for Your Territory 












We Want a Hustler in Every City 









The Roneo is a succe 


ful Copier that’s all It 






is tru | y Perfect The 
Roneo method is quickly 






becoming the method of 









those who know 










lern’’ but distinctly, 


















It does not get discard wrong wa’ Let us show 
ed soon after purchase you why the Roneo should 
be used. You may then 


like something that has not 





want to take up the sal 






come up to expectation 






wae 





RONEO COPIER 


No Water==-No Carbon 









Write us Today 


THE FYONES company 


332 Broadway. New York 















Mr. J. T. Whitehead is Demonstrating on the Road. 
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Th ul | 
e Rebuilt Typewriter Company 
extends the Season’s Greetings and wishes all readers of Office Appliances 
a f a . F A Cy x 
A Merry Christmas and A Aiappy Hew Gear 
with the hope that their successes in 1909 will eclipse all former achievements. Everyone can accom- 
nlish this result if it is their will. 

Don’t forget for one single moment of the Three Hundred and Sixty-five days in 1909 that 
the man who steps into the arena with the assurance in advance that the battle is his, without any 
trepidation, without any fear that some unforeseen obstacle will meet his path, and with confidence 
enough in himself to know that he is capable of overcoming any such obstacles, is the man who is 
going to accomplish that which he sets out to do 

If we believe we are going to fail to accomplish a certain thing, that belief must affect the 
result: if on the other hand, we believe we can accomplish that something, that belief must and will 
have its effect on the outcome 

The doubter never has and never can succeed 

This brings to our mind a little poem which we repeat 

“PEGGING AWAY” 
M seldom mou ngle bound You have read of course, about the hare 
To the ladder rv tot And the tortoise—the tale is old— 
ev must slowly clit t, round by round How they ran the race—it counts not where 
With many a start and stoj And the tortoise won we're told 
And the winner is sure t e the mat lhe hare was sure he had time to pause 
Who labors day | And to bi e about and play; 
F or the world hi: und that the fest plar So the tortoise won the race because 
Is to keep on peggi1 vay He just kept pegging away. 

We have never doubted for one moment our ability to accomplish everything we set out to do. 

W 1ve not only accomplished that, but have gone tat beyond our expectations, because we kept 
pegging away,” not only at u for vour orders, but at ourselves for quality. We are most thank- 
ful for results. because those who responded to our “‘peggi1 e’’ are pleased and that makes us happy. 

Lo those of you lot responded we irt rm 

Grady-Rebuilt typewriters for 1909 are going to be better than ever before in every way. a) 
The prices will be consistent with the quality. We promise to help you make 1909 your banner year. , 
May we ask the same ot ' 

ousands of retail inquiries were referred to our dealers t ear and we will refer thousands 
1909 for our ret: il advertising pulls to the lealers’ great benefit We help—not hinder. 
Let us help you to be the ‘‘Top-Liner™ in your locality 








EBUILT "45 GOOD AS EVER®® 
EWRITER. 


COMPANY 


37 DEARBORN STREET 
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Make Toil Easier 


There is some work in your office that can be done better, easier, 
faster and more economically on the Elliott-Fisher Standard Writing- 
Adding Machine than it can be done any other way. 

The Elliott-Fisher writes, adds, subtracts, manifolds and tabulates; 
it does at machine speed in one operation what must be done otherwise 
in many, and automatically proves its work as it goes along. 

Think it over again—writes, adds, manifolds and tabulates at one 
operation—subtracts too—at machine speed and mechanically proves its 
own work as it goes along. Ihere’s some of that kind of work to do in 
your office—work for the Elliott-Fisher. 

It’s perfectly natural for you, if you don’t know the Elliott-Fisher, 
to think “It’s all right for some classes of business but it won’t fit my 
work.” One large concern used to think the same way and made 
seven distinct and separate entries in connection with every order—now 
it uses the Elliott-Fisher and writes all these seven entries at one opera- 
tion. Thousands more once said “It won’t do for us,’ but now they 
| use and praise the Elliott-Fisher. Another concern wrote us the other 
| day, “We have in our office two of your eleven-inch machines on which 

two operators handle our work. In case of absence of either of these 

operators, and we have to resort to pen and ink, it takes three clerks to 

do the same amount of work done by one operator on your machine and 

half the time of another clerk to add what your machine adds 
automatically.” 

It makes no difference what business you are in, there are concerns 

in that line that use the Elliott-Fisher for handling work just like yours. 

It can’t possibly do you any harm to learn what we know when we 


make no charge for the information. 
Write for full particulars, say what business you're in and let us 


tell you how others in your line make toil easier. 
Suppose you write to-day. 


Elliott-Fisher Co., .4:22.... Harrisburg, Pa. 


| 
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(haracteristic 
Talks 
on 
Rebuilt Typewriters 


By W. H. BEARDSLEY 














Characterograph No. 4— What Rebuilt Does 


q Bill Johnson, a farmer, hired a barren piece of 
sand Bare-footed he plowed. harrowed and 
eeded it A passer asked him what he ex 
pected to raise on “that sand.” Bill’s answer 
Va as he held up a large bare-foot to view 

Where Bill Tohnson puts" his foot something 


Vays grows.’ 


q Careful and aggressive, with*observation, fer 
izers and work, Bill took off a¥winning*crop 


q With such intelligent efforts and backing, re 
builts discourage demands from customers for 
counts; they look worth the money, they 
are worth it, the customer wants them, but is 
ishamed to offer what he would offer for a 
skate in the store of a dealer who handles the 
wooden nutmegs and basswood hams” of the 
typewriter trade 
q Right ‘‘Rebuilts’’ encourage the dealer to ask 
price and stick for it, and get it. They are 
right, and he knows it; and any man can sell 
an aritcle he knows to be right. — 


q ‘‘Rebuilts’’ make of a dealer a salesman instead 
of a ‘‘pocket-feeler’’ who quotes prices from 
top to bottom to find how much the customer 

has on him” and who then takes a toboggan 
down to that amount, or as far down as a 
nervy buyer can lead him by the nose. Watch 
the salesman who has an article he knows to 
be right—he has the magnetism of knowledge 
and faith in an assured quality. The average 
typewriter salesman thus fortified, if multiplied 

few times and made into Evangelists with 
he Same confidence and knowledge of ‘“*His 
right goods,’’ would make of the marts of the 

rid a grown-up Sunday school 


@ Rebuilts make good reputation, good fame and 
\d profits as sure as the interest on govern- 
ment bonds. 


q Rebuilts afford you unlimited sales capacity. 
You don’t have to wait for repairmen to get 
stock ready to sell, you have them ready for 
sale and you can replace them with ready-to- 
sell stock. A slow repairer in a second-hand 
establishment limits and controls the dealer, 
and he ordinarily says ‘“‘One per day is all I 
can ‘work up;’”’ thus limiting vour po Si capa- 
city to one*’a day If he moves faster, watch 


what he produces 


@ Rebuilts talk for themselves. A store display- 
ing*a stock of rebuilts looks like a legitimate 
enterprise and not like a muddled collection of 
antiques. They don't look like discarded arti- 
cles, second-hand goods; dealers should not talk 
econd-hand machines, they should talk “‘Re- 
built,’’ an article which is right, and not only 
is right but shows it. 

@ Rebuilts attract the purchaser who would be 
ashamed to have a friend or business associate 
see -a second-hand machine brought into his 
office. Pride is a factor in all purchases; if you 
don't believe it—buy and wear a “‘second-hand’ 
suit yourself 

@ Rebuilts enable a dealer to do a larger business 

yn a smaller capital, with less expense, with 

ess help, with less display of technical knowl- 
dge and with better service and satisfaction 
his trade 

@ Rebuilts enable a dealer to pursue undisturbed 
the profitable selling end of his business; sick, 
incompetent or dishonest help do not upset his 
plans nor balk his onward movements. 


TRY IT 
EACH OF OUR THREE GRADES ARE Al 


We Know What It Means—We Have It 
GENERAL TYPEWRITER EXCHANGE 


21 Murray Street, $s 





3 NEW YORK 
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EVERYWHERE HE WENT 


DORNETTE DESKS 


ARE IN DAILY USE 


CIRCLEO THE 
GLOBE. 














To make money, give your 
customers the BEST. 

These Desks are made with 
loving care by the Dornette 
Brothers, pioneers in Desk mak- 


ing, and stand every climate. 


The J. Dornette & 
Bro. Company 


Get Our New “‘20E’’ Catalogue--READ Every Line in It. Cincinnati, - - Ohio 























American Brand 


“THE RIBBONS THAT KEEP THE 
BUSINESS WORLD MOVING” 


é' I IME does not fade their records 
+4 or cause the ribbons 


to dry 
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OUR SPECIAL OFFER FOR DECEMBER 







clipses even our former ones. It wi )maKe VO 
and carbon customers e Xmas present and still leave 
Do not delay, but write now and get this big Decem! 
H. M. Storms Company 
11-13 Vandewater St. New York 


Three Minutes Walk from City Hall 


cay nt Cons ate R 
New Englar Ager W. A. Cha 
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/ The Advantage of Being ‘ 
an “American” 


dealer consists of having a line which embraces the largest 
variety, a quality of construction that carries with it the assur- 
ance of perfect service and a price that insures a saving of 
from 25 to 75%. Every make of machine is represented : 
Oliver, Monarch, Densmore, Remington. 
Underwood. Smith Premier, New Century, 


L. C. Smith, Hammond. Yost, Etc. 














In the first grade rebuilts they can hardly be distin- 
guished from brand new machines direct from the factories. 
The essentia] point of difference between them is the price. 


American rebuilts are of standard factory construction, 
built anew from frame to ornamental parts, by expert artisans. 
They are sold under our liberal guarantee. 


We furnish them “‘Rebuilt,’’ “‘Ready to Use”’ 
and “In the Rough.”’ 





Get our prices before buying. They mean a big saving for you. 








WHOLESALE AND RETAIL 


American Wiiting Machine Co. 
345 Broadway, New York 
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T 303 Dearborn Street 
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A Special F oreign Number 


Office —e 


@ The January number of the magazine will be a special 
foreign number. 


@ It will contain special articles from many of the largest 
dealers in various sections of the world. 


@ It will contain practical suggestions to dealers who desire 
to cultivate the field abroad. 


@ It will have a larger foreign distribution than any pre- 
vious number of the magazine. 


@ It will place your announcements before a list of rep- 
resentative concerns who are 1n the market for American 


products. 
@ It will be the next best thing to sending a representative. 


The manufacturer who is not represented with an 
advertisement will be missing an opportunity. Forms 


close January 6th. 


Office Appliances 
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The Development of the 


Remington 


is the History of the Writing Machine 





NEW MODELS, t0 and 11 - NOW READY 


MODEL 10 MODEL 11 
With Column Selector With Built-in Tabulator 





REMINGTON TYPEWRITER COMPANY 


(Incorporated) 


NEW YORK AND EVERYWHERE 
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MORE ADDRESSOGRAPHS WERE SOLD 


IN THE FIRST TEN YEARS ON THE MARKET THAN ALL 
THE TYPEWRITERS SOLD IN THE FIRST TWENTY YEARS 


Yet, is there a firm today that doesn’t boast of a typewriter’ The use of this machine has be- 
come so general that it is no longer an experiment, or ‘‘something new’’ to be doubted, but an actual 
necessity. The typewriter is a success, and is here to stay. 


Hundreds of thousands of these machines are in use. 


But remember— 


the typewriter was on the market years in advance of the Addressograph 


There are already over 30,000 Addressographs in use. 


We have only scratched the surface of ‘‘the possibilities of this machine’ during our twelve years 
There are fields for our system that are undiscovered and which will only come to us through 


in this line. 
Think of the different kinds of lists that are being addressed by hand or typewriter that 


experience. 
could better be addressed by the Addressograph. 


The great feature of this machine is its ease and simplicity of operation. It does not require skill 


or experience, as was the case with the typewriter. 





Any boy or girl can address 1,000 envelopes, 
statements, checks, cards, anything—everything 
in 20 minutes. Furthermore, this machine produces 
perfect work—prints addresses that look exactly like 
typewriting. 





BWVrDOouumyo o» 


The Addressograph is as much an improvement 
over hand addressing as typewriting is over hand 
Its scope of operation is practically limit 
It has already been adopted by 


as all depart 


writing. 
less in its adaption. 
merchants and manufacturers as well 


9 


- 


2 


m 
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ments of the Government, principal railroads, insur- 
ance companies, banks, laundries, publishers, lodges 
and associations, steamship companies, lumber deal- 
ers, coal dealers, jobbers, and all lines where neces- 
sary to write the same address quarterly and oftener. 

If a list is not being Addressographed a steam 
power business is being handicapped by the use of 
hand power. 

The Addressograph combines all the features 
of a complete Card Index and perfect Addressing 


Machine. This machine is the most convenient, ac- 


ry 
Lo | 
aoe 
Pre 
™ 
Ls 
m 
~ 


curate and systematic for handling a mailing list and 
keeping it up-to-date at all times. 
The initial cost is small and its cost of main- 


tenance practically nothing 


Addressograph Company, 234 W. Van Buren St. Chicago 
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VISIBLE TYPEWRITER 


A Business Builder for Y 


Sixty-five dollars for a standard visible typewriter looks 
too good to be true—doesn't it ? 
The Royal Standard Visible Typewriter is in every re- 
spect the equal and in many respects the superior of any 
$100 machine on the market. In material, workmanship 
and mechanical correctness it has no superior. 

Simple of mechanism —simple of operation, durable and com- 


pact. For:steady hizh grade work, at low cost of mainte- 
nance, compare it with any machine, no matter what the price. 


If you re a dealer, you wont sidestep this opportunity. 
You know that if you can geta standard typewriter that 
you can sell for $65 you can do a bigger typewriter busi- 
ness than you ve ever done before. 


WRITE TODAY 


ROYAL TYPEWRITER CO. 


253 Broadway, New York City 
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Distinctive Features Why You Should Handle this Machine. 





Wide bearing pivoted type bars. It is easy to sell. 

Straight pull from key lever to type bar. It increases the volume of business. 

Swinging ribbon movement. It increases profits from the start. 

Locating segment under platen. It costs little to maintain. 

Interchangeable roller bearing carriages. It is sold to the dealer on a co-operative plan. 
Margin and tabulator stops in front. Dealers’ contracts run for 25 years or more. 








Remington-Sholes Co., - 127 Rees St., Chicago 
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|" isn't what’s in your head but what's 


in your go-ahead. It is'nt what vou 
can do but what you do do=action wins. 


HERBERT KAUFMAN in The Chicago Record Herald. 
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EVIEWING the Field of Typewriters, 
R Adding Machines, Time and Cash Re- 

corders, Loose Leaf Devices, Office 
Furniture, Supplies and Specialties. 
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A “‘Corner”™ 


CORNER in second-hand type 
writers! Sure! So easv its a 


shame to take the money. Just 
a simpli problem in mathematics 
get the big dealers first—then th: 


small ones—then a hard and fast con 
tract with the manufacturers and th 
things done. Cinched! “And I tell 

ou, Col. Mulberrv Sellers, there’s mil 
lions in it.” 

\las! The morning comes and the 
dreamer awakes. 

There lives in New York, the very 
heart of tvypewriterdom, a trim, enter 
prising gentleman bearing the fictional 
name of Walter Retlaw. Retlaw he 
ing Walter spelled backwards there is 
shown the first inclination to “corner 
in the monopoly of at least one-fourth 
of the alphabet. It is not unnatural 
that this inclination to monopoly 
should be carried further. Walter Ret 
law's right name is said to be Walter 
Plunket here's a good ring to Plun 
ket—sounds as genuine as our old 
friend ‘Sellers’ —the “Colonel” of frag 
rant memory. Retlaw’s headquarters 
are presumably at 39 Courtland St. At 
any rate, that is the address given on 
the letter head which also announces 
the fact that Mr. Retlaw is “Purchasing 


How He Began. 


Phe stor s told that Retlaw 
walke into the little shop of Katz 
& Rome He wished to buy 
tvpewriter. He needed a_ machine 
but did not want to buv a new one \ 
price was quoted him for a_ second 
hand machine. It was too high He 


was a shrewd buyer and by driving 


yargain he hammered the price down 
40 per cent less than the original fig 
ures Pleased with his purchase, hi 
left the shop. ruminating on the 4o 1] 
en r tion 
He thought he saw something—this 
long the horizon that skirts 39 ¢ 
land s He began to dream. H¢ 
and suggested to the dealer 
ften helped struggling 
people What could the dealer 
h The typewrite1 
eg dream. He s 


A MONTHLY 
MAGAZINE 


Founded by George H- Patterson 


CHICAGO, DE( 


in Second-Hand Typetoriters. 


How a Young New Yorker, With a 
Name, Planned to Con- 


Doubi 


EMBER, 1908. 


trol the Business. 


great possibilities a 
up and showed the 
roseate perspec tive 


saw things, and the 


head He opel 
visitor the mo 
Chey both now 
typ writer deal 


explained that he had bought the 


chines from the wh 
bought them from 
Che manufacturer h 
The wholesaler had 1 
there was also a pro 
Gee! Everybody ge 
machine was sold at 
per cent! 

By all the gods 
York! “How long | 
going on?” as the Ir 
he cleaned up $9 o1 
Sheepshead Bay 
thousand dollars,” s: 
vhat you can buy w 


olesaler, who 


the manutac 


ad made a profit 


nade a profit! 


fit for the retailet1 


and the 


ts a piece, 


a reduction of 


ot (ureatel 


las the thing 


ishman said wl 


1 his first be 
‘Here, boys, 
iid Walter 


ith it.” The put 


chase was a lot of machines way 


low marked prices. 
Now, there are 


riters and second-hand typewritet 
omparatively n 
Prope rly rebu lt 


some of them are « 
machines traded in. 
they go again on the 


onable price that makes them a good 
purchase Then there are the others 
vorn out, not worth the rebuilding 
the flotsam and jetsam on the g1 
tvpewriter sea, cast up to land upon 

nk bank In between are those 

fair condit 

( ire onsiderable 1 
build \ll are carefully graded b 
fferent rebuilders before being pas 

o the workshops. 1 those 
ass the crit il ey ( an 
hiet have entry orks! 
When thev emerge they e no lon 
second-hand” 1 g all 
epted sense ot é e re 

ichines | g a t Ll 
ese et >) nat S 

ev occup l tl 

‘ 
‘ , 


. 1_h: , 4 
second-nand typ¢ 


market at a 





UIDING the Interests ef Manufacturers, 

Commercial Stationers, Office - 

ance Dealers, Salesmen and - 
sumers, and Reporting New Inventions. 





Some wholesalers and_ rebuilders 
took the notice evidently intended. 
Rumors were put into circulation in 


some way that a big deal was on. That 
a “Napoleon” of the second-hand 
typewriter world was fast gobbling up 
the business. There were “millions” 
behind him it was said. 


The quotations sent out by Retlaw 
brought inquiries—letters sent by the 
“purchasing specialist” to salesmen 
representing typewriter companies be- 
gan to percolate into headquarters. 
Some of the Rebuilders were approach- 
ed. Not warming up to the proposi- 
tion, prices were slashed perhaps with 
the intent of bringing them to time. 
Reports to the effect that a big merger 
was on grew persistent. Some one kept 
rumors working over time. 

l‘inally some of the rebuilders were 
corraled at a dinner in New York. The 
great scheme was unfolded. The young 
Napoleon would buy the business— 
hook, bob and sinker. 

“Now, what do you want, gentle- 
men?” said Napoleon Walter. 

“Two hundred thousand for mine,” 
said one. 

‘Too much,” quickly replied the Sage 
of Cortlandt. 

The interview wafted back and forth 
on this sea of give and take, and Wal- 
ter turned away and said: 

“The deal, gentlemen, will needs 
have to go over for an indefinite time, 
though I think two weeks will be 
enough for me to arrange a counter- 
proposition, I will see you then.” 


When It Failed. 


The “corner” is off. The great deal 
has failed of consummation. The effort 
to lower the prices of second-hand ma- 
chines down to such a point that the 
rebuilders will be compelled to sell out, 
is tottering rapidly. A representative 
of Office Appliances called at the little 
office at 39 Courtland St., a few days 
o, and endeavored to get an inter- 


aX 


iew with Retlaw. The young girl in 
the office refused all requests for in- 
formation. 
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The Typewriter Evolution 


HE typewriter industry has 

passed through, and is still pass- 

ing through a striking evolu- 
tion. It is the evolution, however, of 
natural change; not a radical, violent, 
departure from settled policies—just 
a moving on toward higher and better 
things. The only parallel that can be 
found is in the history of the piano 
and the sewing machine trades, though 
we hate awfully to think of the type- 
writer in the same connection as either 
of these. 

And it must not be supposed that 
because it is an evolution that dire 
things are in store for the manufac 
turer or the salesman. Not at all. | 
would have my reader clear his mind 
at once of any such thought and rather 
seek to impress on him that what is 
termed an “evolution” is for the bet- 
terment of us all. In reviewing this 
fact we may be able to get some im- 
portant data and a hint or two of value 
for the future. 


Early Facts and Changes. 

When the typewriter was first of 
fered to the public, though its merits 
were patent enough, the serious prac 
tical obstacle to its rapid introduction 
at once appeared that there were no 
human beings ready to supplement the 
machine, no skilled salesmen to sell, 
operators to run, or repairmen to ad- 
just the complex thing. All these had 
to be created. The early manufactur- 
ers, at first attempting to sell through 
agents or dealers, found the latter 
comparatively helpless for lack of 
these skilled men and women; and 
were forced at great expense to estab- 
lish branch offices in central cities, 
where salaried managers, trained sal- 
aried salesmen, and salaried mechan- 
ics, educated at the factory, gave free 
repair service long enough to inspire 
the buyer with some degree of confi- 
dence in the every day reliability of 
what he was inclined to consider, a 
new fangled trouble-maker as a type- 
writer. 

The natural and inevitable conse- 
quence was the gradual extension by 
the pioneer companies of these branch 
office territories; and the elimination 
of local dealers or agents. Later, dur 
ing the last ten years of the trade, 
when the makers of the visible writers 
came into the field they found them 
selves likewise obliged to create their 
own skilled forces outside of their fac- 
tories, in order to force a standing for 
their wares, and almost without excep 
tion they also have created branch of 
fice organizations. 

This method of selling direct to the 
user, by means of a widespread uni 
fied, salaried organization, is enor- 


How Certzin ~onditions Have 
Brought About a Decided Change 
In the Industry. 


By J. P. Daves, Sales Manager Rem- 
ington-Sholes Co. 


mously effective, but is at the same 
time enormously costly; and unless 
supported by goods of rare merit, and 
handled with consummate ability, it 
has proved to be a veritable sinkhole 
of capital. Under it the advantage to 
the pioneer successful organizations is 
so great that a fight to a finish, and 
survival of the fittest has necessarily 
resulted. Some 150 typewriters have 
been manufactured and attempted to 
be put upon the market in the last 
twenty-five years. Those which have 
successfully survived the combat can 
almost be counted on the fingers of 
one hand. The rest are in the type- 





J. P. DAVES 


writer boneyard; and the end is not 
yet. In the sewing machine trade, 
practically but one great branch office 
company, the Singer, survives; a 
world-wide and marvelous organiza- 
tion which markets 1,500,000 machines 
per annum. In the piano trade I be- 
lieve not one purely branch office sys- 
tem remains. 
Selling Conditions Changed. 

Of late years selling conditions in 
the typewriter trade have changed. 
The branch office systems of the lead 
ing companies have filled the cities 
and towns with skilled typewriter 
salesmen and repairmen, anxious to do 
business for themselves. A huge re 
built trade, with a large buying public, 
has grown up, and independent repair 
shops exist in all towns of even mod- 


erate size. All sorts of modern office 
appliances, such as filing systems, 
duplicators, adding machines, etc., nat- 
urally gravitate together into the 
hands of the same agents, and divide 
the burden of selling and traveling ex- 
penses. The typewriter schools pour 
out a horde of skilled operators. It is 
no longer necessary for the manufac- 
turer of a typewriter to undertake the 
staggering burden of a branch office 
organization, in order to market his 
machine and retain its reputation. 

Several manufacturers have adopt 
the policy of staying absolutely out 
the branch office and retail business, 
selling only at wholesale to dealers 
which denotes that the evolution has 
been gradual and scientific. 

There are able men the world over 
who will put their hearts into building 
up a retail trade in a high grade type- 
writer if the manufacturer will con 
cede to them a margin sufficient to 
cover the cost of local advertising, of 
carrying out a reasonable guarantee, 
ot handling installment accounts and 
of taking second-hand machines in in 
part payment. The manufacturers 
who have had the courage in this lib- 
eral way to trust the fate of their goods 
to dealers exclusively will doubtless 
receive satisfactory reward. By stop- 
ping selling expenses at the factory 
door the manufacturer can give dis- 
counts to dealers big enough for them 
to float their trade and also give per- 
manent contracts to which that trade 
can anchor confidence. 


ed 
of 


This is an interesting fact indeed 
and one which has done much for both 
the manufacturer and the _ dealer. 
There is little doubt that the changes 
to come will be as productive of good 
as those of the past have been produc 
tive, if that is correctly the view. Sim- 
ply because things become different; 
that is, methods of doing business, is 
no reason that they are not for the 
best. If a man sees that it is best to 
make a change or to adopt a new sell- 
ing plan, why he should do it. 

The evolution in the typewriter in 


dustry is surely for the good of all 


ANOTHER BIG UNDERWOOD 


DEAL. 
The Chicago office of the 

wood company announced the 6tl f 
December that it had closed a deal for 
300 machines with Brown’s Business 
Colleges in the central west. The d 
liveries have been made. Thes 

leges are scattered over the entral 
states, principally in Illinois and Iowa 
The Underwood company has been 
working the matter for son 
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Fitting the Typewriter into Railroad Work. 


HERE is much being said now 

adays about the railroad depart 

ments of the different type 
writer companies. The things they 
are doing are the talk of more than one 
town. But it didn’t use to be that 
way. 


There was a time not so very long 
ago when the railroad company would 
have considered it effrontery to have 
suggested a substitute for the old 
method of handling the waybill—‘the 
old style waybill.” And there were 
other things that were considered 
fixed eternally in the methods of rail 
road companies. 

But what a change! Under the old 
way it was necessary to use very wet 
copying cloths to secure the required 
number of tissue copies for the way 
bill. This caused them to blur; very 
often they were so badly blurred that 
they were very hard to read. That 
was not the only disadvantage of mak 
ing the waybill by pen. It took some 
time to copy them, which made it 
necessary for the clerks to stop bill 
ing and spend valuable time on the 
copying work that should have been 
spent on billing. 

The Way Now. 

What about the way it is done now 
on the typewriter? It accomplishes 
the following things: 

1. It makes the waybill legible. 2 
The copies are legible. 3. As many 
copies as required can be done at one 
writing. 4. The copy press is elim- 
inated. 5. The waybill clerk can bill 
until train time, for all the required 
copies are made the same time as the 
bill. 6. There is no guessing by the 
train conductor or receiving station. 
7. The abstract clerk at forwarding 
and receiving stations can do more 
work and faster. 8. The freight bill- 
ing clerk can do his work faster. 9. 
The freight is seldom carried by its 
destination because the conductor mis- 
took a three for a five. 10. It reduces 
the over and short reports; in fact, 
every one connected with the freight 
department is connected. 

The waybill is the first record made 
by the railroad of a shipment. This 


makes the waybill the foundation of 
the work, and it, with the copies, 
forms endless records. If these ar 


legible the chance of error is greatly 
reduced. 

There is another method for which 
the typewriter is responsible. A great 
many methods have been experi- 
mented with and adopted by railroad 
car accountants endeavoring to find 
some method of keeping an accurate 
account of freight cars. 

The oldest way, when 


the reports 


Some Things that Have Been Accom- 
plished. 


By F. A. Robinson, Manager Railroad 
Department, Underwood Type- 
writer Co. 


were received at the car accountant’s 
office, which are termed wheel reports, 
they passed around to the dif- 
ferent clerks, each clerk would look 
over the entered report and check off 
and enter in his books those cars that 
belonged to that particular book and 
then pass the report to another clerk 
to go through the same operation. If 
twenty clerks are employed on this 
work, each one must go over every en 
try. This method caused a great deal 
ot lost motion and waiting that cost 
the railroad a great deal of money. 


Another Method. 


which 


were 


\nother method eliminated 


the use of the book 


The reports wer 


F. A. ROBINSON 


transcribed by pencil on small slips of 
paper, then sorted and boxed, which 
would furnish a continuous record of 
each car for as long as needed. In 
sorting and boxing the slips, clerk 
placing and locating cars, consumed 
too much time, lacked the element of 
permanence. 

Another method was to have the re 
ports transcribed on slips containing 
twenty or thirty movements for some 
particular book. When the book clerk 


received the slip he could enter the 


movements just as they appeared on 
the slip. This method made a con 
gested condition, as so many move 


nts would be between the transcrib 


meé 





ing clerks and the book clerks, which 
caused no end of trouble. 

One of the largest railroads adopted 
a method of transcribing each entry of 
the wheel report by a single slip of 
paper. These slips were sorted accord- 
ing to car number corresponding with 
the arrangement of the books. This 
method makes an endless chain, and 
practically eliminated all lost motion. 

It was possible with this method for 
a copyist to transcribe 1,500 to 1,800 
movements per day. The book clerk 
was able to make about 2,000 records 
per day. 

Here is what the typewriter did to 
this end: 

First. A separate slip for each car 
reduces the chances of clerks entering 
records under the wrong numbers, the 
wrong movement and wrong date. 

Second. Clearness in writing. 

Third. That the number of records 
detained from the permanent book rec- 
ords by transcribing under this meth- 
od will reduce to such an extent that 
it will bring the permanent book rec- 
ord twenty-four hours closer to the 
movements on the road than any sys- 
tem of transcribing known. 

Fourth. That the excess number of 


| records transcribed by the typewriter 
| will reduce the number on such work 





twenty per cent. 

Yes, the typewriter has fitted admir- 
ably into railroal work. These two 
departments are only a small part of 
what has been done to revolutionize 
decidedly stale and mossbackish meth- 
ods. It took the hard-headed captains 
of industry a long time to get around 
to it but they have come, all right. It 
is indeed probable that there will be 
some surprising things to announce 
during the next few months on what 
the typewriter has further accom- 
plished. 


FINE WORK ON THE ROYAL. 


A splendid piece of work was pulled 
off on the Royal typewriter at Raton, 
New Mexico, the other day, by Curtis 
St. John, who has a roving commis- 
sion from the Royal company and who 
travels throughout the West and 
Southwestern states. St. John went 
into the office of “The Raton Daily 
Range,” a very good paper, and took 
from direct dictation on the Royal 
1,000 words in press dispatches sent by 
the Associated Press from Denver. 
The dispatches were sent by long dis- 
tance phone and Mr. St. John easily 
demonstrated to the editor that the 
Royal would take the work as fast as 
the operator could repeat it. The exact 
record was not given, but it is inferred 
that it was exceptional. The “Range” 
commented on the feat editorially. 
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Make This Money ourself 


66 HAT is there in it for me?” 
This is what everyone 
thinks—even if he doesn’ 

ask it. 

If you want the best 
can get in your store, on any job, or 
from a supply house, you pay well for 
it—don’t you? 

And—the question of “what is there 
in it?” is the one every business man 


sery ice yi i 


and woman is always considering until 
each has come to do it—almost uncon- 
sciously. 

The question may not be asked in so 
many words—it may not even be 
thought about, but— it’s always there 


just the same. 


“What is there in it for me 

In other words—‘What do | get for 
what I am to do?” 

Right enough too—for this is sim 


ply an expression of the fundamental 
principle on which every business 
transaction—small or based 

You don’t buy a penny’s worth of 
goods on which you don't expect 
make a profit—do you? 

And why? 

Simply because that profit you ex 


great—is 


pect to make is “what there is in it 
tor you. 

Are the men from whom you buy 
more generous ? 

Would they sell you a_ penny's 
worth of goods if they didn't expect 
to make their profit: 

No. 

And, likewise, because—their proht 


is “what there is in it for them.’ 
All of us think of it—all of us 

it—it is our business—this principle 
\ll of us are the same in business 


Show What's In It. 


manufacturer s 


So—if you want a 
co-operation, you must show hin 
“what there is in it for him’—what 


you have to offer for his benefit 

Show any manufacturer that he can 
profit—make more and more 
money—by co-operating with you and 
he’s ready fast enough, 

He's after “what there is in it for 
him” just as you are after “what there 
is in it for you,” which is—profit. 


sales 


to co operate 


So—what have you to offer the man 
ufacturer for his co-operation ? 


Can you show a modern store, with 
a live and growing business? 
Can you show well-trimmed win 


dows, a neat store arrangement and an 
enthusiastic lot of sales-people ? 

Can you show a_ well = established 
business that is favorably known to 
other business houses in your town? 

Can you show a good list of custo 
mers to whom your store is their regu 
lar supply house ? 

Can you show a profitable business 


No. IV 


How to Get Manufacturer’s Co-opera- 
tion. 


By George B. Spencer. 


in a town with population enough to 
continue supporting it? 

(an you show advertising that gives 
you a standing as an up-to-date mer- 
chant? 

Can you show a reputation as a 
“pusher’—a “hustler’—a man that 
can’t be kept down? 

[f you can show manufacturers such 
possibilities of business getting for 
them, they will be willing to give you 
most any co-operation you ask. 

Manutacturers are looking for co 
operaters who know how to 
ate 

There are always plenty willing to 
take all they can get and give nothing 
in return. 

The verdict on all 
wanted.” 

Manufacturers are looking for co- 
operaters who know that co-operation 
means “both busy.” 

lf manufacturers see that 
willing to put your shoulder to the 
wheel and co-operate, you will find 
them ready enough to co-operate by 
furnishing you with all sorts of help 
ers for building up business. 


co-t yper- 


“not 


such is 


you are 


Manufacturers often furnish their 
agents, factory salesmen’s help; all 
manufacturers furnish catalogs, circu 


lar letters, and many do newspaper ad- 


vertising, or give street car card or 
bill-board displays, to help thei 
agents. 

Some manutacturers use all the 
means of co-operating with then 


Thus the demand for the man 
ufacturer’s goods which he is creatin 
with his National Advertising is con 
centrated in the stores of agents w! 
co-operate. 

Write to the manufacturers of 
you think of handling. 

Ask these manufacturers if the 
agent in vour te 


Things To Do. 


sent on 


agents. 


MWOOTS 
~ 


wn 


| 
a ive 


If a 
next train to see you, and he looks a1 
talks, and acts as though he repr: 
sented a house you would like to act 
as agent for, show him what you hav: 
to offer 


Tell him how much business you're 


representative 1s 


doing. 


Tell him how many regular custo 
mers you have. 

Tell him who your best customers 
are. 

ell him how vour business has 
grown 

ell him what vou're doing to keep 


vour business growing 


Tell him the minimum percentage 
of profit that interests you. 

Tell him the size of your town and 
its growing  possibilities—industrial, 
and commercial, and population. 

Other items about your 
he'll for himself—if 
right sort of keen-eyed looker-out for 
“hustlers.” 


business 


1 1 
nes tne 


obser\ e 


He'll notice your advertising in the 
local papers. 

He'll notice the appearance of your 
windows. 

He'll 
kept up. 

He'll notice what sort of people you 
employ. 

He'll 
stock. 


He'll notice whether you, 


notice the way your st 


notice the condition of your 


are “up to the mark.” 

And—what he sees will tell him 
more than you can tell him, if ‘twas 
ten times as much “inside informa 
tion’ about your business as this arti- 
cle Suggests. 

Manufacturers usually find out 
about their agents before they even 
begin to co-operate. 

So—if you want an agency for a cet 
tain line—and, if you want the co-op- 
eration of the maker of that lin see 
to it that he ts posted on “‘what there 
is in it for him” in having such a live, 


hustling house as yours 


up-to-date, 


known as the place in your tow 
his goods are sold. 

When you v¢ gotten the 
turer to wanting you—by showing him 
what you can do for him—thet l 
be your turn 

Phen what there is in it for ”” 
will be up for consideration 

See t that your house is the kind 
a mani urer is willing to make ° 
clusive Agent” for as much territory 
is shou ehttully feed its > 
vour sto 

Get lines upon which prices rs 


are strictly maintained. 


If any concessions are 
there are any quantity dis 
trac ils that can be put 
find t then 

[Insist upon profits in keeping 
the volume of business vo 


to turn over! 
Secure the best possible terms 
Ask for 
factory to tell vou ’ 
about the goods and how oth 
sell them and make money. 
Have letter 
the manufacturer, to ) 
your territory likely to buy the goods, 
stating vou are “Exclusive Agent.” 


Get an allowance 


salesmen to come f1 
and vour cl 


er a nite 


announcements sent b* 


every concern 


tor newspaper! 


street car and bill board advertising 











Arrange for plenty of catalogs and 
other circular matter—each piece 
printed with your name and address as 
“Exclusive Agent” for the territory. 


State that you must have prompt 
service on all orders—prompt answers 
to all inquiries—and prompt informa- 


tion of changes in trade conditions or 


anything else likely to affect your 
sales. 

Insist upon all of these items each 
proposition Warrants 


Be ready to do your part. Then you 


can insis hat the manufacturer do 
his 

If differences come up, get together 
at once and talk matters over. 

If a manufacturer cannot send his 
representative to see you, when you 


most need him, go see the manufac- 
irer 
A ta isiting trip has opened 
ie eyes of many a good merchant 
new possibilities in his own business. 
Rem« Y his—manufacturers ar 
ever re to help the merchant who 
is ready to help them, and himself. 


\ long pull, a strong pull and the 


pull all together is what gets the busi 


\nd your own disposition to co-op 
erate—as shown by the way you take 
hold of new ideas and push them to 

our profit—is what will get vou the 


co-operation of most manufacturers. 
Show others you're willing to do for 
them and, you'll find they’re willing 
enough to do for you. 
It’s “up to”—all concerned. 


THE TURK AND THE TYPE- 
WRITER. 


Through the medium of consular re 
vs of a genuine re- 
ts way into Tur: 
to do much 1 


port comes the n¢ 
1as found 
toward 

less benighted 
distance of the 


key and promises 
bringing that more 


nation into hailing 


progressive march of civilization. The 
\merican consul at Constantinople 
writes that the sultan, who has been 
ving for vears in the belief that the 
vorst is yet to come, has finally let 
down the bars and decided to admit 
the typewriter into Turkey. 
This ks the beginning of the end 
lurkish isolation and mystery. The 
typewriter girl follows the typewrite1 
machine and where she goes business 
pursues. The veils, the cushions, the 
\ - yards of s wrappings, the 


yi the bangles will have 
be thr o the discard when the 
tvpewriter girl moves up close to the 
invading machine ar gets down to 
business ( \ Turks” may 
ave done much in the way of intt 

ring 1 ms into the Ottoman em 

” but the master stroke was de 
vered when the embargo was taken 
the adm1 Ss the typewriter 
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Prizes as Stimuli 


How Large Concerns and Small are Recognizing the Value of Offer- 
ing Prizes to Salesmen. 


lr IS surprising to note the devel 
opment that has been made in the 


vast year in the matter of offering 
stimuli 


ilesmen and 
workers. There was a time when 


T 
I 
res as tO Sz 


otnetr 


hese were thought to be “money 
naway. But not so no Ch 

facts in the case are interesting 
The effort in this direction has been 


“¢ 
renerally among the typewriter an 
leTail’ alti l CV] Wile! al 


dding machine companies though, 


se, it prevails among other lines 
But in those companies there is so 
h that depends on “salesmanship 
in « late the on 5 the 
gy is of first moment 
Phe modus perane s sim] 
oh The prizes are given fot 
( i é Sav. hre r fo 
hs, or for al the engtl 
Phe VY are con litione iT) } 
salesman mal 9 the argest per cent 
e his « wr for the eates 
se in sa S Phe p1 ire n 
diy Cl ils and te Saies Stalls re] 
esenting branch offices 
In addition to prizes many of tl 
mpanies now give such things as 


ch fob souvenirs or pins as com 
pany insignia These are less in valu 
but not in interest Chey are 
awarded for shorter periods of effort 
and in instances have 
proven of greater stimulus the 
more costly awards. 

It is well known the extent that the 
Oliver Typewriter Company has gon 


at least 
than 


some 


this matter. The “Vice President’s 
Cup” is one of the most cherished 
ophies of that organization and awal 
s the ost intense and keenest 
est \t the regular annual conver 
m of salesmen and managers, held 
separately, though at about the sam 
each year, there are other forms 


recognition that hav 
sales department of thi 
fast and aggressive 


Instead of having 


company a 

of fellows 

ished they have increased two-fol 

late vears and the company has beer 
ee 


+1 


exceedingly willing to meet the cor 
ditions and reward Si 
t] hec ~ ( res 
— ’ > 1 4 7 
| B OULTIS \¢ la l 
( ny s anothe yt r speciait 
es that has made n hes 
. ] The ( rere 1? sa2;71eS TI ag 
I prizes n iddit those 
| the compan 
‘ 
Mian Gille , af Cy} 
, , 
va ently g 
, 1 
hos making the best } ) 
g 
| ] 17 | 
e company has 1 ( ils 
, 
es much conse r r 


abov Cc 


There are scarce any branch offices 
that have not some form of recogni- 
tion for good work. Manager Lender- 
son of the Chicago Smith Premier 
gives gloves, hats, ties and so forth, to 
his salesmen, and he has stated on sev- 
eral occasions that they have been of 
the highest benefit. 

This is a happy situation, indeed. 
The companies are to be commended 
on the steps taken to make it worth 
while for their salesmen. And men 
need it. There is no gainsaying the 
fact that human nature is quite the 
same the world over and throughout 
The best way to get a man 
to do his work is to show apprecia- 
tion of it, and prizes are a material 
manifestation of the fact. Some can 
be encouraged by word of mouth; but 
others cannot. It requires something 
more than that, and the trophy system 
is the best thing so far devised that 
meets the case. 

lf anything, offer more prizes; their 
value will be got back before the year 
is over. But why not arrange some- 
thing that would in a graduated scale 
like do a little for everybody? The 
man at the bottom would pity himself 
to the extent of doing just a little bet- 
ter and it might be the cause of his 
gaining a new foothold. 


all ages. 





THE UNDERWOOD PRIZE CON- 
TEST. 


This contest, carrying with it $1,000 
in gold to the successful winner and 
which will end this month continues 
to attract an unusual amount of atten- 
tion. Every office in the organization 
is putting forth its best efforts to win 
the prize. For the month of Septem- 
ber the company states that Minne- 
apolis (W. C. Hubbard, Manager) 
made 188 points; Cincinnati (J. H. 
Blodgett, Manager), and Omaha (B. 
\V. Plage, Manager), tied for second 
place with a total of 149 points each, 
and Albany (G. W. McClellan, Man- 
ager) came into the “grand stand” 
with 139 points. When it is taken into 
onsideration the vast unfruitful fields 
lying in the territory that Minneapolis 
ontrols, Mr. Hubbard’s force has 


done a remarkable thing to make 188 


points for the month of September. 
\Western North and South Dakota pos- 
sess vast territories of sand hills, and 

irthern Minnesota is covered in a 
degree by woodlands. While 


irge 
S 


these fields are not productive, there 
are some fields in the territory that 


ire productive, as evidenced by the 
results. 
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The Element of Self-Satisfaction 


cc EVER be satisfied” is a slo- 

gan that has gone the rounds 

of the sales organizations 
over the country and, among others, 
occupies a conspicious position on the 
wall or desk of the sales manager. 
The point, of course, is to keep instill- 
ed in the minds of the salesmen the 
desire for more and greater things. In 
its abstract sense, this is a good thing 
to preach but it is awfully hackened 
and is a load on pretty nearly every 
salesman’s mind. In all probability 
the harder of the two to satisfy—the 
sales manager or the salesman—is the 
salesman. I do not believe there is 
one in fifty successful salesmen who 
ever is quite satisfied. 

Furthermore, I do not believe that 
any salesman, if there is the slightest 
possibility of making a sale, will de- 
liberately turn it down for any form of 
pleasure; and if that does not show 
the lack of satisfaction then I fail to 
see the point. There are many men 
who if they can make one sale during 
the day will consider that good enough 
and quit. But go through the offices 
of the different typewriter companies 
and you will find that the manager 
knows who those fellows are and its a 
good gamble they are few in number. 

This is just by way of prelude to 
the main point which I desire to bring 
to the attention of salesmen—particu- 
larly typewriter salesmen. It merely 
leads up to the more serious side of 
the proposition. 


The Chief Point. 


I listened the other day to a short 
talk by one of the strongest and best 
known sales managers in Chicago. He 
said among other things: 

“I never want my salesmen to feel 
satisfied. If they come into the office 
to make a report and say that it was 
the best they could do, I tell them that 
we do not care whether it is the best 
they could do, what we want are 
sales.” 

That's all right. I do not think 
there is anyone who would object to 
that sentiment and it leads to me to 
affirm this: 

Mr. Salesman—never show your sat- 
isfaction. If you have made a dismal 
failure of it, just say: “No sales.” Let 
the other fellow guess as to whether 
you are satisfied. Like the Chicago 
sales manager, he does not give a rap 
as to how hard you tried or whether 
you have done your best—its sales for 
him. All right, that places you on the 
defensive quite. Since you are thus 
placed, accept it and defend yourself. 

If you have made sales do not show 


How Salesmen Are Apt to Fall Down. 





By Jonathan Sylvester. 


your satisfaction over it. Assume the 
attitude of “want more.” The sales 
manager will discern at once just how 
strong you are inclined in the direction 
he is thinking. If you have made some 
good sales and show your complete 
satisfaction over it he will conclude at 
once that that is about your limit; that 
is your personal quota and without 
other influences you are apt never to 
increase it. 

These two propositions are essential 
for this reason: that the element of 
self-satisfaction lies within you wholly. 
Of course, you are never to be satis- 
fied... You are always to strive for 
more but since the only evidence of it 
is in the actual sales made, it is better 
for you to gauge it yourself. This is 
policy, to be sure. But it is neverthe- 
less good hard sense. It is part of the 
program of personal discipline that 
must manifest itself in you alone. The 
sales manager may try his best to in- 
fluence it but after all it is up to you. 

The salesman who feels that it is the 
best he could do is in a bad way as a 
general rule. The prevalence of the 
thought acts discouragingly and there- 
fore negatively. No man wants to feel 
that he cannot do better under even 
other circumstances. It may have 
been the best he could do under the 
circumstances then existing but cir- 
cumstances never are the same; they 
vary and there is the hope continually 
that the next time he will do better. 
That is the spirit for the typewriter 
salesman to show if it comes to a 
show. But it is better to keep it to 
himself and use it as a weapon of his 
own. If you fail to make a sale your 
manager will think you are satisfied; 
if you make enough sales he will want 
you not to feel satisfied. So however 
you view it either get the business or 
get out and do not indicate what your 
thoughts are unless pressed for a rea- 
son. 

The Value of Discernment. 


All of which leads to the question of 
how far a salesman should go in his 
general attitude. I believe that most 
men are pretty well aware of the slo- 
gans: “Do it now,” “never be satis- 
fied,” “keep eternally at it,” and the 
like. These have been drummed into 
him for so long that it is a question if 
he ever stops to consult the catechism. 

Attitude of the right sort is the key 
to a man’s personal force. The things 
he says are at best misleading; they 
only cogitate in the other fellow’s 
mind a line of “thinks” that for the 
most part are very much inclined to do 
the salesman an injury. But if he does 


the best that is in him and lets that 
speak for itself regardless of personal 
explanations, save where explanations 
are needed to clarify a situation and to 
get at the seat of the _ trouble, the 
chances are he will make a better im- 
pression. 

Discernment is worth a whole lot to 
the salesman. There is no time when 
he cannot see for himself how things 
are going, for good or bad. If for good, 
all he has to do is to make the good 
better; if for bad, all he needs is to 
make the bad good, but do not try to 
explain it away. See for yourself; 
think for yourself, act for yourself. 

The Chicago sales manager was 
right when he made the _ statement 
above alluded to. Why? Because, he 
wanted his men to reason the thing 
out for themselves. If there was some- 
thing wrong, they should see it with- 
out coming to him. If there was noth- 
ing wrong, there would be no need of 
going to him. 

In other words the element of self- 
satisfaction should be no element at 
all. It should not enter into the prob- 
lem. But it should be removed from 
the sphere of discussion by not show- 
ing it but constantly endeavoring to 
get the most and the best possible out 
of the situation. 

Another sales manager said one 
day: “I have a man with me _ who 
never opens his mouth except when 
pressed for his view of a matter or 
for information on some subject. He 
comes in and makes his report, says 
yes or no to the question whether he 
accomplished his task. If there is any 
special need for an explanation he 
gives it; if not, he simply keeps on 
trying. I never know what he thinks 
of it only by the sales he makes. He 
goes on the theory that unless he gets 
the business no kind of explanation 
will serve to help it any; and if he 
does get the business, no explanation 
is necessary.” 

That is the policy which the sales- 
man should persue. It will get him 
more than any other. It will satisfy 
the concern for which he is working 
more than anything else. And what is 
just as much it will go a mighty long 
ways toward picking out managerial 
timber. For the very attitude is one 
of business itself; it lacks apologies, 
poor judgment, tact and purpose, and 
the absence of any two of these will 
defeat any salesman for a managerial 
berth. 

Do your work right up to the han- 
dle. But do not try to account for 
your misgivings. If you do the busi- 
ness you will not have any misgivings; 
if you do not, explanations will not 
help you any. 
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The Knudsen Wireless Typewriter 


A Review of a Remarkable Invention. 





N. interesting development in wire Aa Ae cae system carrying two traveling’ car- 

less telegraphy has been perfected (From the Selentific: Adecsicen? riages. These are spaced precisely the 

by Hans Knudsen, of Germany. same as the transmitter, only instead of a 

The feature of this latest appliance is that travels an endless flexible steel band. This comtact piece they gn BP small brush, 

not only can it be operated in connection band is pierced at regular intervals by which sweeps over the inlaid contact pieces 

with any system of etheric communication, small perforations, into which mesh pro- 0M the contact frame. The two instruments 
jecting points on the periphery of the are in absolute synchrony. 

drums, so as to secure a modified pinwheel When the contact piece of the transmitter 

drive. Upon this endless band are rigidly carriage strikes a pin, the brush of the re- 

mounted two transverse carriages, from ceiver carriage is sweeping over the cor- 

each of which projects downward the con responding letter contact, and the impulse 

tact piece These transverse contact ca received by the coherer closes the circuit 

riages are so disposed that as one has com of the corresponding magnet, energizing 

pleted its journey across the table, the the key on the typewriter, and thus print- 

other is just commencing to travel there- ing the character. When the carriage of 

over, the direction being from left to right the receiver has passed across the table it 

As one contact bar is crossing the table the is arrested, as is the carriage of the trans- 

other is returning to the starting positio! mitter, and when the two are synchronized 





under the table, and reappearing at the in position, an electrical impulse is auto- 

left-hand side as the other bar is disappear matically dispatched, releasing the car- 

| ing at the right riages of the two instruments simultane- 

\s these bars pass over the table, the ously. This system of synchronization con- 

small projecting contact piece strikes the stitutes the most important feature of the 
ited nd he apparatus. 


lhe means by which it is accomplished 
are very simple. A countershaft is fitted to 
the electric motor mechanism of the trans- 
mitter, on which is mounted a magnetic 
clutch and braking gear. When the travel- 
ng contact carriage of the instrument has 











RECEIVER CONNECTED TO TYPEWRITER 


























but it can be applied to any description reached the extreme limit of its travel to 
if 
typewriter, whether having ihe fuli key the right, it strikes a ball and socket con- 
board of 72 keys or the single keyboard tact stop. This passes a current through 
with shift keys. The general design of the the magnets, releasing the magnetic clutch, 
apparatus may be seen in the accompany and at the same time applies a brake to the 
ing illustrations countershaft and traveling carriage, bring- 
Taking the transmitter first: On the decl ing it to an instaneous dead stop and hold- 
of the glass-paneled ise in which tl ing it firmly there, so that it cannot slip. 
accumulators and driving mechanism ar Che main driving mechanism, however, is 
installed, is table mounted on four col uninterrupted. The traveling carriage of 
umns, in the well of which the keyboard the receiver has similarly been brought to a 
placed \s for ordinary communication standstill at actually the same point of its 
purposes r which this invention is d travel $y an automatic device an elec- 
signed, only one type of characte, 1s abs rical impulse is transmitted from the trans- 
lutely sary t ver-case type 1 mitter to the receiver, and simultaneously 
omitted, though it n be incorporated if the two carriages resume their travel. Un- 
required. By resorting to one case, how der actual working circumstances this stop- 
ever, the keys can be disposed in either on: WIZING MECHANISM page is merely momentary; but should the 
fHE SYNCHRONIZING MECHANISM. ty 
or two rows, together with the space ke} ae eee yperator wish to prolong the stop, he can 
The letters are alphabetically arranged easily do so by the movement of a switch, 
alee ‘ spring. so that the pin returns 1 ts nor ine ao . ¥ 
Description of Machine. ae a A : enero tp vhich exercises precisely the same effect 
The keys are somewhat similar in desien ‘ ft pacman 1s ale aad coins © without stopping the main drive. The auto- 
1 . ‘ irrliagé has p ssed ove! the Key bDoar<¢ l 
to the piano, being about eight .- ' , : , 
' , . 1 is momentarily arrested by ntact I S 
inches in length, and are mounted in the 
4 . the syn ing r gem by meal 
same n ( 1 the frame upon pins ‘ wits te te mnnsile to te the trans 
the back of the keyboard frame is a cross : 
: of . . ‘ t ter nd receiver in p t synchr 
bar f with circular slots to receive om , a 
, will be explained later 
vertically vable contact pins actuated by pis ' - 
‘ pes . [he operator depresses the keys in the 
the rear ends of the type keys. There are as , 
‘ a time avalliabie between tne tw ATS pass 
is many slots and contact pins as letters ain ae 
When a letter is depressed, it causes the 7 ie ARE " 
other extremity of the kev lever to rise Striking Features. 
and lifts the corresponding contact pin so In its general appearance and dimensions 
that it projects about 3/16 of an inch above the receiver is very similar to the trans 
the leve ' the har thereby offering an mitter Ther is " contact frame cort 
obstacle t traveling ntact piece which sponding to the pin frame of the transmit 
itudinally ross the keyboard ter, only in this instance there are no pr 
The pins are held in their raised position jecting pins. Instead, the board compris¢ 
eit re a las a ares n insulated strip. into which are inserted : 
. Bangg Messer agar cxaprate r -— ¢ MOTOR MECHANISM OF THE RECEIVER. 
the “off” position until struck by the trav- marrow strips of metal, the surtacs 
eling contact piece which is flush with the board. These « . 
The four columns shown in the illustra tacts are spaced in precisely the same mart matic make and break is effected by means 
tion serve as bearings to two rotating shafts ner as the contact pins on the transmitter of a small fiber disk mounted on a small 
t the front and back of the machine re nd from each extends a wire com countershaft in the driving motor. This 
spectively, driven by an electric motor in municating with the magnets of the cor fiber disk carries a small contact, while on 
the case. At each end of each shaft a small responding type key of the typewriter either side of its flat surface a thin brass 
drum is mounted. Over each pair of drums kevboard. There is a similar endless band flat spring presses. 
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The German Office Exhibition. 





her | in 

HE “If Universal Exposition of Of By nanty oe the | Ger nn t 

hee Requisites,” as the Berlin Office not only the Underwood in svystemat tor ab 30 rks, of typew 

Show, held at the exposition pala e rangement with regard to the v rk « it tion, \ ngen 
adjoining the zoological gardens, was called ed. but also number of novelties. t] in wl Keys pivoted o1 
has brought a number of surprises It was ‘Autist for iutomatically rep l ng f tl . nd the P 
a pleasant surprise to see the large aggreg typewriting, and the “Graphotyy ! lled People’s” typewriter 
tion and variety of interesting exhibits, tl type manifolding device [he exhibit w tor b 25 marks, disting s 
beauty and extent of the different booths, in personal charge of Mr. J Muge charact reature t tt l 
and, above all, a number of new 1 har Frankfort, assisted by Mr. Robert the key places the m« S 
never berore exhibited Particularly in t American invent The “Har necess ndit 1 of readi 
typewriter held the Surprise Ww “reates \ Sun” ty vriters ve exhibited b the Impress I de by t 
visible Remington, a visible Yost well-known firm of Fs nand Schrey, Ber the ent eyboard 
visible Smith-Premier! Indeed n, the tter 1 hi 1 In g 1 ‘ 
died ten years ago and returne: ] St the 1 Sun” being roughs sented by t 
have hardly believed hi yes. Yet t t by nother German O gowski & | t Ger Pp 
was! And what fine pieces VOrk s shown | t St vy | the Re gt typewrite 
ship, what ingenious variatior ! nufactur ne de . togt vn in gt 
inism, what beautiful typ: typewrit furniture () e hig lat rate ¢ S. Gutmat a 
have been produced! The visible Smit vas the exhibit of the Ret ton-S} repres s machine o1 
Premier, which in spit lf keyb Con " vit th isil R net ont echt, | 
has utilized the segment S t ‘ pl ed the W S gn 
retained its light easy nd = nots t] Gammeter-Multigrapl 1 practically Frane Cor ny the “Pik 
toucl secured mplet sibility by t strated Computing Machine Exhibits 
moving m the surfa bst t { mache ) is & ( | In tl mputing machine 
bons, et nd combines ire xhibited Diktater ' \ tor tv] rit was 5 tensivelv represer 
perfect tabulating devi vith keys al Paul J < R \f r fr ; 


he 


rolier 





irings r 
the “Visible Reminegtor b sib Fisher-Flliot |} k ty t \ VV & rig 
machine which in spite f tft ul ( 7 iit S, \f Mugecl ind at siderab tt 
changes of constructior - tained its } l. tl S: \ , Br t ts att 
ternal characteristics of tran nd deta ry RB | | nd “Columbia” tv1 ft positi but ! 
The high standard t the tactory gu te! were sl] ‘ n the exhibit of Blue nent t ! Here the “Al 
nty of the superior quality of t new & { Rerlin nd tl Blickensd was S ‘ 
model, Last, not least, the “Visible } ein ter Greven & 2 the | : 
is remarkable for having ( r includit t! t } type nis I 
principal feature of the if \ ti nodels , xhil \ 
chines, the pad-inking devi Of Germa ty \ tt l Ss! 
lear-cut impressions the type guid presente Tr] ade by S & >» nis : s Ww 
ing perfect alignment nad the ne mann of Dresden: the “Cont ' t pass stage ds 
type-lever mechanism In the Yost « Wanderer | rad Werke of Che elaps ill er t 
hibit was also shown the [us rriag Adler” of ( Adle1 Cri 
ttachable t ti Yost \lod N 10 nkf rt nm eX bit Dp t I 1 ( 
by means mirror g nt e throug! S S luy 
he complete stbility t i ] illumir t kK nd i 
nvention of Mr. A. B st rt Kanaler A. G Be ‘ S I ying 1 
the German representatiy t! \ t Stettin,. the rped { \"\ rl l tferent device 
typewriter and typew . I k N \ é t t 
writer on typewriter top Reg S | nd 
enow! “> ~~ hera ¢ ; \f \ | { . 

\ “+ “~ x « 


The Underwood Exhibit ; ef 4 
Ameri ewritet haft 


Of other 


n ty] 








first mention 1s t! { nae ] l \ ‘ I ; 
pany s booth torming tl pi \ t . T¢ t Berl 
nce of the 1] Exp aif | lis] ‘ , <} } on 
ve ] | + 
vere hib \ * 
s c oe -+ } , + 
Ger t he C 
the ac =f 
le ~ ? ‘ 
\ ’ 
( St & 
. & | . Ra] 
Tt S k | rs 
HENRY GOLDMAN IN THE BOOTH OF H. GOLDMAN & CO | kl k i : 
BERLIN SHOW, A FRAMED COVER OF “OFFICE 
APPLIANCES” ON THE WALL 
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| Of American firms wt 
Copeland-Chatters Company and th 
Monarch” brand wer presented. Of tl 
G t1 e take 
this ; J. C. Konig & 
Dl ri ( & Krische, Hat 
. vest blankh« 
(ys t locatec 
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ways, and tl dopt f any d the exhibitors was held, at which the sub- 
he g nent is considered eq ect of the next German Office Exposition 
nty of excellen vas fully discussed and the proposal of Di- 
Improvements Noted rector Willner, who has been the moving 
nly with regard to tl ttenda: spirit of this exposition, was adopted, to the 
xposition so in the attendance effect that the next Berlin Office Exposition 
ibits themselves a decided tmp should be held in the spring of 1910, partly 
uld be noticed r last year. T give the exhibitors a chance to recuper- 
s the te from their expenditures, but principally 
repres s we s try another season of the year and its 
bly assisted by pet effect upon trade conditions. Also to give 
ttendants. The past wl imple time for the preparation of the next 
showease or a piece of merchandi exposition, which if it excels the one just 
sidered \n eX] eld as this one surpassed the one of the 

be made interesting nstru preceding year, it has unquestionably a big 
nd motion, by the personality b on hand. But Germany has something 

re exhibiting their product f the American spirit, and progress and 

e leaders of tl b provement is the watchword of the lead- 
cal ting 1 ng classes of industry and business. And 
dustry, etc., could b it is certainly expected that the next exposi- 

with* prominent de rs ft tion will present a still larger number of 
ties and countries vith 1 exhibits, a greater variety of devices and a 
business and office 1 f B more general representation of foreign ex- 


(nd this p hibiters, especially Americans, America be- 

still looked upon as the leading country 

distributive capacit t be rom which office improvements of an im- 

s one of the most b rtant and epoch-making character may 
| expected 

lt is my intention to make a tour of the 

nefits and United States during the first quarter of 

business point of view 1909, bringing over with me a number of 

ighgrade German propositions and desir- 

gw to take back some good American ideas 

inventions for introduction into Euro- 

rs mplained that t direct pean markets. And being very enthusiastic 

y in proport to the tir n the subject of a German Office Exposi- 

st tion, having taken up the idea and worked 

esentat su r its realization at a time when most Ger 

firms doubted its feasibility, I shal! not 

many sales wer summat fail to use my best endeavors to interest 

\mericans in this undertaking and proclaim 

those who sold, and 1 ts practical benefits to all concerned. Eu 

n for nsiderable business rope offers a growing field for American in- 

pletion of which dep ng wy ventions and no better method of introduc- 

1 conditions, for whi x] tion exists than an exposition where manu- 

held res] sil On t cturers, dealers, consumers and products 
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RLIN SHOW, AND TWO VIEWS 
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N interesting new duplicating ma 

chine is the Multiwriter, a recent 

product manufactured by the Multi 
writer Sales Company of Freeport, 
Ill. This device, it is claimed, will meet 
the démand for a low priced dupli- 
cator which will have the essential fea 
tures for typewritten imitation. Its first 
function is to produce a letter exactly the 
same as a genuine typewritten one. 

The machine is now on the market and 
has met with considerable favor. It has en 
deavored to meet a want for a lower priced 
duplicator and many users have appreciated 
this. The company is pushing it with all 
rapidity and states that the inquiries ar 
measuring up to the expectations 

Multiwritten Letters. 

Letters written by the Multiwriter aré 
spoken of as “multiwritten.” The process ts 
exactly that of the typewriter. The ribbon 
used on the Multiwriter is nothing more not 
less than a mammoth typewriter ribbon 
about eight inches wide and twenty-fou 
feet long. It is moved by a special winding 
device less than one-eighth of an inch at a 
time, so that it is used in all parts. It is so 
made as to be a perfect match for typewriter 
ribbons of a similar color 

The machine has what is termed “the re 
bounding stroke.” This is the feature of 
the typewriter that makes printed letters 
look like the originals. By a special ad 
justable device all heavy start and finish 
lines are obviated. The same device is util 
ized to insure evenness of impression at the 
beginning of the paragraphs 

A letter written on the Multiwriter can be 
taken and the address and personal signa- 
ture added and then compared with a letter 
written straight through on a _ typewriter 


and the difference is well nigh impossible 
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The Multiwriter Duplicator 


A New Product in the Specialty Field. 


by 


to detect The 


Wilbur Ce Ons. 


reason for this is 


that the 


typewriter principle has been kept upper 
most in all points of multiwriter 


tion 


construc- 


Capacity is said to be 2,000 per hour 


Letters may be 


paragraph or « 
shown promuin¢e 


in two colors if 


a certain 


juotation is desired to be 


ntly It is necessary, 


of 








SETT 


course, to have 


twice 


ING THE FORM 





two ribbons and run letters 


The Multiwriter has a number of new fea- 
tures. It was desired by the manufacturers, 


in order to get 


the typewritten letter, not to make the lett 


too perfect It 


imitation. So if 
larity in the wr 
sonal touch to 
would be there 
any such imitati 


that the Multiwriter does t 
form that holds the 


The chase or 


right down to the 


basis of 


ttet 


was felt that a letter having 
the appearance of no error was too plain an 


there were a sligl 
iting it would give 
the letter and the 


fore less likely to 


it irregu 


the per 
recipient 


suspec 


on. The manufacturers say 


} 
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THE MACHINE 





IN ACTION 


his nicely 


genuine 








and common typewriter type used to pro- 
duce the letters is of special design It is 
not a piece of cast iron that breaks the first 
time it falls, but is made of bar steel and 
oxidized, as is the entire machine, making it 
of striking appearance. The chase is made 
e sections, allowing expansion 


in detachabl 
and contraction of the size of the form. 

This special chase permits the locking up 
of the type either tight or loose, so that cer- 
tain effects can be secured. It can be loos- 
ened quickly and conveniently to allow cor- 
rections, changes and additions. 

The locking up device represents the same 
amount of skillful attention as does the 
chase and every other part of the machine 
$y means of set screws a pressure can be 
secured to hold the type just right without 
mashing or “buckling.” 

The Machine Itself 

This device is quite in keeping with all 

office devices, in that it is built as an orna- 


ment and convenience for the office. Its 
utility, of course, is assumed It is not 
bulky, does not look complicated nor out of 
place in even a crowded office Its stand is 
built of steel tubing, polished and oxidized, 
with place for keeping the type case, and it 
looks like those which support adding ma 

















VIEW OF THE MULTIWRITER 





chines. The machine is 12 by 20 inches and 
stands 8 inches above its stand or any desk 
on which it might be placed. 

It is composed of a steel base mounted on 
legs. This base has what is known as 
“double true ways” mounted on each side, 
in which the carriage runs on true slide 
bearings [he carriage carries a special 
typewriter platen or roller which passes 
with adjusted pressure over the ribb pa 
per and type, thus producing the impression 
of the whole form at one strok« 

In pushing the carriage across, the tte: 
is printed and the lower “ways” are used 
for the bearings. At the end is t 
matic tripping device that starts the carriage 
back in the “upper ways,” thus lifting 
relieving the roller of all pressur: Phe 
ing of the carriage allows tl extt 
fingers to drop and as they make the trip 
back with the carriage they automatically 
extract the printed sheet of paper and de 
posit it in a basket or receptacle below the 
machine. Another sheet is slid against the 





paper guides, exactly similar to those per- 
fected for the printer’s use, and the process 


is repeated with accuracy, neatness and 


with little effort 
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The Office Appliance Department 


Editor’s Note—Office Appliances has done all 
in its power to bring to the attention of busi- 
ness colleges the value of office devices. It has 
striven to stimulate interest in their potency 
as affecting school work A measure of success 
has been achieved, as the following article by 
Mr. Sparks indicates. It is now hoped that this 
awakened thought will spread and find lodg 
ment in all schools; for none can question the 
intrinsic value of the office appliance depart- 
ment. 


T IS generally conceded that much of 
| our education must be of a practical 
years ago manual 
training would not be tolerated in th 
school, to say nothing of being adopted as a 
course of study. Domestic science was 
learned only in the kitchen. The blushing 
bride often learned to cook at the sad ex 
pense of an indulgent husband’s indigestion. 
There was a time when the husband and 
father was at once the tailor, cobbler, me- 
chanic, sailor, soldier, teacher, salesman, 
stenographer, bookkeeper and proprietor 
Today only the best training makes a man 
these. We believe in special 
training for the tailor, the cobbler, the me- 
chanic, the sailor, and the soldier. Schools 
have been organized for the training of each 
of the classes mentioned. Every man and 
every woman of this generation needs a 
practical knowledge of the way in which 
business is conducted. 
The New Department. 

Now we come to the business college and 
its effort to train students in the office spe 
cialty field. To this end the Shelby Business 
College has established an office applianc: 
department, where the student may get 
comprehensive and detailed idea of all of 
fice devices, their value, their bearing, and 
their position in modern business life. This 
department is stocked with catalogues of 
every known office specialty, the catalogues 
filed alphabetically. The students are re 
quired to study them just as they would 
study a text book on stenography. The aim 
find out what this machine and that 
do, what this article and that are for. The 
net result is that when the student leaves 
the college he goes equipped with a first 
hand knowledge of all typewriters, all add 
ing machines, al! duplicating machines, loose 
leaf devices, and every specialty used. In- 
stead of going blindly into an office without 
of any machine save 


nature. Only a few 


any one of 


is to 


any knowledge scarce 
the typewriter he has used in school he is 
possessed of information concerning them 
That is the office appliance department as 
the Shelby llege has interpreted 
it and which ecessfully launched 
There is little mind of its 
helpful I believe 
ree years will see the 
blished in all schools 
that direction 
llege is particular 
faculty to 


Business Co 
h is be eT 

doubt in my 
importance. 


t two or tl 


practical and 
that the nex 
same department est 
ris surely 

I might add that our 
ly fortunate in its | tion and 
nization. I will 2g 
work of the new 


more int detal as t the 


Only courses of study are offered a 
ire r } ictical. Very thorough work is 
offered in shorthand, tou typewriting, 
English, spelling, rrespondence, office 
1 i 1g, g, bookkeeping, ac 
counting, business methods, business prac 
tice, b princi commercial law, 
business metic, business penmanship, 
card syst S systems, cost 


A New Adjunct for the Business College. 
By H. D. Sparks 


President Shelby Business College: 


Ills 


ymmercial geography, and kin 
(side courses 


school has orgat 


counting, -cé 
dred subjects from _ the 
ized what 
depart 
of the 


Students are not 


mentioned, this 
“office appliance 


literature 


is known as the 
ment.” In this is filed the 

appliance concerns 
only privileged to get acquainted with the 
different appliances, but they are required t 
get at least a general knowledge of the ap- 
pliances and the concerns that manufactur 
them are prepared by the students 
on various appliances. For instance, “add 
ing machines.” In this they are expected to 
name the different makes and particular fea 
tures of each make 


Papers 





SPARKS 


H. D 


Regular examinations are held in this de- 


partment, as in others. 


Its General Effect. 


\n employe is not a stranger to the ma- 
hine that is brought in the office for sale 
When the employer turns around to his 
help and says, “Well, do you think you can 
I S ; 7 
run that machine and do you think it to be 
the one we need?” the employer-is not only 
with an answer but an intelligent one. 
that his help can 
..% > 
explain to 
machine in 


met 
does he learn 
operate the machine, but can 


the good teatures of the 


stion and the comparative rits of oth 
¢ ] the Sammie eld 
Our standards are set high; in fact, 
as the highest. We believe in quality 
graduates. The reason some people 


vho pretend to be trained for business 
it their training is not thorough. Busi 
ess men want well trained help. They want 
lp when they hire a bookkeeper or stenog- 
pher and they are willing to pay for it 
We believe 
than his 
» one can slide through this school. Lazy 


that an employe must be “big 


job” if he expects promotion 


ows and those looking something 
do not come our wav. for we do not 


| believe that the business men in general 
will appreciate this work more than is now 
imagined. Often have I heard one say: 

“Well, young man, can you operate this 

1achine? Do you understand it?” 

And the answer: 

“Yes; I know something about it.” 

The chances are that he knows absolutely 
nothing about it outside the machine he has 
been using. But that is of little consequence 
nm comparison with the larger problem. 


The proposition is to acquaint the student 
with all that the office uses. When he 
steps into the office he goes not with blind 
staggers, but with well posted information. 
lhere is nothing selfish about such a course 
of study. It is for the good of the student; 
naturally it benefits the manufacturer, but 
indirectly. Withal it is a co-operation of the 
two and the two will put the department 
where it belongs. 

Peisonally I believe that the office spe- 
ciaity field is far from an explored region. 
[ can see daily in the school room that 
there are possibilities galore and the busi- 
ness college is to act as an agency in mak- 
ing the other explorations. 

I propose to make Shelby school one of 
those agents. I feel that in a short time we 
will be able to get our students better posi- 
tions by reason of the larger equipment; 
the more comprehensive knowledge and the 
clearer insight into the demands of the mod- 
ern office. 





ST. JOHN’S CHALLENGE. 


Curtis St. John, the roving representative 
of the Royal Typewriter Company and 
other specialty houses, comes forth in a 
special letter from Raton, New Mexico, 
with a challenge to the champion typists 
of the world and others who may desire to 
enter, that he can beat their record, make 
the post first and thus get the money. 

Mr. St. John claims: Densmore record 
in 1896 and 1900, at the Republican National 
Conventions, taking direct from dictation 
1,250 words in ten minutes, an average of 
125 words per minute; Densmore record in 
1896 at the Democratic National Conven- 
tion, taking direct from dictation 20,250 
words in four consecutive hours, or 240 con- 
secutive minutes, average 96 words per min- 
ute; Densmore record in 1900 at the Re- 
publican National Convention, 5,500 words 
in 50 minutes, average 110 words, and other 
records, the latest of which he lays claim to 
was made at Raton, when he did 1,000 
words in 8 minutes in long distance dis- 
patch, the other day. 

Says Mr. St. John: 

“I can make good to holding highest 
actual speed records made in the history of 
typewriting. Challenge all other speed op- 
erators to a race at the new New York 
Business Show, as I cannot get to Chicago, 
this for a four-hour race, straight from dic- 
tation, no operator or machine barred. Let 
them all step up, I aint afraid to go out in 
the dark.” 

Mr. St. John did not say anything about 
penalties for errors in his challenge, but be- 
ing a straightaway affair it is assumed that 
the rules of the game go. 
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Europe Welcomes ‘Remington Models 








AST month there was recorded th I most auspicious beginning of what every centr te phone office in P 
rs 1seias th rich he me ne in attendance believes will be the 1 st been t rwise, ninety ne . t 
versal enthusiasm with which t new y | 
models 10 and 11 of the Remingt successful era in Remington his y who ip the Remingt 
During tl sam - similar scenes t doubtles ve found the if 
[Typewriter Company were received by t ale amg See — we A , ; : 4 -_ : nagar vi 
; : enthusiasm wet nacte 1 ‘aris wher ria general manager 
Remington organization and the general | ete cusesee | ; ' ae 
' , = 
lic in the United State the rren organization of the Remingto1 ingtor Lypewriter Company 
‘ ' ‘ . «Al _ 
4 newritet om . a ered ngether ; Led 1 » ties rand newe ¢ }, 
[his month there is a repetition of lypewr Company gathered together t nad K 2 , new 
same story of enthusiasm from every . os new N 10 and N Aa ury men 
Severa thousand notices tft typewriter f t t, and it is 1 


of the old world countries The event 
been celebrated in conventions, in banqu 
of Remington managers and salesme 
by public interest generally which has 
been second even to the reception 
new Remington mod in the 
States. 

The first event in honor of the « 
was a conterence of the gen il m 
of the Remington Typewriter Compat 


every European count: presided ove 
G. M. Cassatt, European director for t 
Remington This contferet \ 
London simultaneously with the 
Remington typewriter nventio 
United States Following this convent 
there were held during the ensuing we 
similar conventions of the Remungt 
ganizations uw eacl individu cou 
everyone of which w marked by 
markable demonstration of “Remu 


spirit 


English Convention. 


The convention of the English ore 








tion of the Remington Typewriter Con 
was held in Londor bout a week later 
than the general conference of Eur peat THE REMINGTON SALES ORGANIZATION IN HOLLAND 
managers It was presided over by R. 1 
Nicholson, manager of the London ff t were sent out by the Paris thee scrib . vhat energy the | 
and attended by the selling staff of ¢t f the Remington on the day of the d in t get t business. 
London office and the English provinci vent, with the result that the Remingt mn Scottish Convention. 
managers; a total of about seventy-five ot thee was simply over-run with visitors and he Scottish organization put 
) : mae watt neers . ma af “Btn os be 
the choicest Remington Spirits ever ga inquiries from patrons It happened that = fpot fo; rd on the historic occ 
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r rit ~ 1 i ey 
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rate black pedestal near the win 


i sep i 
dow glas On each of the new and no 
table features a very thin piece of ribbon 
was tied, and drawn towards the plate glass 


The other end of the ribbon was stuck on 


the glas th as e slip of paper on 
which was typed the name of the special 
feature which the _ ribbon led to. Thus 
people would read the slip of paper, then 


llow with their eyes the line of the rib 


bon adhering to the 


paper until the ey: 
ved at the actual feature indicated 
the machine and the m 


This display 
ss shan —_ -aused the greate , 
chines t mseives caused the greatest 1 


terest and comment. 


Extended reports have not yet been 
ceived from every country, but sever 
messages show that the same enthusiasm 
prevails every country where Remington 
men have been gathered together. From 
Spain from Portugal, from Italy, from Ger 

iny, from Sweden, and from Russia the 

e cl is of pleasure and approval | 
risen ll Re men. The ger 
European organization of the Remington 


[ everywhere i1 
ighting trim, and they are going to mak« 
typewriter history during thé 
to come 


1 ‘ +} ' 
weeks and montns nd the years 
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Carl G. Heyne 


General Manager American Cash Reg- 
ister Co. 


™ARL G. HEYNE, general man- 
(— ager of the American Cash Reg- 
ister Company, of Columbus, 
Ohio, and whose portrait provides the 
frontispiece of this issue, was born in 
Germany thirty-five years ago. He 
went to England at the age of 18 where 
he finished his education 
the wholesale drug and chemical busi 
ness in the city of London, and in 1897 
associated himself with the 


He entered 


London 
branch of the National Cash Register 
Company of Dayton, Ohio, at the time 
of that company’s trade extension in 
Europe. 

After having graduated from the Na 
tional Cash Register Company’s trait 
ing school for agents in London, Mr. 
Heyne went to Berlin, Germany, in the 
interests of the National Cash Regis 
where he was ultimately placed 
in charge of the Berlin office of 
the company and its Berlin advertis 
ing department. The National Cash 
Register Company was tl 
‘ern to adopt the 


Té r Co.. 


1 
SaiCs 


le first con 


\merican 


forceful 


style of advertising, whicl as here 
fore almost unknown in Continental 
Europe 
In the early part of 1902 


attracted the attention 
former vice 


Heyne’s ability 
of Hugh Chalmers, 


president and general manager of the 


National Cash Register Company, now 
esident of the Chalmers-Detroit Mo- 
Company, who transferred lt 
Heyne to the home office of the com 
pany at Dayton, Ohio, where he estab 
lished and managed the foreign depart 
ment of the National Cash Register 
Company. The foreign bu ss of the 
National Cash Register Company for 
the year 1903, after the organization of 
e foreign department, showed an 
‘rease of 40 per cent over the business 
Q02 
February, 1903, Mr. Heyne was 
cted to the board of directors of the 
tional Cash Register Company, and 
in the same year wi made 
mber of the finance imitte¢ 
board of directors, v broug 
lose t h with the gener 
ton ' Yt ry 
< ices as fore lanager 
( furtl] rew F 1h ] ter pr 
¢ + al =~ é tT fT é 
main d 
mpanyv nb e follo 9 
tments I 
ising T 1 r 
+ 1 T) + . 
nplaint ar Sr 
é os ship in Té 
1 s well general s 
f d T) Tne 


Later as chairman of the ways and 
means committee Mr. Heyne took 
charge of the National Cash Register 
Company’s competition end and had 
charge of the company’s special com- 
petition salesmen, in connection with 
a more active supervision of the com- 
pany’s five inventions departments and 
its patent and legal end. 

In March, 1907, Mr. Heyne went to 
Europe as a special representative of 
the Dayton company, dividing his time 
in the interests of the London, Paris 
and Berlin companies, becoming later 
the company’s chief executive for Con- 
tinental Europe and its Berlin factory 
head. 

On December 1, 1907, he resigned, 
together with others, from the Na- 
tional Cash Register Company’s staff, 
and proceeded to rehabilitate and re- 
rganize the old International Cash 
Register Company, manufacturers of 
the Hallwood registers, at Columbus. 
\fter a successful receivership the 
property of that company, with its 
plant, manufacturing and patent rights 
were sold to the American Cash Regis- 
ter Company, which came into being 
through the efforts of Mr. Heyne and 
E. C. Morton, a prominent attorney of 
Columbus, who became its vice presi- 
dent. Theophilus King, a well known 
Boston capitalist, also became inter- 
ested in the enterprise and is now its 
president. Mr. Heyne quickly suc- 
ceeded in thoroughly organizing the 
new company and surrounded himself 
with experienced cash register men as 
executives in all branches of the busi- 
ness. The result has been a wonder- 
ful improvement in the product and 
the building up of an efficient selling 
force which is rapidly branching out in 
all parts of the United States. Mr. 
Heyne’s knowledge of the cash regis- 
ter business abroad enabled him to 
rapidly extend its business to the most 
productive foreign fields, the attrac- 
tive qualities of the new cash register 
being recognized and confidence quick- 

created in the new management. 

The new company’s business in Eng- 
promises particularly good re- 
ults. D. W. Saxe, until recently man- 
iving director of the National Cash 
Register Company, Ltd., London, Eng- 
land, C. J. Sabiston, assistant manag- 
ing director of the same company, 
Wm. Maubach, until recently manag- 
ing director of the National Cash Reg- 
ster Company (South Africa), Ltd., 


] ] 
land 


and a number of others prominent in 
the cash register business in England, 
have formed the Saxe Register Com- 
pany, Ltd. 
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The Field of the Catalog 


ORE money is spent to-day on 
M catalogs than on any single 

piece of advertising except the 
usual display advertising. This is so 
probably because the manufacturer has 
realized that it is more possible now 
than ever to reach a man’s ear with 
written argument, and effectually con- 
vince him as to his goods. Indeed, the 
American consuls throughout Europe 
and especially in Latin-American 
countries are one in the opinion that 
catalogs are about as good a way of 
reaching the buyer as the salesman. 
In some respects they are better. 

It is the personal representative in 
many cases. The salesman comes to- 
day and spends a few minutes with his 
customer. He hears from his mouth 
an explanation of the line and its fea 
tures. When he is gone the buyer for- 
gets much that he said and fails to re- 
tain the salient points. But the cata- 
log comes and stays. The buyer can 
and does refer to it with great fre- 
quency. And the system of catalog- 
making now is one of the most exact 
manufacturing propositions before the 
public. The cost in half-tone work is 
amazing and the paper stock used is 
the finest that can be procured for that 
particular class of work. Therefore, 
the buyer sees a thorough and mag- 
nificent reproduction of the manufac- 
turer’s line. 

Thus, the manufacturer is able to 
place his catalog with every possibl 
prospect with a fair degree that it will 
produce results. It is his message 
borne in color and illustration and con- 
vincing talk that does the work for 
him. 

Its Specific Features. 


If there is any objection to the cata 
log it is in the varying sizes of them 
Some dealers object to the manner by 
which they are sent out, claiming that 
they are too bulky, too large and in 
consequence lie around or become 
piled up in a corner. This would seem 
to indicate that what the dealer wants 
more than anything else is a small 
catalog, both in size and in quantity 

The loose leaf system would then be 
about what the dealer, or some of 
them, would appreciate more. This 
system has been adopted in some quar 
ters as the best means of reaching a 
certain class. By such a method the 
leafs are preserved and compiled as 
they are received. One feature at a 
time is sent, no two propositions are 
placed before the dealer at the same 
time. In that way he gets a clear idea 
of what he wants and its value. The 
loose leaf catalog idea is gaining 
ground rapidly. 

When the statement was made that 


How It Acts In a Personal Capacity. 


By Winston Smith. 


it is coming to be more possible now 
than ever to reach a man’s ear with 
written argument it must not be in- 
fered that the catalog is an argumen- 
tative matter at all. In fact, there is 
little argument about it; it follows 
much the same general principles of 
advertising ; namely, suggestion points 
out what things will do, but not al- 
ways why. If there is any argument 
worth speaking about, it is in the illus- 
trations which speak more eloquently 
than words. Perhaps the love for pic- 
tures in the boy’s nature is still mani- 
fest in the man. The word argument 
was used only in the sense of present- 
ing propositions. 

Another thing. The catalog is a 
monument to the stability of a house. 
\ record of its achievements, its will- 
ingness to put into irrevocable print, 
purposes and claims of merit. 

It is an educator. It may be re- 
ferred to in the same sense as a text 
book, only more interesting. A man- 
ufacturer can state in print and state 
it more fully than he can have his 
salesman state it. And the present- 
day catalog is arranged with the view 
of giving a clear idea of the line, tell- 
ing all about it or about some particu- 
lar lines. With this before him, why 
should the buyer not grasp the propo- 
sitions with much force and _ intelli- 
gence ? 

The one thing which the reader 
should dispel from his mind and that 
is that the catalog is not a price book. 
It does give prices, to be sure, but its 
office is not that. Its purpose is to set 
forth what the manufacturer carries 
and how well the articles measure up 
to trade requirements. That is the 
only way in which the dealer can con- 
clude as to whether he wants the line. 


What Is Expected of It. 

You expect your catalog to get busi- 
ness whether posting a traveling sales 
force, educating an army of retailers, 
crystallizing the ideas of a body of col- 
lege students or selling straight to the 
user. You expect this silent little mes- 
senger, unaided by the magnetism of 
the human voice—unable to put on a 
cheery smile, to get business. Its cold 
type must be infused with a message 
so intimate, so true, and its every page 
so suggestive of uses and applications, 
that the prospect is made to see each 
article his own. It is expected to be 
broad enough to fit the peculiarities of 
a thousand different kinds of men, and 
narrow enough to mean a business 
proposition to each of those men. 


There is one way to make a catalog do 
all this. That is to make it a con- 
densation of your eighteen-carat sell- 
ing points, with occasional gaps for 
the customer to use his tmagination. 
Make it more than a mere price book. 


Tell your story in an optimistic way, 
but stick to the truth. If it is danger- 
ous for a salesman to exaggerate, how 
much more dangerous is exaggeration 
when printed and ready for compari- 
son at any time? 

A salesman can study his customer, 
bring into play the magnetism of a 
personality, be forcible or tactful as 
the moment may decide, withdraw to 
advantage, or prolong the interview, 
as his judgment may indicate. 


Not so with a catalog. It must 
extend your personal greetings, asso- 
ciate itself with your customer’s needs, 
impress itself on his mind and create 
in him a feeling of indebtedness, all in 
the space of a few moments. The real 
secret of success, however, is the 
strong evidence of reserve power. This 
in most cases is the real reason that 
keeps it out of the waste basket. 

Then again, a catalog is going to 
indicate to your customer your ex 
travagance or frugality. The happy 
medium—a _ prosperous-looking book 
neither cheap nor overdone—is the one 
worth while. 


There are two things needed more 
than anything else. First: To realize 
that advertising is a profession, re- 
quiring the most careful study just like 
law or medicine. Second: Boldness, 
diligence, and originality on the part 
of those who are giving their time to 
this study. The very fact that so 
many men are going into the field as 
advertising specialists and _ publicity 
engineers, indicates that special knowl- 
edge along these lines is fast becom 
ing recognized as the one main thing 
to compel success. 

The field of the catalog is wide and 
constantly becoming more important. 
This is especially true of the office spe- 
cialty field, where the need for intel 
ligent information is greater than for 
mere display advertising. It is for- 
sooth the personal representative of 
the manufacturer, and the manufac 
turer knows it. If properly handled 
the catalog will prove of inestimable 
value to the dealer and that is what 
the manufacturer wants. 


The advertising habit is like gambling 
once acquired it is hard to break away 
from, but it is unlike gambling inasmuch as 
the steady advertiser is a constant winner 
—Printers’ Ink. “a 
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The Solicitor in the Advertising Campaign 


HE word “solicitor” is used here 

in its broadest sense; in its right 

sense. It is interpreted to cover 

all those who in any way have any- 

thing to do with soliciting business 

The salesman, no matter who he is, 

what he does, is a solicitor. The man 

who sits at the desk and writes busi- 
ness-getting letters is a solicitor. 

Men have been prone to classify the 
solicitor with those who sell books, 
pianos or who make a house to house 
canvass. But while there is some rea 
son for this, the term is a dignified one 
and is true. In order not to distin 
guish, so far as the office specialty 
field is concerned, between the sales 
man and that one called “the solicitor,” 
the latter is given the preference. 

The manufacturer, the jobber and 
the dealer, all have solicitors. Their 
nan are business emissaries. The 
work they do is of the utmost impor 
tance and any plan that affects their 
sphere cannot be too carefully con 
sidered. 

Supplementing the Advertising. 

Solicitors, of course, are not expect 
ed to do all the advertising. The cam 
paign waged in the magazines and 
newspapers is general and has for its 
primary purpose the ability to reach 
the greatest number in the short 
est time The manufacturer in partic 
ular makes up a world of advertising 
literature. It is more than such; it is 
downright good information and can 
be filed away with the assurance that 


later on it may come in handy. The 
dealer uses this literature from time to 
time In fact, he depends on it, be 


cause the manufacturer gets it up for 
his special benefit. In short, all have 
many kinds of advertising. But did 
that a large part of 


it ever occur to you 


it is wasted? 

It is sent to the dealer, to the jobber 
and there a good deal of it stops. It 
has failed to reach its objective in the 
first place. The very ultimate source 
of it never is touched. This is a big 
mistake, for printed matter is to-day a 
mighty fruitful source of business. 

The solicitor should always have 
some of this literature on his person. 
There always ought to be pocket cir 
iivertising that can 
be easily distributed Whenever he 
makes all he should leave one or 
two of these pieces of literature, call 
the attention of his customer to it. He 


1 . > 
Culars or pieces Oo! 


can go farther than that. 
With a carefully prepared list he can 
send personally this class of advertis- 


ing out to all his 
often. The following incident will 
yw one salesman used it with 


istomers every so 
“s 


surprising effect 


The salesman was traveling for a 


rlow He May Greatly Supplement the 
Work of the Advertising 
Department. 


typewriter company in Kansas. The 
western part of the state at that time 
was sparsely settled; is now for that 
matter. The towns were small in size 

one thousand to two thousand in 
population. It seemed to him that it 
was hardly worth while to make them 
every month. So he got from his com- 
pany a big box of advertising litera 
ture. On these he stamped his name 
and headquarters. He had a list of 
every prospect in the section which he 
desired particularly to reach. To them 
he sent a different piece of advertising 
every Saturday, or so soon as he came 
in from his usual weekly trips near his 
headquarters. He kept this up for a 
period of five weeks. Then he decided 
to make a two weeks’ trip to the west 
ern part of his territory His pros 
pects included grain elevator men 
lawyers, doctors, teachers and others; 

fact, he considered them all pros 
pects. When he reached that section 


} 
1 


he inquired if they had received his 
literature. They told him they had 
received several kinds of it. The re 
ult of his two weeks’ trip was eight 
machines sold, just six more than evs 
had been sold in the entire western 
part of the state in twice the length of 
time. 


He applied it on that part of the 
state which he covered every week or 
ten days. It had the same effect. It 
served to acquaint the prospect with 
his machine and to keep alive in his 
mind the very thing that he only had 
been able to do on his personal calls 

Its General Aspects. 

\ gentleman traveling from Boston, 

in addition to certain kinds of adver 


tis lar rennal . | 
tising, has a large personal card that 


he mails every little while to his cus 
And he states that it has 
made many sales for him Ih) 
has widely acquainted the dealer wit 
the house, supplementing the maga 


tomers. 


zine and newspaper advertising wit 
telling results. 
The general value cannot be dis 


counted. In fact, the very ads appear 


ing in the magazines can be duplicated 
on proofs with good results. Phe 
proposition is to keep fresh what you 
are doing. It is like planting a see 

the embrvo stage is first; the growt!l 
bove ground is second; the mature: 


plant is third. 

So with the advertising sent out by 
the solicitor and that dropped casually 
with the customer on his calls It 
must be persisted in and then persisted 


in some more. The first batch may be 


thrown aside; so may the second, but 
the third will not. If ever it gets to 
your man in the right way rest assured 
it will pull to a certain extent at least. 
Anyhow it will pave the way for the 
solicitor and if it does that Well and 


Por vd. 


Contrary to this the writer happened 
to be in the shop of a dealer in the 
central west recently and lo and be- 
hold, there were six packages of ad- 
vertising literature over in the corner 
that had not been opened since their 
receipt—six weeks before. The date 
was visible on the package, the pro- 
verbial expressman’s number in rings 
together with the month date. The in- 
quiry was addressed as to what he did 
with that kind of stuff. 

“Oh, we use it here about the store. 
Sometimes mail a little of it out but 
not often.” 

“How many salesmen have you?” 
was the next inquiry. 

“Four in town and two out on the 
road,” he answered. 

“Why don’t you mail that out to the 
salesmen on the road and let them dis- 
tribute it. Each man can put a little 
in his pocket at a time and leave it 
wherever he calls,” the dealer was 
asked. 

“Say, that would not be a bad idea, 
would it?” he came back with an evi- 
dent awakening of thought. 

Five times those five packages 
should have been mailed out in one- 
fifth the time they had been lying 
there. It is a pretty good bet that 
they would have sold one typewriter 
and that would have paid several times 
over for the express charges. 

The manufacturer will send all you 
can handle. Can you get your sales- 
man to handle all the manufacturer 
sends? If perchance you have a sales- 
man who objects to that sort of busi- 
ness, send them out anyhow. Make 
them supplement his work in some 
way—some form. 

The opportunity for the solicitor to 
make his path much easier is open in 
just this way. If he utilizes it to the 
full he will never regret it and his 
house will profit in the same measure. 





A REMARKABLE TEST. 

The Burlingame telegraphing type- 
writer, in San Francisco, December 4, 
was operated in a two hour test over 
one hundred and sixty-five miles, over 
the Postal Telegraph wires from the 
company’s main offices in Frisco. A 
perfect score was made at both the 
sending and_ receiving ends and 
showed that the Burlingame device has 
come to be a factor in the business 
world. 
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D. R, Lamson, 


903,873.—Pencil. 
loledo, Ohio. 
903,929.—Counter for Coins and the like. 
Axel U. Westfelt, Stockholm, Sweden. 
903,940—Combined Index and Pad. Clar- 
ence H. Young, Rockland, Mass. 
903,947—Binder. John R. Barrett, Chi- 
cago, Ill. 
903,984—Computing Machine. 
Johnson, McKeesport, Pa. 
903,988—Portable Display Case and Bin- 
der. Alexander M. Knauber, Chicago, III. 
904,002—Typewriting Machine. Harry S. 
McCormack, New York, N. Y., assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 
904,029—-Typewriter Machine. Herman L. 
Wagner, Mount Vernon, N. Y., assignor 
to Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 
904,055—Typewriting Machine. William 
C. Farnum, Arlington, Vt., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 
904,059—Penholder. William L. Gordon, 
Kansas City, Mo., assignor of one-half to 
C. W. Ransom, Kansas City, Mo. 
904,120—Stamping, Dating or Numbering 
Machine. Irving Eyer, Wilmington, Dela., 
assignor to the Delaware Stamp Machine 
Company, Wilmington, Dela., a corporation 
of Delaware. 
904,155—Typewriting Machine. George 
\. Seib, Syracuse, N. Y., assignor to the 
Monarch Typewriter Company, Syracuse, 
N. Y., a corporation of New York. 
904,157—Combined Telegraphic Trans- 
mitter and Typewriting Machine. Augustus 
G. Snyder, Ilion, N. Y., assignor to 
Wyckoff, Seamans, Benedict, Ilion, N. Y., a 
corporation of New York. 
904,170—Typewriting Machine. Frank A. 
Young, Syracuse, N. Y., assignor to the 
Monarch Typewriter Company, Syracuse, 
N. Y., a corporation of New York. 
904,171—Typewriter Machine. Walter J. 
Barron, New York, N. Y., assignor to 
Densmore Typewriter Company, Syracuse, 
N. Y., a corporation of New York. 
904,177—Typewriter Machine. William E. 
Burnett, Ilion, N. Y., assignor to Wyckoff, 
Seamans & Benedict, Ilion, N. Y., a corpo- 
ration of New York. 
904,201—Key-Lever Fulcrum for Type- 
vriters. Clayton C. Hartig, Woodstock, 
lll, assignor to Oliver Typewriter Com- 
pany, Chicago, IIL, a corporation of Illinois. 
904,207—Auxiliary Support for Tpye- 
writer Shift-Frames. Theron L. Knapp, 
Woodstock, Ill., assignor to Oliver Type- 
writer Company, Chicago, Ill, a corpora- 
on of Illinois. 
904,208—Typewriting Machine. Theron 
L. Knapp, Woodstock, IIL, assignor to the 
Oliver Typewriter Company, Chicago, III, 
corporation of Illinois. 
904,233—Typewriting Machine. George 
\. Seib, Syracuse, N. Y., assignor to the 
Typewriter Company, Syracuse, 


John 


Albert F. 


Monarch 


N. Y., a corporation of New York. 
904.316—Typewriter Ribbon-Feed. Louis 
P. Diss, Ilion, N. Y. 

904,415— Watchman’s Time Register. 


George W. Ellis, Germantown, Pa. 
904,478—Loose Leaf Binder. Raymond M. 

Havens, Kansas City, Mo., assignor of one- 
lf to William H. Garland, Kansas City, 


Mo 
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EDITORIAL 


O those interested in any branch of the office equipment industry the pros 
pects for 1909 are especially bright. The promise of a steady, whi 
; . . 1 - ar is r Whiscin 

improvement in business generally, and in this particular line of business 


especially, was never better. The period of depression is passed. Times are no 
longer hard; they are good, and getting better every day. More factories ar 
ing ore men are employe and the earnings of capital 

an sae Gee aes increasing. wes y is plentiful, interest rates are 
sindutiomen low, a combination that encourages the development new 
enterprises. Everybody has faith in the future, in consequence of which every 
body is making, and will make, an effort to do all the business he can; and as 
a 


the cessation of effort had much to do with bringing things to a standstill, 
its resumption is one of the things needed to set them going again. All business 
is the result of somebody's effort to do something, and when the universal dis] 
sition is to try with earnestness and resolution to do business, there is no reason 
to doubt that business will be done. The office appliance interests have already 
taken advanced ground among those which are leading in this march of improve 
ment, and from the controlling spirits to the last man in the ranks, there is a 
manifest determination to spare no exertion to make a new record for tl 
year. The industry is young and lusty; it is red-blooded, full of vim and vig 
and it looks forward from a brief but brilliant past to a future of still greater 


developments and achievement. 


e+ 
= Jo 


E are calling the January number of the magazine our Special Foreign 
Number, both because it will contain a number of special articles fron 
the foreign field, and a larger number of copies than usual will be sent 
These articles have been written by men who know the condition 


abroad. ' 
rounding the business in their respective countries. With one or two exceptions 


OUR the contributors are dealers in office appliances, all of them 

li . rant 
JANUARY handling American machines, devices and supplies. Geographic- 
NUMBER ally they extend from Sweden to New South Wales 


Our object in collating these important papers was not only to prom 
cordial and profitable relations between the dealers abroad and the manufa: 
turers of the United States but also to acquaint the dealers in this country 
what is being done in office appliances throughout the world. Manufacturers 


will find some valuable suggestions concerning sales conditions, shipping, routing, 
etc. 
The foreign department of Orrice AppLIANCEs has grown far beyond the 


anticipations of its founder. The magazine now reaches practically every country) 
on the globe. It maintains a relation with its subscribers through its Information 
Bureau that gives it a close personal touch not usually attained by trade li 
It carries the messages of manufacturers in this country to the 


1 
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cations. narket 
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places of the world. 


WESTERN loose leaf manufacturer has brought suit on a patent “crimped 

leaf covering all paper leaves made flexible so that they will lie flat when 
used in binders,’’ and suit on a patent ‘‘post, for binders, made in sectior 

so that they may be added to as binders are filled.”’ 

: In these two articles, the crimped sheet and the sectional 


LOOSE , | ae sactonn 
LEAF post, are embodied principles employed by most of the loose leat 
LITIGATION manufacturers in the country 

The outcome of the suit will be awaited with interest in all quarters. The 


company taking action would seem to be anticipating the decision of 
courts in its advertisement in at least one publication in which is announce 


determination to proceed against every infringing (’) manufacturer and user “‘if 
successful”’ in the litigation 

This public announcement, whether so intended or not, might be construed 

from buying goods of infring 


as an endeavor to restrain prospective purchasers 
ing (?) manufacturers. Threats of action before a decision has been reach 


would appear not only injudicious but gratuitous. The decision in su i Cast 
might be kept pending by plaintiff for a long period 
wholesom« "4 cular 


Certainly such a policy of anticipation would not be a 


practice. On pretext of a patent for “improvement” only, parties so inclined 
might endeavor to intimidate users of articles to which their patents or allege 


patents had only indirect reference 

Without knowing anything of the merits of the case mentioned, it 1s reason 
able to assume that manufacturers of loose leaf devices who use “‘sectional posts 
and “crimped sheets’ have not been working without patent protection for so 
many years. Their lines have come into almost universal use. Many of them ar 
large concerns with ample capital. All of them 
and ability to protect their customers. 


+ m+ * 


have reputations for inte 
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Seen in Chicago 
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rip among the typewriter mat gers for the Writerpress Company, at 84 fight he has waged to keep what was his, 

gers las th brought us to the \dams street, of which H. J. Smith and costing him in round figures $400,000. But 

the first obiective. We will \. S. Woodward are the constituent men we notice the interruptions by the tele- 

hat favored*rendesvous a litth bers. These gentlemen, it may be well t phone. The Lake Forest Academy, of 

ter, and for this month digress to th id, are among the best known in Chicas which he is one of the trustees, asks for 
ld of managers of the duplicating n Smith is tall and of that aggressive and advice and counsel; he gives it with marked 
T- t is thought best to go in differ pushing type that never lets the grass grow succinetness. His country club or some of 
. Bivastions tn aodar thal Mea tial wine It seems singular that in these trips around _ his friends endeavor to arrange a little golf, 
eased of its weariness and the mind Chicago we should meet so many men with all of which he handles in the same way. 
teinted with mow scones fa tek 2 wondrous energy, but we have, haven't we Turning to us he takes up the thread of 
neh thay ave eleiias to ten “Lila foe \nd Herr Smith is clearly the embodiment the conversation and drives on with great 
neys bert Hubbard, though we do © it- Aside from this, however, he knows _ intelligence. You can verily see the dupli- 
not propose to inject any “trial marriage” ‘he duplicating machine field from A to cating machine field at his fingers tips, so 











ture into these trios. If the gentieme: zard, with the “w” left off. With is thoroughly has he been through it and $0 
e inclined to that way of thinking we will ssociated that rotund, smooth and dipl closely woven has he become with its in- 
st subserve their interests by not mixing ™@te¢ Woodward. Woodward moves along tricacies. Yes, that’s A. B. Dick. We now 
o closely with the domestic side Be is h great rapidity but you can’t see it. He can return to the “loop” with spirits en- 
.pprehended, however, that after wrestling is more inclined to gather n or entum as he livened and minds instructed. 
with a duplicating machine deal they prefe: are to which he blames no doubt his short = e ave 
raabunl manselams <oitner Glenn: ten alee nd rather chuncky = staturs But, dear Che next and last call will be at the of- 
eader, he’s there, all of him—that maz fice of T. W. Reams, manager for the Hek- 
Woodward. You might just as well cor tograph Company, of New York, manufac- 
The nearest office is that of J. O. Shep lude now that in the two there is th ng turers of the Reograph and duplicating proc- 
ird, manager for the American Multi nd short of it,” so why procrastinate i1 esses. Mr. Reams has had charge of the 
iph Sales Company, with offices in the buying the “Writerpress Chicago and western business for several 
isher building, hard by. In this man Shep ' years and in addition to building up a big 
ird there are two distinct attributes: aff It will be well to get out of the “loop « business, he has evolved many strong ideas 
bility and constancy Affability is a gener trict’ where the grind and hurry drives in connection with duplicating propositions. 
rm which is a serious proposition wit! way all thought of buying duplicating ma He is of the medium in size, intense in dis- 
yme met Being of a kind or genus the ines, and so we journey over to 161 West position and most unassuming in person- 
erent s that Shephard is one of many Jackson boulevard for visit with A. B ality. There is little of that which we call 
but that is not s He differentiates his Dick, the inventor, the genius, the head of “filigree” about this man and therefore we 
ibility to the extent that it is natural the famous A. B. Dick Company, manufa: have no trouble in reaching his sanctum. 
d thus not always of the same get t s of the Edison mimeograp! All 1 The chief thing which we observe is that 
meet the man you see at on ll, of course, that Mr. Dick originated t there is much of the humanitarian in his 
entering wedge for a deal, though he stencil composition for duplicating work make-up. In all the vici.situdes of his ca- 
ts just the same whether he sells or not nd has fought a battle all by himself for reer he has been able to devote consider- 
yu can see it i1 s entire make-up, can’t he maintenance of that process, and wor able of his time to a consideration of the 
1 Now, as to the second attribute You see a large and splendidly built build frailities of the human race and of aiding 
nstancy This is apt to throw you off ing at 161, eight stories and basement at wherever he found it possible. Instead of 
guard when you approach him. And rranged with every possible convenie the sordid he is charitable in his thoughts, 
y fuse your mind for want of for the manufacture of the Edison mimé his demeanor and purposes. It is small 
But the constant idea cat graph and supplies—indeed the building wonder, therefore, that he has endeared 
llustrated in this way; as we et precisely a compositeness of Mr. Dick | himself to a large acquaintance and will 
: es you notice he directs us t self. But there is nothing like seeing th have no trouble in carrying out some of the 
Ss! perture over on the other side, man himself; like Gregorian of old, “if plans of the company which means much 
y ‘ itely four uuld see t hero of my O for the future 
[ t ( this place 5 S101 t seems to per le the 1 l 7 oe 8 
yl n ea space enough the distant reader is that the big met There are other representatives of the 
nd the manager. It is, as y re woefully hard to see and that they ar duplicating industry in Chicago who occupy 
ned that you are uman monsters of incivility. Just fresher an enviable position and are doing their 
| from view that there is notl mind by dispelling sucl thought share to build it up; men, indeed, who rank 
g to tract from the outside. It was this instances A. B. Dick is ingular 1 as leaders in this field. These we shall 
Shephard’s when he had that different from the usu but 1 do not learn of a little later. 
s self and friends. You e to g n your toes to get int — 2 
get to the meat « ffice. If you have business on your 1 A TYPEWRITER TIP. 
ss he ] your undivided atte: you can wait your turn and get in, 1 If the girl who gets purple stains on her 
So. the ney attribute in this trouble about it at all, as you see, w get fingers from her typewriter ribbon would 
g its force in alway nd he is glad to see us. But right off remember that soap and water only sets 
Measured entir the reel it is a case, “what’s the point If these stains she would have less tedious 
¢ ' Ys wav of d c , mber that he ts t! ntor 207 scrubbing of her hands to do. A cloth wet 
e natu each the. conclusior lifferent inventions in a_ period ng with a little pure alcohol will take them off 
t the “Gammet Multigraph” is in ab twenty-five years, you will see the ne for very quickly unless soap has already been 
nds getting to the point. But we have mad ipplied to them. The girl who spends a 
ssion known and can now listen to hit good many hours a day over her machine 
ks to the eastern reader With a Maxim rapidity he tells us of vy would do well to keep a tiny bottle of alco- 
‘ nemee™) ave tam alone me to invent the stencil p1 5s g hol in her desk drawer, just for this pur- 
& Woodward Sales Company, mat Ily and sequentially he t the t hl pose 
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HE general trend in manufacturing 

circles is towards getting directly in- 

touch with the customer, through 
the dealer at least, educating the latter care 
fully and thoroughly in the proper presen- 
tation and handling of the line, as well as 
furnishing suggestions and material for at- 
tractive and effective window display and 
local advertising, in order to get and keep 
the goods before the possible buyer. The 
promiscuous mailing of catalogues is rap- 
idly being discontinued by shrewd adver- 
tisers. The catalogue is not a “drummer- 
up” of business, but a book of reference. 
and is treated as such, being furnished only 
upon application. When mailed indiscrim 
inately, it only attracts attention once. 
while a number of good trade bulletins 
could be put into the hands of the prospec 
tive customer for the same expenditure. 


The Manufacturer. 


Some concerns have ceased to publish 
catalogues, using cards or folders for each 
feature of their line, the members of a se 
ries following one after another at regular 
intervals being preserved and filed as re 
ceived for general reference Such a car 
catalogue allows of any portion being use 
by itself, or several portions by different 
individuals at the same time, and the in- 
terest of the customer is concentrated brief 
ly and pointedly on one thing at a time— 
and thus the n is driven home by 1 
peated blows 

Che use, however, of any form of adver 
tising matter or trade information, ar 
ranged in series for periodical distribution, 
involves not only the careful and _ intelli- 
gent preparation of such material, but a 
plant for its quick, effective and economical 
distribution We enumerate below a few 
of the special features and important ad 
vantages of the mailing list and follow-up 
system of presentation, viz 

You can advertise when you feel th 
expense warranted, the time favorable and 
the outlay convenient You can govern 
the amount of your outlay according to 
circumstances, and when orders exceed out 
put, you can “lay off” until “caught 1 
A man’s correspondence will get to him 
when a publication or salesman cannot, 
and your proposition is bound to interest if 
it gets him when stock is low and he is in 
the market. 

Your offering possesses individuality, the 
surest basis for a trade acquaintance, go 
ing direct from your office to the reader, 
and not bunched in with a lot of other 


“ads” to take its chances of being singled 
out for attention—a “long shot,” except in 
special cases where competitive figures are 
sought after 

You can use all the space desired and 
say all you want to for description, sug 
gestion and instruction: mere type and cut 
displays without these features fail to at 
tract and interest, but plain, dignified and 
intelligent statements of what is offered, 
with its merits and uses, will never fail 
to bring business 

The mailing list has been in constant 
and active use for years by the largest and 


most progressive concerns in their respec 
tive lines, having advertising departments 
under experienced managers whose liveli 
hood is dependent upon result-getting; but 
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Mailing List in Trade Development 


For the Manufacturer, Jobber and Retailer. 


(From the Advertisers’ Magazine.) 





the systematic preparation, addressing and 
general handling of the matter required 
has proven somewhat prohibitory for busi- 
ness conducted on a smaller scale. 

The advertising manager is only ren- 
lered available by the fact that there is suf- 
ficient work to be done in his line to re- 


juire the constant employment of his ser- 
vices, not necessarily in the preparation of 
idvertising matter alone, but in tl com- 


pilation of records relating to contracts, in- 


juiries, copy, etc. 
There are plenty of good | 
at hand who will clothe your ideas with 
af round them 
with pertinent and artistic des 

and technical, with which to snatch busi- 


ppropriate language, and sur 
i 


gning, trade 





ness from the jaws of competition How 
ind where will you get them? By “laying 
for" them and by encouraging everybody 
connected with your business to do the 
same 

The Retailer. 

To get and hold a customer requires spe 
cial attention to the education of his buy- 
ing propensities rhe house-to-house can 
vasser introduces many es ticles 
which the purchaser would pass by in the 
tore without thoug his is the result 

presenting goods to t pers l | 
ndivided attention of the consumer at a 
time when full and free considerati in 
be given, individual and separate fr the 
interference of the consideration ny 
other subject. There are not a dozen oth- 
er purchases to be made withi ted 
fir ‘ ‘ + ; . c ; } ) p , to 
keep or one of tl ny other reasons for 
haste 

\ rit object is to ¢ your s f 

be e yi customer \ tise in 
cr ré ; } + pu ~ } > > 
shopper does come. it is 1 ‘ " 
certain needed ar vit n SI 
hance to purchas oe wid There 
not the ¢ - ¢ ’ + | if 
te ere wit ti dt 1es 
ordit ly busy day 
Leader” trade in itself is reg i 
uestion if that class by s is 
the one worth cultivating for : 
reliable t ( The 1 est ther 
— y vou can best put t 
f your st into the | t] ros 

tive buy: sheave than . 
sideration at odd or leis ts 
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nene sous issues. and 
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member I the series, a compi stock 
catalogue for regular household reference 
may thus be completed. A regular listing 
of certain lines and brands tends t ring 
them into staple demand by educating 
customer to their use through repetition, 
and if you deem it advisable, other mer- 
chants of your acquaintance, interested in 
non-conflicting lines of business, may be 
associated with you, thereby greatly re- 
ducing the individual expense of t pub 
lication, reasing interest therein y the 
listing and presentation of varying stocks, 
and so far insuring the retent 


pose of general reference 
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Personal matters of interest to the trade 
are chronicled, the movements of repre- 
sentatives scheduled, good stories picked up 
and passed along, and so on. 

Next to the trade bulletin comes the 
classified price list, made to cover, as far 
as possible, the complete stock of one or 
more departments, or of the entire store, 
if space and conditions will permit. The 
booklet provides space for a particular line 
of specialty description and listing, with 
suggestions in detail for handling and 
usage; it is now being employed to good 
advantage in cataloguing cuts to be used in 
local display work, and the folder answers 
the purposes of the booklet on a smaller 
scale, or for individual description of par- 
ticular merits of construction and the like. 

The mail card, however, has been the 
principal standard-bearer of the follow-up 
system of paper drumming in the past, in 
spite of the limitations in size prescribed 
by the United States Post Office. Its espe- 
cial adaptation to card catalogue work has 
already been referred to, but the subjects 
for this form of advertising matter hav 
proven inexhaustible, as well as capable for 
more extended treatment, should its pres 
ent mailing size prove insufficient. 

Any class of matter can be utilized f 
this work, but good judgment should b« 
exercised as to what is likely to please or 
interest the recipient. While fine print- 
ing and artistic designing always command 
ittention, the merely pretty thing falls 
flat in that respect, and the use of any stocl 
esign should always be avoided, if you 
lo 1 sh to cheapen your offer and kil 
its effectiveness. Have everything directed 
to your product and its merits, and never 
fail bear in mind the cost of delivery, 


ith your designing and printing propor 
tionate in character and quality. It costs 
as much to deliver cheap work as it does 
good. and “whatever is worth doing at al 
i ing well.” You cannot afford 

Dp it poor reading matter, and tl 

good is worthy of the best treatment 

Special facilities for manufacture are al 
vays interesting; one of the best “ads” ever 
produced by the largest bicycle manufac- 


ry in this country was that of its Spe 
Machines for trying tl 
f the various forms of steel tub 
therwise, used in the constructi 


f its product Special features of con 
struction are also fine subjects for follow 
up matter, and are often accompanied by 
headings, ornamental or otherwise, serious 
or amusing For the class of staple users 


who best appreciate a joke, or “hit,” the 
cartoon is very effective, and for the retail 
trade many novelties are issued in card 

Educational features of general interest 
furnish the best of pegs on which to hang a 


good advertisement, and events and per- 
sonages of ancient and modern history, as 
well as specimens of art and achievement of 
ill ages, can be used with excellent results 


in prefacing commercial propositions. For 
articles of household use and consumption 


tter designed to instruct and amuse tl 
ildren meets with a warm reception and 
rty ppreciation; illustrated mursery 


I 
hymes. pictures for tracing, games to be 
played, the manufacture of home-made t 
or apparatus, and fairy tales, etc., will se 
ure preservation and reference. 

After the removal of the mechanic 


difficulties hitherto experienced in the han- 
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Competition Eliminated when Sell- 
ing Our High Grade Line Type- 
writer Ribbons and Carbon 


Papers. 








“Our line’ 
represents al- 


highest de- 
velopment in 
their make- 
up, take the 
New Eureka 
now the King 


of all Type- 
writer Rib- 








So too our 
Typewriter 
Carbons, take 
the Improved 
Mitvol the 
New Light 
Weight Pro- 
gress and the 
newness and 
u p-t o-date- 
ness of all 
other brands. 








What care you for competition when you can 
obtain a line of typewriter supplies such as 
We help you create the demand 
by making the goods so high class that it 
is VOT a question of price. 











Then we show you a good profit and then we protect 
you as Manufacturers For The Trade Only. 








AS 


Make a special dept. for the sale of our line. You 
cannot afford to sell cheaper and inferior goods that 
provide no inducement and no market. 








PRINCIPAL OFFICE 
AND FACTORY 


NEW YORK, N 
CHICAGO, ILL,, 





MITTAG & VOLGER 


(INCORPORATED) 


SOLE MANUFACTURERS FOR THE TRADE 


PARK RIDGE, N. J., U. S. A. 


AGENCIES: 
PARIS. France. ZURICH, Switzerland. 
SYDNEY, Australia. VIENNA, Austria. 
n,E.C. MILAN, Italy. AMSTERDAM, Holland. 
MOSCOW, Russia. 
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Trials of a Salesman 


other day, which I have slightly para 

phrased to meet the circumstances. It was 
as follows: 

People kind—never mind. 

People flatter—no matter. 

People blame—all the same 

People curse—none the worse. 

Do your best— —— the rest. 

| thought it applicable not only to the 
average salesman, but to everyone in busi- 
ness and out of it. The salesman should 
paste this in his hat and remember it al- 
ways. There is a little sermon in every 


[ ‘otner across a newspaper clipping th: 


line of it. 

People kind—never mind. How often do 
we find in business that people are kind? 
Usually they are kind so long as the said 
kindness does not affect their pockets 
Frequently there is a nigger in the wood 
pile. One should be careful to look for the 
ulterior motive. It is not always observa- 
ble, but in nine cases out of ten the cloven 
hoof is disclosed before many moons have 
elapsed Possibly you may think | am 
taking a morbid view of things, and am 
wrong in believing that every act of kind 
ness has a string to it. It may be so. But 
all the same, while there is no absolute 
rule that works invariably the same way, it 
is generally a safe plan to be a “wee bit” 
suspicious of the man who is so awfully, 
awfully kind. Kindness withers without an 
adequate return. The birthday gifts, the 
Christmas gifts, while expressing a kindly 
spirit, invariably elicit the personal inquiry 
“I wonder what he will send me in re- 
turn?” 

Just Before Christmas. 

I once knew a manager, who was as strict 
and cross and grumpy as it was possible 
to imagine all the year, except for the two 
weeks just before Christmas He knew 
well that it was the custom every Christ 
mas to make a collection among the boys 
with the avowed object of presenting the 
aforesaid gurmudgeon with a Christmas 
present. By a strange coincidence, the old 
fellow’s temper for the two weeks preced 
ing Christmas was quite of an oleomar- 
garine character. He was all smiles, and 
good words. Not a bad word passed his 
lips, and he was so lenient and gentle that 
you could almost lead him by the nose 
Not a word did he say about the present, 
nor did he breathe the slightest intimation 
that anything was being collected for him 
He was innocence itself. The surprise he 
showed on each occasion of the presentation 
was as natural as possible. But when w: 
returned to our labors after the Christmas 
holidays—behold the griffin was on the 
job spitting fire and brimstone to all and 
sundry, whether they deserved it or not 
People kind—never mind. 

Peopie flatter—no matter. 

Flattery is of some slight service in busi 
ness. <A kindly word to a hard working 
energetic salesman will ofttimes stir him 
to increased exertions, but go slow on the 
flattery. It is so apt to develop the en 
larged cranium, and the exaggerated idea 
of one’s own importance, with the cons: 
quent thought that his services are indis 
pensable, that invariably the business be 
comes too small for the flattered individual, 
and a good salesman is not only lost but 


By a Typetapper. 

spoiled. Some men love flattery as much as 
women, but in using it the salesman must 
be a good judge of human nature, and 
know his man well. Ofttimes the weakest 
part of a man’s nature is his susceptibility 
to flattery. The man who can hit him with 
a bunch of flattery in a soft place, lands a 
solar plexus blow, and possibly a large or 
der How often one hears it said, “Oh, 
you can wind Jenkins around your finger 
if you can serve him up flattery enough 
Some men absorb flattery like a sponge. It 
shows weakness. Don’t be a sponge; be a 
man. People flatter—no matter 

People blame—all the sam: 

This undoubtedly is meant to apply to 
the chronic kicker. Some people are never 
satished. If you bring in a bunch of orders, 
ofttimes there will be the nasty slur that you 
might have done better, or at all events as 


well as Snarem did a few weeks ago. This 
sort of thing galls. It rankles in the flesh, 
like an ulcerated sore. One would rather 
be blamed outright than damned with faint 
praise. If you have committed an error or 
omission and are blamed for it, take your 
punishment like a man, standing up. It 
you are to blame own up to it. Don’t at 
tempt a subterfuge. Life is too short to 
make excuses. Then a word as to the cus- 
tomers. They may have just cause for 
complaint occasionally None of us are 
infallible We are all liable to errors 
and mustakes. If the fault lies with you 


or you house, make amends, have it 
corrected as soon as possible, and when 
all 1s once more in order, forget it But 
do not knuckle to the chronic kicker 
There are lots of people who blame with 
out cause or reason, and keep on harping 
on the same old string as if life was one 
whole keyboard of discords. When this 
kind of people blame—“all the same.” I re- 
memember a case where a customer had a 
slight grievance because he could not get 
certain goods from the firm I represented 
at the same cut rate as he got from some 
one else. Each time I saw him, we 
thrashed the subject out and each time 
he came back with the same old yarn, and 
the identical measley arguments as if the 
loss was ten dollars instead of ten cents 
per item. The blame at length riled me, 
and [ lost my temper nearly. In plain 
language I told him the utter diminutive- 
ness and contemptibility of his contention 
and hinted in no uncertain language of my 
firm’s independence in the matter. In 
other words I complied fully with the ad 
vice contained in the rhyme: People blame 

all the same. I left him there and then, 
and within a week received a substantial 
order from him for more than I anticipated 
Oh! what’s the good? 

Do Your Best. 

People curse—none the worse 

Swearing is a bad habit. “Swear not a 
all” is what the prophet wrote, and this 
good advice upon a card was suspended 
i barber shop. The barber slashed th: 
throat of an impatient customer. The cut 
one lost his temper, as well as his blood, 
ind began to swear. The barber called his 
attention to the sign “Right,” said the 
man, “I see it, and am carrying out the 


+ 


instructions exactly. I am not sw ng 
all, but just at you.” When y 
pal becomes so excited that he begins t 
curse, it 1s ample time to leave the pr 
ises hour or so, if not for g 
Business can be carried on wit 
sorting to vile words. If your cust 
dulges in rhapsodical language 
scription, the best way to disarn 
show him extreme polite ness Chis 
works curt “Anger is brief n ness 
says an old proverb, so have pit) n t 
man Ww urses, rather than attempt 
alleviate the situation by retorting vw 
similar effusiveness. Leave him to | 
devices, and you will find that 
“none the worse.” 

Do your best the res 

Here is the gist—the heart of t ‘ 
argument “Do your best.” \ 
calls for the best that is within y \ 
give up of your strength and | Re 
and experience for the “almig! 
or its equivalent Your best is 
mucl Your best will either 
you It is all summed up in t 
word, “Try The final result wi 

ft itself You may fire wil 
ready, Greeley,” was an intimat 
the Admiral expected his men t 
best, nd he did not care a Spanish loub 
loon about the rest It is the same t 
battle of business. Do your best—get 
and hustl Stir up your customers, w 
up your prospects—do your best! If you 
carry out these instructions it I 


terial as to what will happen. \ 
have the satisfaction of knowing that y 
have done your best. Whether you wit 
lose, you can console yourself wit! 
happy thought that it has been up 


to “Do your best,” and now with the n 
satisfaction of a duty well performed you 
can safely carry out the advi f tl 
poem, and the rest.” 


TYPEWRITER SIGNATURES GO. 

Says the New York Commercial! 

The board of general appraisers 
ber 2 decided that importers may leg 
tach their names to customs prot 


typewriting 


It appears from the testimony 1 : 
that Fritzsche Bros. of this city attached 
their names to a formal protest fil vit] 
Collector Fowler protesting agains the 
classification imposed upon certain m«¢ 
chandise. The importers used the typewrit 
ers instead of signing the protest in long 
hand As a result, the collector called the 
attention of the board to the manner of 
filing the protest with the ostensil ur 
pose of having the board of gener ip- 
praisers declare the protest illeg 

In granting the legality of the protest 
General \ppraiser McClelland. wl writes 
the decision, says that in a former decision 
the board held that the word “writing,” 
only meant words traced witl r 
stamp, but included words print er 
grave 1 r made legible by ny r de 
vice general appraiser holds, there 


fore, that the protest is entirely 
laim for a 20 per cent duty as 
7 
i 


erated manufactured articles being sust 

ed Th merchandise in questior c i 
, 

mea 








UNDERWOOD AT BERLIN EXPOSITION 
(Translated fr I 
sische Ze itung, 


whno f 
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TYPEWITTEN NEWSPAPER. 


setters and printer 








There is Still Some Open Territory 
FOR THE FOX 


The FOX is the BEST Dealer’s Proposition 
Being Offered To-day! 

@ Best because the FOX is already known in every corner of 

the world, where magazine advertisements go, as a high grade 

typewriter. 

@ Best because a FOX contract gives complete protection and 

enables a dealer to build up a business of HIS OWN. 


@ Best because the wearing qualities of the FOX bring “repeat 
orders,” the kind that come without expense. 













@ If you’re not fully satisfied with your present agency sup= 
pose you look into our proposition. 

@ We have some dealers who have handled the FOX exclu- 
sively since it was put on the market twelve years ago, and 
who have built up a business to be proud of. 

@ Complete Visible Writing-Tabulator-Automatic Ribbon 
Reverse-Oscillating Ribbon Movement—5 different lengths of 
interchangeable Carriages—Speed Escapement—Stencil Cut- 










ting—Manifolding. 
Everything any Typewriter will do, and more. 


FOX TYPEWRITER COMPANY 


EXECUTIVE OFFICE AND FACTORY 
215 North Front Street GRAND RAPIDS, MICHIGAN 











Model No. 25, Special Check Listing Typewriter for Banks 


Write for Particulars of this Special Machine 
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A Necessity 


For 


Each Office 


Are 


Glass Headed 
Riders & Signals 








Geographical 
Pins 
For Routing Systems 


All Colors 
Non-Corrosive 
Brilliant 
Durable 


Sole Manufacturer 


Josef Jungbecker 


Aachen, Germany 








Ask for Samples to 


London Needle Company 
New York 


112 East (25th Street 
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The New Sost “*A”’ 


Description of New Model and Its Strong 
Features. 





HI nate Yo st has beet ss ciated Yost t = ‘ icl 
with typewriters almost since the tinctive 1 ine It 
first pr ictical machine app red which ge ( it ibs it 
\s a matter of fact it is stated that Mr. manent alignment; it uses 
Yost had much to do, if not more than any with ink lispenses with »b 
one else, with several of the first typewrit the trouble and expense that . 
rs that were invented The old reliable prints directly on the paper, wit 
Caligraph,” the Densmore and the Yost all fully sharp, clear impression. It 
wed mucl f their success as practical regul t hments that tl 
typewriters to the inventive genius of the have, and me new features 
man, whos nored name is now borne by re quit in desigr l 
new addition to the already rege fami f the ty $s 1S uch in 
f visible writer t t I is exce} 
The Yost typ ite is } Che ‘ s on roller be I 
vasad ible . pew! ! vit t t I > der witli f< Ss 
ispenss vitl bbon | ‘ t r in tl 
t c est nd t rable 
key t ty] me up w I es tor whuicl 
emarkably er rr general ised. The carriag« 
I d str the p easily The keyl 
i ! beautiful clea rp Id 1 was double cas« 
work The work of the Yost macl vas model ¥ t A is a single case 
‘ 1 by none For vears it ! 1 the he ut sal keyboard, and in 
ypew “ l the 1 the standard arrans 
its g ll that, somehow or sing] ! hines Che plat 
tne tine it neve d \ £ \ I that it is p t 
ing in this untry In | , 1 to u ry builders make 
: jr pitas a Beans Ss ee Stopping of tl 
vhe ear nd perfect gnment of lute! precluded through 
type counted someth oe I t for fastening, whi 
l In } t fact on TI pressure 
Europe nd i England, and its ies S ut one-tenth 1 
T ' vit] the 
tards 
to the desir 
t duly jarring ¢ 
he f the maci , ; ne 
t +1 
the interver 
‘ ¢ abilities 
c, annih de ol 
1 } 
the creat 
‘ ; TI 
7 41 
+ lv emteee 
THE NEW VISIBLE YOs omne . . nent alionment 
d all conditions 
there are few machines that é TI 
the popularity that the Yost has ured vn 
The large factory it Bridge} rt been A ] 
constantly at work turning out \ ] 
chines to supply the larg export trade, | 
which this machine built up by | d S 
rivalled beauty of its worl Ever vhet sale wl ts he 1 worl 
other companies may | é suffere i 1 it 
relaxation in the  pressurt \ ; 1 t 
chines, the demand r the Yost kept up : 
as usual, as the hard times i tl Ry 
porary slump did n st t id t 
In spite of good business ‘ the more 1 nes 
inventors of the Yost 
idle They recognized the at t 
visible writers 1 tl t 
experiments 1 lab cul S 
splendid typewriting machin dé 
have just placed on the market s Q 
tened with the modest namé \ s its w k 
Arthur Smith, general manager of t! New Tl 1 ssesses 
York office, is, it is underst 1, largely r the old. wit! / 
sponsible for much clever w es . aren 








AIDING THE BILLING DEPT. 


will make the sale vet 


1 


‘ s~Amnwereatinn i+] 
‘ \) y' ' at a 
} roe t the b 
writ ' . n)T nN 
+ ] t t { 


y’s branch, he made 


ulty in securmeg t 
my billing work. By 


gentleman who 
ing department of 


lesmen who devote 
f the machines give 


rN) 


in the sale of the 
it because they d 
t because they are 
of the regular 

is consummated 
yuurse, that they 


r duty; done all they 


Sut it is a drawback 


machines. The 
mpelled to go out 
literally 


. iT: 
mvysell, 


typewriter con 


-onnected. 


ae 
lling 
i thus in hunting out 


ip; more than that, 


men would aid the 
r farther and en 


machines or in 
nachines, it would 
de partment < nd 
is not an unjust 
1 mistake on the 
npany’s salesmen 
‘ 
would endeavor 


e to bring about a condition fa 
billing work it 


vell as to his record 


would be an im- 


related some o 


hill 


ing machine sale 
Said he: 

mn the phone by 
if IT could install 


ndling of orders. I 


He asked what it 


OFFICE APPLIANCES 














The Edison Business Phonograph 
cuts the cost of letter-writing 
in half 


That is argument No. 1 


It enables business men to write their letters at 


their own convenience. 
That is argument No. 2 


It insures correctly typewritten letters that re- 


quire no revision. 
That is argument No. 3 | 


It saves the time of dictator and stenographer 
and makes the typewriting department more 


productive. 
That is argument No. 4 


It improves dictation because there are no 
interruptions and no gauging of speed to suit the 


stenographer’s ability. 
That is argument No. 5 


A fair trial of the Edison Business Phonograph 


by any business man will prove these arguments 
sound. 


WE WANT MEN OF ABILITY, acquainted 

with business men, particularly dealers in 
office appliances, to present these arguments. There 
is splendid territory still open. Write for particulars 
and terms. 


Edison Business Phonograph Co. 


TRADE MARK 


Q Edwon. 

















205 Lakeside Avenue Orange, N. J. 














SS 








48 








ome go so far 
as to say that 
carbon papers 


and typewriter ribbons that run 


S 

















uniform, even though they be 
of inferior quality, are better 





for the dealer than goods of 
fair quality that lack uniform- 
ity and each shipment of which 
varies a little from former ship- 


ments. 





] |p the Crown line we 
not only offer the 
highest quality, but 


actually maintain uniformity in 











the product. If you are one of 


those that would like to be able 


when a customer asks for car- 
bons and ribbons that are ‘‘same 
as last,”’ to give him exactly 


what he calls for instead of an 


“improvement,”’ let us tell you 
just why you can really depend 
upon uniformity in the Crown 


line. 


CROWN 
RIBBON AND CARBON 
MFG. CO. 


Rochester, N. Y., U. S, A. 














No matter what yon have done or intend do- 
ing in filing devices, you should investigate 
the merits and features of our line. The 


word QUALITY is synonymous with 









Write for our 
catalog, dis- 
count sheet 
and dealer's 
Proposition. 


H. L. COUPF- 
FIELD CO., 
4 Pear! St., 

Grand Rapids 

Michigan, 
U. S. A. 
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AP frrmeel frswacl foswmodh foswol fosmee 


Here is 
an idea for the typewriter men, which may 


following up. 


NOTHER new typewriter has made 
waiting 


A 


its preliminary bow to a 
public, and from all accounts the 
end is not yet. There are others. The new 


one we have to chronicle this month 1s an 


old, old friend in a changed garb. The 
name Yost is an honored one, and long 
associated with the earliest days of type 
writer construction. The new model Yost 


has many of 
appreciated 


number 


\, which has just appeared 
the known and much 
features of the older with a 
of added advantages, 
lish it in public favor 
and of 


well 
type 
which will soon estab 
It is very handsome 
course is a visible 


distinctive feature 


In appearance, 
writer. It retains that 
direct printing from type, which has always 
made the work of the Yost unrivalled for 
beauty 

* * * 

The abandonment of the double case key- 
new Yost A the field 
of double case machines to the new Smith 
Premier and the Columbia Barlock It 
must have taken a vast amount of labor and 
experimenting to evolve the clever arrange- 
ment whereby the type of the Yost A rise 
from the inked pad on which they rest and 
strike the platen from the front. The 
solidity of the type bar at the point of con- 
tact is also remarkable. The securing of 
permanent alignment by the central guide 
is ideal, and the escapement is extremely 
fast. In fact we found that it is impossible 
to make the keys clash by ordinary fair 
manuipulation. The touch of the keys ts 
light and elastic, and the machine should 
certainly prove a great favorite with opera- 
tors, and those who desire beautiful work. 
We are afraid, however, that American op 
erators will stand little chance of obtaining 


board by the leaves 


many of the new models as the demand 
from abroad will certainly take all the large 
many 


factory at Bridgeport can produce for 


months to come. 
6 


So the “Office Appliance’s” $1,000 Type 


writer Trophy, won for a second time by 
Miss Fritz, has taken another trip to 
Europe. It is now being exhibited by Miss 
Fritz on behalf of the Underwood Type- 
writer Company at the Glasgow Business 
Show and when that is over, it will visit 
Berlin and other Germany cities 
* * * 


By a recent decision it seems that a type- 
written signature is just as valid as a pen 
written one. It is immaterial whether the 
signature to a letter or order, or document 
is made with a pen, pencil, stamp or printed, 
so long as it emanates from the 
claims to come from. Some of the p 
seem to think that this will open up an ave- 
for lots of trouble and litigation. One 


to suggest that the 
1, 


firm it 


ipers 


nue 


paper goes to tar as 
makers of rnish machines 


typewriters fu 
~h buyer, or 


with a special character for eacl 
it all events for each large buyer, so that 
any one who received in regu orre 


spondence a typed communication might 


recognize its authenticity by the typed char- 
acter, which could not be made on any 
other machine, and might be even more 


difficult to forge than pen writing 


be worth 


* * * 

The aftermath of the Typewriter Contests 
at Madison Square Garden is shown by 
greater interest than ever in these type 
writing tests There is one less to be 


learned and that is the only way to attain 
great speed in typewriting is by constant 
practice The gain of a few words per 
minute can only be secured by months of 


patient endeavor. The typewriter oper: 


cannot work over night, and wake up and 
find himself famous. His only way is to 
plod constantly on, day in and day nd 
at the end of many months he will doubt 
less find that he has gained ten or twenty 
words per minute. There is no doubt the 
standard of better typewriting has been 
raised by these contests. 

« * * 

The perforated check typewriter is per- 
forming a useful purpose and possibly a 
modification of this idea might meet the 
above contingency. We throw out the sug 


gestion to Mr. McCormack and other clever 
inventors to see if they cannot devise some- 
thing in the line of a special character, or 
set of keys that will prevent forgery and 
guarantee authenticity. The universality of 
the typewriter is becoming every day more 
and it would be a fine idea to 
plan to make the writing of each 
machine to some extent, so far as the sig 
nature is concerned at all I 


apparent, 


devise 


events, 1ndt\ 


* * 

We have heard of typewriter baseball! 
clubs and salesmen’s associations, but the 
Roy Typewriter Company has gone a 
step further and have organized ‘royal 
league,” which embraces within its folds 
every employe of the company throughout 
the country. The possibilities of such an 
organization for enthusing the members 
and creating that “spirit de corps” which 
is so essential for thorough and _ con 
scientious work, are very great nd we 
wish the venture every possible success 

* * 

Much sympathy has been extended to H 
J. Humphrey, the popular manager of the 
New York office of the L. C. Smith Bros 
Typewriter Company on the occasion of the 
deat} f his brother, Edward Humphre 
This took pla somewhat suddenly o 
Tuesday, November 17, at Peoria, Il n 
heart failure. Mr. Humphrey was real 
estat gent and was in his 59th year For 
the last twenty years Mr. Humphrey 
had rge of the estate of his uncle, Cay 
tain E. H. Jack. The funeral took place at 
Peoria on the 20th and was largely; t 
tended s Mr. Humphrey w 

1. He was a member of the Elk 


THE REMINGTON ADVERTISING 
ABROAD. 


There came to the editor the day a 
12 by 12 inch advertisement t new 
Remington visible by The Remington 
Agency of Melbourne, Austral It is 
handsome and striking piece of work 

a 











OFFICE APPLiANCES 49 


THE ROYAL LEAGUE. 


tion with the organization of the 
Royal Typewriter Company there has 
y been formed a social society open t 


employes in all departments of the com- 
ny. It has been named the “Royal League,” 
ember is supplied with a hand 


ld and enamel badge A regular 
has been appointed, a pass word 
s been chosen, and special grip has been 
The head of th rganization is called 
The Royal Chief,” the second in command 
5 Royal Brave,” the secretary “The 
Royal Scribe,” and tl treasurer “The 
Roy i] 65." Already the Ne WwW York society 
has a splendid octette of singers, a string 
band, and several fine 1 il soloists 
Tl welfare of the members is looked 
fter by a first class physical culturist, who 
rmerly held a similar position for several 
\ H iry d 
he league has n entertainment and 
gula leeting every Saturday evening 
various committees on music, literary sub 
jects, and amusements have been formed 
The league is proving to be a very popula 
eature of the Royal Typewriter Company 
nd the whole staff is most enthusiastic 


ibout it. It is proposed to extend branches 
f the league throughout the country, wh: 
ver the Royal Typewriter Company has ; 


branch office or agency 


On Saturday, November 28, the Ni 
York league had a smoker with a musical 
ne Te ee oe Because in competition the user finds that it gives 
whieh remlesed sume sey: gue sexneties more real honest value than any other machine. 
te oe are es a Its decimal tabulator makes billing and all form 
being specially composed for the associa work easy. 

_ —_ a [tswide bearing typebars maintainthealignment. 
THE ROYAL TYPEWRITER SONG. Its ribbon operates in two colors. 
lasarscin sete rat stgtzal Its easy action saves time and effort. 
MY Of thee Tsing. nom no Tau © ee Its speed is always greater than that of the 
operator. 
Its writing is always in sight. 


hich rendered som« very good selections 


Thou art the merchants’ pride 
We hear from every side thy praises ring 


The buyers shout with glee, for from the Tr 
hou’r free . . ‘ 
ae Guien ther lee It saves time—tt saves money. 


‘Tis only sixty-five “ter 
They all save thirty-five Territory open to dealers. 








en 


eg 








Their int’rest is alive their dough to save ‘ - 
> . y > ee y f 
enii aknsbaciicieimtie anciladl | Descriptive catalogue free. 
Not We 4 but TE °MPERED STEEL 
Which none can break i 
Lat moet als henge a: VIC TOR T YPEWRITER co. 
af a y » Vv ite partake 
Let all the silence break, the sound prolong 812 and 814 Greenwich Street 
Then all the world will see that there will never New York. 
be 
One good as Thee 
Thy parts they ne’er can break, 
So for endurance sake 
The ill are sure to make THE ROYAL KING 
Dedicated with affection and respect 
if the composer to our honored Su 
perintendent, Mr. J. S. Stewart, and 
to the quintette 


4. J. HOBCRAFT, 
Ww. W. JOHNSON, 
Cc. R. DESCH, 
+E ORGE SCHUMACHER 
J. SHEEHAN, 
the Royal Leagu: 


Desks of Quality 


We want a sample order from you. Sales are 

made easy with Feige Desks. Our Canvas Back 

Curtain never gets out of order, our Combination 

Lock is unexcelled, our Drawer Work is the 
best. We make a complete line. 





HARD ON SHELBYVILLE. 








Says Shelbyville (Tenn.) Gazett 

Cedar S are st being brought to th Our Exhibit in the Chicago Furniture Exposition will be 

penc! tories here by many wagonload in Section 12, Fifth Floor. 

: eagr-widiateccrting [ wane Desk No 204 Write for Catalog and Prices. 

ye a cedar rail in the county t causes 

vie en nsie | EI@E DESK CO., i22ckttsee sees 
| t jay QD! di ppearing Sut w | 

other days so rapidly disappearing. But w =5 SAGINAW, MICH., U. 8. A. 

eressi me 
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Keep Out of the Way! 














If you forget to replace the 
Automatic Paper Fingers after 
writing an envelope address — 
or a filing card on the 

NEw MODEL 


L. C. Smith Bros., Typewriter 
it won’t interfere with your work. 
The paper fingers will not let the 
type strike them but go quickly to 
their own place by the motion of 
the carriage. 

They'll hold anything — postage 
stamp, filing card or big envelope. 


And you can write at any 


edge of anything the capa- 
ctous paper feed will grasp. 
See the Auxiliary Rolls. 
Niustrated Free Book. 
L. C. Smith & Bros. Typewriter Co. 


SYRACUSE, N. Y., U. S. A. 

















Head 
Office for 
Europe, 
Asia and 
Africa: 
# Queen 
Victoria 
Street, 
London, 
g. C. 
ALL 
the 
writing 
ALWAYS 
in sight 








PRATT 
PACKET 
TIE 


to 


cent 


F, PRATT MFG. CO., 17 Point St., Providence, R. I. 
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A Bit of Stenographic History 


An Historic Volumeof Roman. Stenog- 
raphy. 

By William E. Curtis. 
In Chicago Record-Herald.) 


HE British Museum has recently se- 

cured a parchment book containing 

a method of shorthand writing in 
Latin invented and used by Tullius Tiro, 
the treedman private secretary of Cicero 
It contains about two hundred pages cov- 
ered with symbols inscribed in a large, bold 
hand in ink so permanent that the lettering 
is as perfect and as bright today as it could 
have been when it was first written The 
symbols are in columns with the definition 
written in smaller characters beside them, 
and arranged alphabetically, three columns 
to the page, and an average of thirty words 


to the column, making altogether about 
eighteen thousand signs, each representing 
a word or a combination of words Che 
system is the same as that now used by 
stenographers of this generation, and I 
have no doubt that many of the signs are 
identical. The relic must be of absorbing 
interest to modern stenographers, and | 
took the liberty to suggest to the gentle 
man in charge at the British Museum that 
he invite so! cc plished s th l 


Tiro’s method with that in use today 
Its Ancient Origin. 
[The book is well known among bibliog- 


nd was fully described in 1817 by 


phers, at 
P ess Ulrico F. Kopp oO! Mannl 
Germany, in his Paleographica Critica, vo 
I pp 294, et seq., published in 1817 Kopp 
says the Egyptians were the inventors 
stenography, and that systems « horthand 
were used by the ancient Hebrews, w! in 
doubtedly imitated the Egyptian methods 
He quotes Psalm xlv. 2, “My tongue is the 
pen of a ready writer,” as reference to 
stenography fe also quotes Xenophon as 





Diogenes used what he called 


“tachygraphiam,” a system « 


to economize time and labor in writing, but 
his manuscript was illegible to other per 

} ’ . } + rr 
sons who were not familiar with signs 
used The Greeks had sever ystems of 
shorthand, but so far as known they were 


the invention and the property 
who used them, and were not taught in the 


schools Professor Kopp tells us that 

, - 1 . - 

Tiro’s was the first complete system ever 
; ” 

recorded in Latin, and was undoubte: the 

most perfect, scientific and comprehensive 


that was known up to his time 


After the fall of the Roman Empire there 
was a gap in the use, or at least in our 


knowledge, of stenography until the begin 

ning of the eighteenth century, when Dr 

Timothy Bright and John Willis developed 

system that came into general use ince 

their time not less than 480 methods have 
| 


been invented and taught in the civi 


untries. The greatest and most general 
: oe 

use of stenography has been Eng 
It was adopted in the house of commons 


»s early as 1838, when John Byrom was em 
ployed as a reporter of debates, and an act 
of parliament was passed to protect hin 
f-om imitators. Many literary men in those 
davs used abbreviations and signs in their 


manus and it has been cont 1 that 
some Shakespeare’s plays were tten 
in sh ind. Samuel Pepys’ famous diary 
was writ system of shorthand in- 
vented by Thomas Shelton, who for gen- 
eration taught the method in London 
public men, literary men, lawyers and other 
professionals who had a great deal of writ- 
ing t and desired to econor tneir 
time labor. About the midd f the 
eighteenth century stenograp me 
fash society and frie 
carr heir correspond 
Byt Shelton sign | 
Is n of Bath, Eng 
1 those two sys 837 
brother Benn Pitn 
the method in the U: > S 
ival was Andrew J f 
, whose syste 





i sys 
that 
vesti 
the 

' 


oT es 
nr 
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Discovery of Tiro’s Book. 
ind book was di 
brary about fifty 


inner unknown passed into pos 
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collection of p 
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Journal and the Times. At the present ses- 

sion, however, a staff of stenographers was 

introduced into the house and the reports 

of the London Times will be duplicated 
. in 


officially hereafter i a daily publication 
corresponding to our Congressional Rec- 
ord. The Times still continues its verbatim 
reports, which seems to be a useless ex- 
penditur¢ time and money, and is merely 
to gratify the pride of that paper and to 
illustrate the reluctar that all Englishmen 
have to relinquish a custom or abandon a 
traditior It has been one of the proudest 
boasts of the Times that every word that 
has been uttered in tl sritish parliament 
has been printed in its columns from the 
day that paper was founded and this service 
has been the most expensive feature of any 
paper \ only has a large 
staff of expert stenographers been main- 
tained to do the reporting, but each reporter 
has had eral assist to copy his notes. 


ROYAL’S NEW BALTIMORE OFFICE. 


The mpanying istration is the new 
Baltin fice of the Royal Typewriter 
Company, at 4 Light street, just occupied 
by Manager W. H. Taylor. 

f sini lsomest typewriter 


1d shows the extent 
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“theriterpress 
SAVES ONE-HALF ON 
PRINTING BILLS 


Card index supplies, post cards, order-blanks, price-lists and all the 
miscellaneous forms or blanks required in your business can be printed at 
one-half of your printer's charges. With the INK ROLLER (automatically 
inks type direct) that may be attached or detached instantly, the Writerpress 
now furnishes for your office a perfect flat-bed printing press, and a com- 


plete outfit of type and accessories. 


Any size or style of typewriter or 


printers’ type, cuts, electros or ruling may be used. 


DOES NOT REQUIRE 
SKILLED LABOR 





Any office boy or girl, with a few min- 
utes’ instruction, will prepare an average 
form for printing in less than one hour, 
and will produce perfect work as fast as 
an experienced printer. There are no com- 
plicated parts or movements to confuse 
the operator. There are no delicate adjust- 
ments to make. The machine is simple, 
thoroughly practical and built to stand 
heavy, steady work without its parts 
breaking or becoming disarranged. 

In addition, the Writerpress produces 
actual 


TYPEWRITTEN 
FORM LETTERS 


that are clean, clearly printed; letters that 
have that valuable appearance of the 
individual personal letter. This is done 
by means of typewriter ribbon and 
type identical in size, style and spacing 
with that of any make of typewriter. The 
cost of letters by this method is consider- 
ably less than you pay for the usual printed 
or “processed” letter. 


TIME AND LABOR-SAVING FEATURES 


“ Any number of forms may be held intact, ready for instant future use, 30 seconds 


only being required to change one form 


for another on the machine. 


You can set up one form, distribute another, print from another ;—all at the same time. 

Printed sheets are automatically removed, piled and counted, 

Each outfit consists of the Writerpress, combination type and operating cabinet, type 
and accessories. Send your name for samples of work, and complete information. 


"=Uriberpress Copa Sit WHITE BUILDING, BUFFALO, LY 








‘Are You Interested in Maps? 


WE MANUFACTURE AND INSTALL THE MAP 


AND TACK SYSTEM A sy i? re 
merchants as the Ideal System for kee ng track of 
Sales, Salesmen, Agents, Collect s, kt 
WE MAKE MAP TACKS AND INDICATING PINS 
WE MAKE MAPS in wax, copper nd sto 
WE CARRY MAPS made by a t principal 1 
makers. For the Pocket, forthe Wa xin and 8s} 
r rs and in cases 
WE MOUNT MAPS under glass the desk 
t und the Tack Syste 
PUBLISH ATLASES of the United States ar 
I shipping roor ff i ie, pocket 


World, for t 


Maps and Appliances for Maps Our Specialty 
Send for Catalogue and Wholessie Price List 


JOHN W. ILIFF & COMPAN 


225 East Washington Street 












CHICAGO 
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TYPEWRITER OIL 


The world’s best lubricant for Typewriters, 
Adding Machines and all delicat hinesy, 
\ Chemically pure, gumless and colorless. 














Write to-day for free sample and prices. 
MORTON MFG. CO. 
Louisville, Ky., 
U.S.A. 
Export orders giv- 


en careful atten- 
tion. 
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Marca de Fabrica—“Princess” 


PRINCESS COVE 


fy 


Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 


We also make Paper for Carbon Manifolding 
in all its branches. 


C. H. DEATER @ SONS 


Windsor Locks, Conn. 





























The Process of Manufacture of 
WORLD AND TUXEDO 
RIBBONS 


assures a perfect distribution of the ink that responds 
instantly and uniformly to the touch of the type. The 
result is clean clear cut impressions without fill or blur 
There is a permanacy of color seldom attained—and 
there is a lasting quality that means more service for 
less price. 


WORLD AND TUXEDO CARBONS 


are {more than just carbon papers—put to any test 


thev show their;superior qualities. 
; A 


The International Carbon Paper Co. 


F241 Center Street, NEW YORK, U. S. A. 


H. L. BOCKFINGER & CO.., Western Agents, First Nat’l|Bank Bidg. Chicago 


Cc. D. JOCELYN & CO., 41 South]i5th]Street, Philadelphia 
Distributing Agents for_Pennsylvania 





A RESERVOIR DUSTLESS BRUSH. 
T] companying cut shows <I 


TT Eh 


Dustless Brush Co 





| \ Dé 

- ' 
eq i reset! 
tl f tufts I 
at re, \ homtene 
t! al he i it d 
pu ird b rt r 
up it] stair g 
the f ‘ dustless 
on 

SLIOING 
NUT HANDLE 
‘ AOJVUSTER 
BRASS FERRULES 4 , TA 


FOR FEEO TUFTS 






COPPER PLATED 


vn 
FLUID CHAMBER \_ 2 ~ 
™~ STEEL RESERVOIR 


THE DUSTLESS BRUSH 


In an othcial test of this method mad 
the Board of Health of the city M 
kee at the request of the Scl 
that city, the reduction of dust 


while sweeping was ninety-sevet 


as shown by bacteria cultures dust 
settling on glass plates exposed k 
height The plates below ‘show 

centage of dust (100 per cent) 

after sweeping was performed by Id 
methods (plate No. 1), and the percentag 
dust in the air (three per cent) after sw 

ing was performed with a “Sanitat 

Brus plate No. 2) 





NO. 1 NO 
\s an evidence of the merit 
fectiveness of this method of fle S 
ing, the manufacturers will sen: ne of 
these brushes, express prepaid, roval 
and a v thirty days trial to any isiness 
man wv reads Office Applianc: I ly 
send your name and address wit 
tio! ur floor, and a brus 
aday the sweeping of THA floor 
W led for trial 
S rt ti Mil 
‘ ( rv, 123 Sy 
M Wis sin She 
: its ‘ 
. ee] ’ 
bru be returned at 
day he ¢ Ss t M 
cS I 








STENOGRAPHERS AS WIVES. 


F nN ( lay to day 
newspapers, treated 
ordinary d there 
that “he,’ meaning a 
fluenc nd social st 
stenographer.” The 

becaus¢ he” has 
was a stenographer, 
z occurred; something 


prince who rnarried 


lairy story 


But why, really, sl 


about it \pplying 
proposition, are not 
that “he” has don 


ing his stenographer 


done by going into 
and that “she” 


ing him? The assun 


that it is “he” who 
majority 


found that “she” sto 


It is not a rare 


much money 1s a 


who has ‘quired 
goods through the 


hrewdness that we 
the light of publicit 


inding, 


the beg 


has mac 


instances 


it ay be seen in th 
s a matter out of t 


‘fore of much interest, 


n of money and in 
“has married his 
idea seems to be that 


ney and “she” is or 
something unusual has 
on the order of the 
gar maid in the 


uuld there be any fuss 
mmon sense to the 
he chances about equa 


much better by marry- 


than he would have 
‘society” for his bride, 
le sacrifices in marry- 
iption, presumably, is 
s stooped, but in the 
it would doubtless be 
ped to conquer. 
hing that the man of 
se, unlovely fellow, 
pile of this world’s 
exercise of a kind of 


r 


uld not show up well in 
‘ or stand inspection by 


the grand jury ] ut, having the money, he 
holds position in select circles of the 
pper ten thousan Is it not a sacrifice, 
racber tl 1 advantage, when a stenog- 
tapher marries such a man? 

\s e the stenographer and typewrite;: 
girls who succeed in business and who at 
tract the admiration and sincere affection of 


their employers dé 


They make places 
rthy of 


to use, and they know 
ot dolls, suited only to be played 
with at social functi 
life means, what its struggles are, 


disappointments are 


doll is a perpetual 
, 


~narg 


may pecome ¢ 


g 
The girl who know 
es it, is not a burden to 
lp and an inspiration 


, 
who goes out and d 


anybody, but a 


What is more natur 


could be more in the 


than for a business 


partner a young won 
work, how to think, 


ideas she has evoly 


The cold fact is 
sibly 1 L great 
conside eir ster? 

. ‘ 
Ss aes ble ca di 
‘ é 
\ I t al \ 
t 1 s1 
— 
( } p S 
+ 
y ¢ 
c 
the fr 
S t enrt f 
7 x 
‘ ~ 


DOES NOT END 





burden upon those who 


ed 


upon merit alone 
themselves because 


hem. They have brains 


how to use them 


wns. They know what 
and what 
nevitable The society 


vith her support 
S how to work, and 


' 
therefore, and what 
line of common sens¢ 
to select as his life 
n who knows how t 
+1 


1¢ 


how to execute 


nen of money pos 


nistake when they fail t 


1ers and office girls 


for promotion 


st marriage is that 
helpful, and tl 
ust certainly find tl 
' 


vho knows how 


vho will help hit 
r toget 
pathy nd best 

7 ries her 1 

st be « vT 


Oates. DECEMBER 


ber of this mag 


de in the arti 
contest that the 


it, thus infering 


-le 
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Are you prepared to meet the demand for Safer 
and Better Filing Equipment, or must you turn 
down this desirable class of business? 





(How Berger Steel-Sect Untts Are Connected) 


L argest IOs 
G is Vau It On 
The protective qué 


if you Haven't the Catalog, Write To-day for H-47 and Details. 


The Tonal Mfg. Co., Canton, O. 


Chicago 
Atlanta 


Branches :- 





Tables, et 





STEEL is the coming Equipment 
for standard commercial use. 


There's no money in “‘side-stepping” this 
demand when you can just as well arrange to 
supply it. Later on you'll see the force of 
this if you don't see itnow. Then, CLINCH 
the agency NOW for 


BERGER 
STEEL FILING 
EQUIPMENT 





line of Standard STEEL Office Equipment in existence. Vertical Units; Sectional 
Finishes to suit 


Olive Green, Oak, Mahogany, etc. 


lities of steel with every convenience for modern filing needs. 


New York, 
St. Louis, 


Boston, 


Philadelphia, 
San Francisco, 


Minneapolis, 











The HI-LO Attachment 


The “Hi-Lo” Attachment operates easily and instantly without disturbing contents 


of regular desk. 


When not in use it disappears “like an upper berth in a Pullman.” 
It is attached without using bolts, screws or nails. 

Matches any finish and js firmfand solid as any desk bed. 

A small booklet describes the “Hi-Lo”’ in detail. 


‘‘HI-LO’’ DESK CO., 156 Nassau St., New York 








Supplies 
an 
Extra Desk 
without 
using 
floor space 


A 
Space Saver 
for Crowded 

Offices 





eG J | DEALERS and AGENTS 
Send for Terms and Descriptive Booklet 








y The “Hi-Lo” Attachment finds favor 
with a class of trade which you cannot 
reach with the usual style of stand-up 
bookkeepers desk. 


Send for it. 
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U. S. RIBBONS @ 
CARBON PAPERS 


NON-FILLING NON-F ADING NON-DRYING 


OILS. ERASERS AND PENCILS 
We claim our ribbons to excel those of all other manufact 


been interested 1 
e to devise a plan of c 
Sure a greater degre: 


of a penalty « 













in the follown! 














£ 
copies produced at the cont 
| Square Garden and elsewl 





| more mistakes in a page 


re 
2.—Most brillia r countenar 1 by a business 

out ne again the writing of prin 

re | ~~ A ’ a P , 

3 Most durabl 2 OOK does not seem to b juit 
4.—Non-Dry A bso - 

afte heat Ss 

e 

















Bi-Chrome Ribbons a Special Feature. 
Large Contract Work and Manufacturing Imprint Goods 
for the Trade a Specialty. 
Inked Ribbons fer Adding Machines, Time Reoords, Etc. 
Wide (2 to 11 inches) Ribt 


s made to order 


Write for Prices Giv 4, Dinu nsions Wante 1. 
U. S. Typewriter Ribbon Mfg. Co. 
New Factory Address 


Sansom and Eighth Sts., . Philadelphia, Pa., U. S. A. 


Cable Address—Mu 


ordinary business 
ing, with names lds 
lutations, 300 words « 
liminary contest. Ty] 


nave one 











An office with- 








out Good Printing on ind_ handed 

—which means Good pues g Ang aaagn 

Engraving—is like a fishing n hour's copying from 

trip without a bite. We give n yo oie 
our cuts bites enough to make tw Seed, ae 
per ; 1 also b 


them Good-Printing. Ask any- . 
one who knows us. | \ a 








ENGRAVING & PRINTING CO. . dap poco le 
Successors to t! 7 ib “ot 
CLARK fisveanecs ob gg, oben Nps 
Milwaukee - Wisconsin ' dc 
DESIGNERS, ENGRAVERS " 
PRINTERS, ADVERTISERS a 
wi ony I i 


TYPEWRITER CONTESTS 
By Frank Rutherford 


juestion has suggested itself ¢ 


riting contests whether 


f " done something 
standard of typewriting 


er 
fa e ne tar enoug! Che hest f 

omatica , 

y ‘ 
r rm results T sfea E ter . . ’ 
also admits of g eit | ; i cord 
inked clean and yet giving | ance with the ordinary work of tl ver 
good, clear, strong copie | stenographer or typewriter perator \ 
the extreme endurance | believe the contest should be |} 1 
mit of fabri curacy frst, accuracy second, ar t d 
8.-—Tested and ir nstant use last speed \ typewritte: f ¢ 
y United States and Brits ten at sixty words per minute and 
sh Governments erro! better than a similar lett te! 
i the rat of | ner 1 
; t 
> : 4 ¢ e ; ; : . F 


—~ nd properly typewritte: 
a a eh eh i eh bl ik ad ee | nd sufficient copies be 1 
Ca a; Cc nte st ‘ it h 4 set { ) 


be handed in turn to « 


| Seect 1 ¢h, ~er vor] 
| worth) : 2 oduction, as it 
— ll curate I write accurately 
} curat t iven rate of spee 
| —e than a hi 
‘ 





~ 











The scheme suggested is elastic, for the 
preliminary ct ntests could, if desired, be 
led indefinitely; thus the second con 

ds per minute, 
, until a speed 
is reached when accuracy cannot be relied 
elimination only one contestant 


t seventy wor 


eighty, and so o1 


1s 

pract g for accuracy will have, too, 

r eff d i ved results at the 

nds of yperators The tendency at 

y peed alone and 

tr for the errors to be few. By 

the 1g plan the student or operator 

will 1 ( e, trusting to 

constant ] tice t give him the highest 

possible $1 Wi ve ; ready tried it 
and it has | marked good effect. 

We invite the criticisn nd advice of 
WI nd others interested in typewriting 
T ib 

A VERY CLEVER MACHINE. 

| tile dding machine, manu 

ctured by t \lercantile Adding Machine 
( n W Lonn is one of the 

ft eld and an impor 
t one 
ed that a 
id id mak 
t addi 
bool 
| l f Iculat 
t y tl 1t 


"HI Ml \NTILE ADDING MACHINE 
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NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 


ENSDERFER 

Typewriters 

Visible 
Writing 


Light 
Action 

Interchange- 
able Type 


Back- 


Spacer 





CENA BY) 
i i 


| J 
i 


\LOG THIRTY-TWO 











The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 




















We Manufacture 


Adding Rolls 


For All 
Makes of 


Machines 








Ruled or Plain 


~ 





Cash Register Customers Rolls 
Cash Register Detail Record Roll 
Police Ticker Rolls 

Rapid Roller Copying Tissue 


Time Clock Rolls Telephone Rolls 





ili sizes and styles of small rolls made to order Esti 
mates and samples cheerfully furnished 


BENJAMIN E. BUCHANAN 
Manufacturer of SMALL ROLL PAPER 





4th and Commerce Streets 
PHILADELPHIA, PA. 





Chichester 
Typewriter 
Chairs 


Favorites 
with the 


they please 
the 






Consumer 


They 
please the 
Consumer 
because 


“THEY FIT THE BACK” 


If you sell Typewriter Chairs get our Catalog. Shows 
our Full Line of Patent Adjustable Back Chairs. 


Chichester Bros. Chair Co. 
207 Canal Street, New York 
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[THE MAGAZINE OF OFFICE EQUIPMENT 
THREE MONTHS’ TRIAL SUBSCRIPTION 25 CENTS 


hemeunseinitaas _ 
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What “Office Appliances’’ Means to Me 


IN TWO PARTS. 





N LOOKING over the last issue I'm i y mer é 
Me Part I. s g iwak 
forcibly reminded of Phe fault, d nd ilready t nk 
Brutus, is not in our stars, but in our © ae Trade J har r é 
, . By Ulysses Grant Case. ' than tne 
selves, that we are underlings We n Why sé greater k 9 
hitch our ambition-wago some star and dy to do greaté t 
1 agon to yn ta i | tion of greater importance and necessity, ( ere re 
have great anticipations but we are not a , 4} , ' 2 mit 5 income rt KS 5 
, ind then some plus hat raises the mer- , 
ways good guides « nat wagon, « ending 1 . ind interested correspondents, a ger rK 
. - g s ol th l ig . ep w cury in his thermometer of advan ement. : sf ‘ 
too much on natural forces and on others a ‘ : ; is being done Read your 
: and he advances as improves himself indi- . PR 
We are apt to be too dependent, not seli eros ; . J “wig t t your business Bib 
’ , ' : vidually and his work, and finally he is no . ; ~ 
dependent enough, not selt-relant, ut al ’ ; , OOK In and out OF season 
I & ‘ cian ‘ : longer in the strict sense an underling, be 4 ; 
ways looking for some one to push our : , ' , I greater gam¢ I 
. T ~ cause he’s original and has responsible work : 
wagon [The ambition-star may be all right 4 , bs “ae 1 t specialty é \ 5 
is in charge. We are all underlings in : 
but in trying to reach it we are not always _ . 1 ' ' 1 na mirab eatures 
, : Sager : one sense as there’s always one higher, but ; 
willing make he necessa sacrifices , 1 4) t se, and are che ) 
. eg : a ry erences, we don't always have to only follow i : - ; oe : 
give the necessary time and effort to self : . eit gh to on ; ed | s Competition in 
Jee : structions for every action performed, nor ’ , ; —s 
improvement, mental culture and body ds Eres : , 3 kinds is exceedingly keen. I: 
‘ee ge vs , always get ten a week. We can raise our : : 
veiopmen € look too much tor assist . : omciais of companies, Duyers, 
F ’ , , selves out of that niche. Read your Trade a : 
ance by others, rorgetting that one can lourna!l E parti nts, the brainy ends 
help himself through proper channels that * Pend, ; ire nsulted and convinced 
i : ~~ oe y _ sik Trade Journals in about all lines of busi- Ape aes 
will bring their reward As Sheldon says : "Ha: , tain article should be adopt 
“Make tl 7 \ - ay. ness have come into existence through ne- : ee : 
Make the man right ; Mis Wor rill take a stant battle between brains 
axe | o- rh ue - = wos oe cessity, for the diffusion of informat nd - 
care sel : | t one out of th . ' s( seiling game 1s 
Gare os Keer wea : pi greater knowledge of merchandis« In . ae wo r 
rut of underlings Read your Trade , “ae field \ higher standard is « 
; this age of commerce and competition it is , : 
Journal ' ih. quired. Users are rapidly g g 
, essential we have a means of knowing what : a 
° OV ed e i re Tr: thice . 
Improving Self. is made, for what purposes, how sold, what knowledg general offi 
, , , 6 ; rT 1.3 » £ , difference in this respect exists 
What can the specialty man do for him the other fellow is doing. Even profes- ; 
. , . ; . mt at y ten y rs 2g 
self, to improve his mental faculties, gen sions have their individual Journals for pur hick a 
] 1] T ligt ss sel y policies I 
eral knowledge, his work and his position, poses well known They appreciate the “ h T d . ; : : ~ 
: . on , . < . nda throug! rade ournais Hus 
and the future? Work alone will not attain value of them as is shown by subscription : os 
; ‘ ‘ ‘ ‘ . are getting wiser a trie ¢ 
his goal. It requires work plus. He may ists in particular, and the general interest , Ete ' 
~ , - _ ing “¢ as te keep a notch + 
become so proficient in his chosen or forced they manifest in them They want to grow, R 5. ee , 
1 Read your Trade Journa 


work that he does it like an automaton ind they 
He. remains an underling. To advance he things In 
must perform that work better than any 
one else known can do it He must 

velop it into broader fields, make the posi 


on in aver: 


do grow, so as 


commerce, unfortunately, men 


ige 


portance and value of their respective Tr 


Journals, but 


a gt t 


to do greater 


rreat educatir 





What It Teaches 


re do not fully realize the im- \ successful specialty 
de department he may be emp 
sg g ; roughly from the beg 














DIETZ DESKS DRAW TO DEALERS 


the most satisfactory trade 


DIETZ offers the lowest-priced line of 
well-made sanitary desks on the market 

DIETZ DESKS include al! kinds of 
sanitary and base desks, the largest variety 
of any manufacturer. 

DIETZ SPECIALTIES are oftice 
desks and tables 

DIETZ DESKS delight the « 
tomer 

DIETZ Cal SUT ply any dealers’ entire 
desk wants 

DIETZ CaTlrTie i | irge Sti ck al d 


prompt shipments 


‘ l1l<- 1 4 ] +1 
I IS C@NtTally tocated ; v ¢ e 


1 1 
1 +eorcyl 


dealer time and freig 


DIETZ PROTECTS THE DEALER: Never Sells Consumers Direct. 


ae Write today for Catalogue. “@g 
J. EF. DIETZ & CO., (E*sblishe?) 309-319 W. 3rd St, CINCINNATI, OHIO, U.S.A, 








duct, understands his Com 
p Ss st policy, and everything dow1 
t nt when dividends are paid 
When he d not, | n not compete 11 
brains, worl nd 1 Its, and remains an 
nderli vay down the line, or gets out 
( 1 l make himself the most useful 
d make progress, he must know all about 
is vn ¢ ds, making and selling, and 
must k great deal about his competi 
rs 1 Trade Journal will teach his 
many rat about his wn and give hit 
\ ilu ble ni ri ito! ut others and 
lied lines that he can possibly not secu 
es are allied i! 
som¢ \ r other, s n dealing with of 
ld be re y for all emergencie 
t] y aris His ability in that dire 
t serves many good purpose that re 
vert to tl good of his own line and hin 
self personally [It makes him grow 
Gr | | cel standing sti! 
means retrogression Read your Trad 
Jou 
{) s | ed, nd ca 
ssfully, what was never dor 
before, and is not equalled now, a line 
| llied oft specialties and fr 
ternity that can’t be over-estimated 
rtisers should patronize it 
mere thought of securing re 
s isiness houses and employ 
S be espective of cost 
study eacl issu S would a scho 
t book The p subscription is 
less than 100,000 and grow 
Tr \ igazines have 
g irculation that are not wort! 
ten cents per year Why don’t ambitious 
persons realize the e and cheapness 


before them 
received, and 


1 good thing when it’s put 
Advertisers can get value 


more out of every issue, aside from sales 
that may accrue fron advertising. Sub 
scribers or employes can get more tharf a 
year’s subscription price out of every is 
sue, if they know how to use it. Read your 
Trade J 

Aside from the intrinsic value of “Office 
Appliar ve a personal pride and feel 


ing for it, through having known it and its 


publisher while it was in its embryoti 
period, before it was known to the general 
public I ider “builded better than he 
knew” in advance. But, a necessity existed 
and that assured success from the begin 
ning, backed by proper intelligence and 
pus] Without th wever, it would not 
deter me from thinkis is much of it as I do 
now, reading, studying following and using 
it as I do now I don’t have to be told 
twit vhen I see tl small investment 
id ittle effor bring dividends of 

SU pr of Off \ppliances” to the 
eld it . s is ft ixis of the specialty 

t everything revolves, and 

i es é it takes in Awake 


vor [Trade Journal 
Continued Next Month 


rv f 
¢ ilking 
O n Iks all you are 
te Iking 
‘a 
( t \ ery t 
growin 
c) t if ll 
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Office and Factory: 


No iniature toy, but a full size« 
I ‘etry ire read off It is pr duced to fill ; 
id get ¢ my ete ve e€ matte! 

hine is going to pro the rest 


Liberal seta and Exclusive Agencies to the Trade 
MANUFACTURED BY THE 


TRIUMPH ADDING MACHINE 


rin years 





BE UP TO DATE 


Keep posted regarding 
device in< i equipment Sub 


OFFICE APPLIANCES 


1.50 a year: foreign $2.00 lrial sub 
ription in the United States, 3 months 
25 cent Subscription agent write 


our liberal commission ter 


The OFFICE APPLIANCE CO. 
303 Dearborn Street CHICAGO 
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TRIUMPH 


ADDING 


MACHINE 
$50.00 at Retail 


A PRACTICAL MACHINE 


AT LAST 


Gives totals as fast as the 
in unquestioned demand. Write at once 
ure the agency in your territory, for the 


dding machine. 





CO. 


205 Norwood Ave., Brooklyn, N. Y. 





Save Money — 


on your Adding Machine 


by sending us your orders 
Rolls (7 ‘ack sonokes 
Our rolls are made from strong, clean 
white stock, free from lint or dust, no 
splices nor breaks, perfect edges and 
are guaranteed full iength. 
COMPARE THESE PRICES 
with what you are paying, then send 
a trial order. 





Burroughs (Plain) Standard (Plain) 
2; in, 96.23 cage of 100 salle Z bo. 94. cage of 1 
3 4 15 ia) i) 100 i 
Pre “ight A ~y~7 pald any any 
ylace east o maha. 
gen, situa aan Western Pennsylvania 
written on business stationary. Paper Co., Pittsburgh, Pa. 





















} 
and e 


made Will carry large ledger. 


: ee _¢ 
simpiici 


convenience 
ficilency—saves time and money. 
Fits any 

FRICE $2-5° 


The Flynn fits securely to the machine, 
and idiuste d to any height or ang! 


F FLYNN. WILDER COMPANY 
DALLAS, TEXAS 


THE FUOYNN 


COPY HOLDER 


NOTHING like it for 














‘, Satisfaction and 
y. It increases the speed 












machine, 







or can be attached to table or desk 
[t is the lightest and strongest holder 
book is fastened securely by a pin at 
ck. Can be removed or put in position 
ives down in front. The spring holds 

ks at the top for holding copy of 
BIG DISCOUNT FOR DEALERS 
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| 
| NEW UNDERWOOD EMPLOYMENT MAKING GOOD PROGRESS. 
P DEPARTMENT. The reader will recall the announcement 
Commercial teachers and school proprie- in these columns some time since of the 
10nd | tors will be interested to learn that the DeLaney Matrix Paper, made by the G. ¢ 
Underwood Typewriter Company now op- H. De Laney Company of 504 East Sev 
erates a commercial teachers’ employment enty-ninth street, New York. It is a mat 
0 Our department for the placing of commercial ter of gratification that Mr. De Laney is 
school teachers. As they make no charge, succeeding with this novel method of mak 
this branch of their services should be well ing duplications in perfect typewriter fac 
patronized. This work undoubtedly will be — simil: \ sheet of “De Laney’s Typewriter 
al a er conducted in their usual efficient manner, Matrix Paper,” when placed in a typewriter 
and should be a great boon to both com- and written upon with bare type, forms a 
mercial school proprietors and teacher printer s matrix from which a printing plat 
It Will Do It Cheaper and Better ——————————— can be quickly cast, either in type-metal 
“De Lanev’s Printing Plate Compositio! 
7 ine} rinting y iti 
Than is Possible by Hand Work MY VISIT TO THE SHOW. ind thus the ordinary typewriter is enabled 
a . . to d tl W rk f a types ttins I h*t 
| By Miss Coin Counter. The oriating alate com ° 9 
: : } ‘ : ne ting p ‘ cCompositio! 1S cold 
During the recent New York Business mrocess for use in any office and simoly 1 
= , I i i i «al 7 i ‘ i140 - y .-> 
Show I received the following invitation to be mixed and poured into 1 - 
} “My Dear Miss Coin Counter fran 
i ‘Il would be pleased if you would accept an 
} invitation to the business show this week Mr. ] ] ey is \ g 
Please let me know what night would be agree : P i ee ey sit “ee 1] 
able (Signed) I —— wa vent! ; wil 
MR. DESK I 2 this 1 
I accepted the invitation and this is on pl its own 
f the many things I saw = 
First, I beheld a letter written in lear NEW I canine 
ind clean cut type, very pleasing to the ‘ COMBINATION DESKS. 
eye. Suddenly they interchanged the type, Rowlett Desk Manufact z Co! 
taking out an English and putting in an par of Richmond, Ind., clair to make 
Italian, German or Spanish o1 1 the tl typewriter desk 
nae 1e ot 1] the ri - hed S } 
machine wrote just as well, the writing r« g b D¢ 
Che machine own (No. 91) will maining always in sight. Up to this tim w! 1 yet complet desk 
make one, two or three folds, and the writer had been using a dark ribbon and drawers is permitted his -Om 
] will handle Circulars, Letterhead now by touching a small lever the charac bit typewrit bi 
4 me | \ t Wing < hail | ( Cil i y I . . 
Folders or Booklets accurately, up ‘ 17 P ; adel 7 te}, : } leck 1] 
ea ' ters all appeared in red Any width of pa desks Q 
: to 3,600 complete papers per hour, , . . — ' ‘ , . ; 
: , ' A) rt} 1 o1 per was another advantage Portability i ( ) 5 
: doing the work of six swilt hand op ' ‘ , A ' ° 3 
s 4% ‘ . . ‘ _ y rt e + 1c «Cf ¢ 
: erators. Folds all sizes from 6x6 to | stencil work, right and left 3 — ; > pe - 
14x18 in., for all standard envelope cks were others, but the greatest was its UCcsS t the same time. 
} up to No. 10, including Outlook en durability Its name was th Hammond But these p < 
/ velope ce Cypew ite nany 1 kes by \ 
/ Our No. 90 machine (shghtly What ' a a ae Oe ee, >not D eo 
: maller) will make one or two fold a< amar” 13 ae ag Ms a a ‘a - , 
a ~ Rg " : ) Oh lt is , dr ving f r ‘ 1artered « < 
in any paper tron 5x5 to 9x14 in. It ne — , P ae , , . a P : 
contains all the automatic and ex the Hammond machine tor wht sit S ers - 
‘ : ] } ¢ 
: clusive features that make National rs voted during the st W x ’ - . . . . 
Folding Machines superior to all 10,429 was the lucky one. W y sad r sks, standing desks i 
| other appliance heart I left t Garden, for I was 1 the Ss Ss i ise desk ¢ 
‘Sloppy”’ work is impossible with vinner of the I’ammond nd thoroughly up-to-date i1 ntials 
a National because it automatically 
| registers eac h sheet after it has beer 
: fed 
You can't afford to waste tim: 








} with a machine that will not fold in 
all the desirable shapes. The National 





. adjustments are quickly and simply | 
made—there is nothing to detach 
One packer for all work; neatly packs 
400 to 1,000 folded sheets, according 
to weight 
National machines are motor, belt 

or hand driven. We build Job and 

Newspaper Folders also 
: Foreign and domestic representation wanted 
; in all the principal cities. Agents, write for 
our plans and terms of selling. | 
Write Us Today for Full | 
Descriptive Literature 





The National Folding 


| Machine Co., Inc. 
| Sidney, Ohio, U. S. A. 


SELLING AGENTS 
The Office Equipment Co Denver 
J. H. Wilson Co Chicago 
Riggs Office Equipment Co New York 
Schooley Stationery Co. Kansas City 
North American Supply Co Columbus 











ROWLETT COMBINATION TYPEWRITER DESK 
































A NEW SHORTHAND DEVICE. 


When Charles E. McNamara, reporter in 


the United States district court at Duluth, 


Minn., is not taking stenographic notes or 
transcribing his notes into legible typewrit- 
ten form, he is doing something else in an 


effort to be of use to himself and his fellow 
citizens I I long time he worked on an 
attachment t i typewriter which will in- 
dicate to the operator when the bottom 
margin of the page is nearly reached. 

Now he has a device completed and has 
received the patent \t his office in the 
federal building he has several working 
models of the device, wv h are all alike ex 
cept in tl vay they attach to the different 
makes hines. Mr. McNamara states 
that stenographers and typewriters gener 
ally to whom his idea has been explained, 
commend the device, and it is acknowl 
edged generally that something that will in 
dicate plainly all the time just how mucl 

tl is left that may be written 
upon will meet with f r. The device will 
save t tit f the machine operator and 
wil ils enable hi t d presentable 
work ! uplicating tl invention will be 
found to | the most uable. Mr. Me 
\ ] ’ ; ty "% p! < yet t 
: — ing his inv 

rke 
Mak t] ns of short 
1 creasing the 
<S th: 15 pe 
gs t \ h M 
given much tim ‘ nd 
book on tl 
Q tails of t 
~ i 
ight pi 
il 


AFTER LARGE QUANTITIES FROM 
DEALERS. 


The S. S. Crook Manufacturing Con 
St Minn., manufacturers oi 
Surprise Stationery Holder, is 
large lots 

Surprise Stationery 

a shinutie. ta: ws f their leaders 
offer in 

1 mae ti 


COME TO IT AT LAST. 
. oni | ery 


Indianapoli 


) {) ve 
-ept in 
ts story 

doors t 

1d comm«¢ 

S method 
( i 
— 


GEORGE C. BORNEMANN COMPANY 
NEW LOCATION. 
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Seals 50 
Envelopes 
a Minute 
. and Costs 
$1.50 


The “Saunders” has the Effectiveness of the Tongue and 
the Fingers and the meee of a Hundred Dollar Machine 





‘ . at 
N SD4886 


Othe 


2. Does away with all complication, 
illy a id of turning a crank or watching a motor, an office boy 
with this little $1.50 tool can seal 50 envelopes a minute. A little practice will increase 
} ( 


+ trir mvelnrt slain 1 


itput to 60 per minu 
It carries its water supply in the ru fountain in the handle and applies the 
juired amount of water to the pad on t 1etal extension to keep it at an even degree 
noistur It can’t gum up, leak, rust or corrode. It is made of brass, heavily 
ted and beautifully finished l pad can be renewed for a few cents 


Write for information of our exclusive agency Plan 
Mailed Anywhere on Receipt of Price. Big Discount to the Trade 


WOODSON L. CRAIG CO., Sole Manufacturers 


Alfred Hall, Sales Manager 693 Mission Street, San Francisco, Cal. 











STERLING MACAZINE ERASERS 


re a German Silver Shel! containing a thin flat 

Eraser which is fed forward as it becomes worn 

itis always sharp and clean, it will not cramp 

the fingers, can be used asa line finder on not« 

book or manuscript, and has other desirable 

features We have a propositio for Stationers 
1d Dealers, let us tell you about it 


CREAHAN MFG. COMPANY, Pittsburg, Pa MERIT SELLS THIS ARTICLE 




















EVERY LOOSE LEAF LIES FLAT WHEN USING 


tHe ar ROVED UNIVERSITY BOOK RING 


It meets every requireme e te rarv binding of student's and stenographer’s 
a ! Simple, strong and neat Made in three sizes. 
‘ ter, hight 
‘ agiame 
lis a 
: heavy 
Open ‘ - 
Side wise , U ( inted 
from t c zi diameter 
A to B 


W rite for Particulars 


Closes OTTO KELLNER, Jr. 


Patent Allowed. Pat. No. 904,618 from eB 
Nov. 24, 1908 BtoA 4028 State Street, Chicago 








Patented Feb. 4, 1902 

















CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


JUST DIFFERENT FROM THE OTHERS 


te paper and freedom 


ym spots 
GET OUR PRICES 
MANUFACTURED BY 


THE NYE WELTY CO. 


Hartford Bidg. Downing Bldg. 
CHICAGO, ILL. NEW YORK CITY 


15 years’ experien 


JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY 
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EXILE CROSSES SEA FOR JOB. 


A romantic episode of the late revolu- 
tionary uprisings in Russia, in which the 
exiled daughter of a member of the general 
staff of the Russian army and a typewriter 
salesman, were the principals and a large 
Chicago concern the benefactor, came to a 
climax in Chicago November 25. 

The exiled daughter, first a waitress, now 
an accomplished stenographer, nearly twen 
ty-five, and with a remarkable command of 
English, walked into the general offices of 
the Oliver Typewriter Company, at 55 
Dearborn street a few mornings ago, and 
after seeking out whom she thought to be 
the “man’'ger,” handed him a note bearing 
the following words 


Kronstadt, Russia, January 10, 1907 
Oliver Typewriter Co., Chicago, U. S. A 


will explain. I was injured two months ago 
while attending a meeting of revolutionists and 
my doctor has told me that I have not long to 
live. She goes to you with this commission and 
[ know you will never have occasion to regret 
whatever you may do for her 
(Signed) H. PUVICH 

The employe, to whom the exile-stenog 
rapher had gone, took the note immediate 
ly to the office of Assistant General Man 
ager Gradwell, who recalled the name of 
the Russian representative, and at once 
summoned the young lady to his office 
What took place forms one of the striking 


OFFICE APPLIANCES 


romances that have grown out of the revo 
lutionary troubles in Russia. 

“What can I do for you, Miss Rovent 
ski?” asked the Oliver manager 

“I will tell you all,” she replied, with a 
seeming desire to remove a_ great. load 
from her heart. 

“H. Puvich, your man over there, came 
to Krondstadt one day in November, 1906. 
At the time Kronstadt in addition to being 
an army post, was besieged with Russian 
soldiers placed there to quell the uprisings 

“IT was working as a waitress in a small 
tavern in Krondstadt, having several 
months before been exiled by my father, 
whose name I[ do not care to mention, be 
cause of my affiliations with the Russian 
revolutionists. I had been attending their 
meetings and aiding their cause whenever 


his arrival. He attracted me to him. Sev 
eral nights following this he attended a 
meeting of revolutionists in Kronstadt, but 
the meeting was dispersed by a guard of 
soldiers and many were hurt. Mr. Puvich 
was severely injured 

“T went to him at once and offered to 
nurse him, continuing my duties as a wait- 
ress in the tavern. The attachment grew 
each day. I had accustomed myself to his 
typewriter, the keyboard of which was 
equipped with the Russian alphabet. I also 


attended to his correspondence and 
quently made trips to see his customers 
“One day he took my hand and sat 
“*Marcella, you are an exile 
well educated for the average Russian girl; 
you have ability and I want you to make 
fine woman of yourself. I cannot get well 
I am going now to write a letter to my 
company in the States asking them to get 
you employment after you have fitted your 
self. You will have to master the English 
language and become skilled in stenography 
and typewriting But you can do it and 
make a grand woman. Will you go” 
“T accepted his proposal and prot 
him faithfully to do as he desired \ few 
days afterward he died. I continued 
waitress, all the time studying English and 


stenography 


Gentlemen—The young lady bearer of this possible. My father told me that I was 
a letter is a very dear friend of mine by the name : “After nearly two vears of hard work, 

} of Marcella Roventski, whom I desire to go to too active in my support and that he, being Pa : “eg 
: the United States and obtain employment un a member of the general staff could not during which hime I had worked my way 
i | der your direction. You may recall my name t from Kronstadt to London, going tirst to 
i | as one of the representatives of your St. Pet- countenance it Rather than forsake what : : Sens® 
i ersburg agents. The young lady comes from | considered to be my duty, to aid those different points in Scandinavia, I have been 
: | one of the best families in Russia, but being a . pe . ‘ able to come to America I am ready to 
: | sympathizer with the revolutionists, was exiled suffering people, 1 went at his command pre v weg 
i | by her father, a member of the general staff of — and took a position as waitress. carry out his promise. 

; the Russian army, and goes to your country to : ‘ The recital held her auditor in awe. Sud 

carry out a promise made me to-day which she “[ met Mr. Puvich the second day after , ; anita 
denly he exclaimed 


“You shall have all and more than you 
came for.” 

He called to his office the manager of the 
employment department, Miss Edith | 
Packard, and told her to seek the best posi 
tion she could find 


The exile from Russia, who had come to 


\merica to carry out the promise to he 
lover, was led away and soon was quartered 
i f the Oliver 


in lodgings at the expense of 
company 


t 








A WORD WITH YOU, MR. DEALER! 
about. your Carbon Paper sales 


@ Perhaps just one question will start this discussion right —-How many orders do 
you get that read like this? ‘‘Repeat our last Carbon Paper order exactly. Those 
goods were just right and just what we want.”’ 

@ A customer reduced to that frame of mind means good business, more business, 
a steady customer and more customers. It is a profitable thing mght through 


@ One order promptly filled brings that kind of a repeat order—One order filled with 


“Smearless” Carbon Paper 


brings that kind of a repeat order; and this is why 


A Statement, 











OUR PROPOSITION With ca : ; , =e ; | 
, ‘ing s “e rements, we have deve he highest degree 

: We have prepared a splendid little book q ith untiring study of requirements, we have developed to the gne ¢ 
| of detached samples of ‘“‘Smearless of efficiency a particular paper for each particular us¢ 
Carbon for a variety of purposes 4 , ; a ia : , ; 

) We will send this set of samples free for @ Each one in the service for which it is intended, cannot be surpassed in the 
Jou SO test appearance of its copies, the number of its copies, nor equalled in the permanency) | 
We will supply extra sets for your cus - : ; , , , ' 
tomers to test of its record, cost notwithstanding. (An unqualified claim which we can prove , 
We will consult with you regarding the , ; . : on A 1 
| selection of special papers for special @ If you know the kind of work your particular customer is doing we will direct 
work. you in specifying the particular paper for his particular use. We will supply thi 
| We are fully able to prove that ‘Smear 4 sles. We will help vou take the first order ‘ 
| less” will give the prompt satisfaction S@™Mples © Will help you take tne fi ee « g 
‘ ; : » * erage : ry. . ! 

that brings the repeats ¢ The first order will do the rest I 

And, furthermore, we are prepared to t 

extend intelligent co-operation to the c 

dealer in his Carbon Paper service - e . 
Write to us for samples and further ‘ 


63 St. Paul Street., Rochester, N. Y. 


information 

















HENRY GOLDMAN COMING 


Henry Goldman, of Henry Goldman & 
Company, Berlin, w rive m America 
early in the coming year with a view of 
establishing branch office in New York 
City and the purpose of placing some of 
his and other propositions in America. Mr 
Goldman will also make arrangements for 


agencies 
mechani 


quantiti 


‘e specialties of a 
be sold in 
continental Europe. 


for American ofh 
nature 
s throughout 


which can 


His com] y is in close touch with the 
dealers in the principal cities. 

He wi st devote his attention to the 
re-introduc of his Perfected Arith 
machin desires t ike exclusive sell 


ing arrang 


‘oncerns located 
States and Canada 


ments wit! ( 


Ci 


in 


all parts the United 

Mr. Goldman is one of the best informed 
and most widely known office specialty men 
in continental Europe He has done much 
pioneer work there and naturally knows the 
entire field The success he has achieved 
attests to what extent he has covered it 
His coming to the United States at this 
time simply means that it is necessary for 
him t 1 ge his business along several 
lines and to give position to the things h« 
himself has brought out 

GOOD NEWS INDEED. 

Erect as any man, and happy as the day 
is long, Will Nichols the crippled work 
man of the Burroughs Adding Machine Co 
of Detroit, to whom the Detroit News gave 
$100 wi which t hase an artificial 
limb, is back at his task as inspector of 
parts in the plant 

“Thanks to the publicity the News gav: 
me in the darkest hour of my misfortune, I 
am now able to be und again,” said 
Nicholson, “and not only have the artificial 
limb I needed in order to get to my work, 


but have 


savings bank a tidy nes¥ egg 


of $100 w vhich to provide against any 
untoward | pening \ Chicago firm man 
ufacturing rtificial limbs has fitted me 
with one given it as a present to me. 

“My wife, who is suffering from tubercu 
losis, seems better ( ippier every day 
It ted ag t load off her mind when we 
were reli d from immediate want. The 
doct says t what s most needed was 
the ¢ ulness that « e to her when she 
Saw S&S \ friends Willing to aid us 

WHAT ABOUT THIS? 

Tl llowing was taken from the Phila 
delphia | 
To t I or of Th I 

Ss Kind tell me w tl keyboards of 
typewriters irranged in the universal mar 
ner. Tl rals at ilways arranged con- 
B8e* nme row & 1 not the alphabet, 
if si I gz ! maniy ted with the same 
speed esent wa | ee 

(It is s it ti nism of the earliest 
prac i I rs ft lired the present ar 
rangen } s, tha machine might 
ope i t bes ] tage It naturally 
follow l that persons who had learned 
this I 1 sisted inv tvpewriter that 
the i should have a similar keyboard, 
thus sar arrangement to be 
adopted f i nes t y free from the me- 
chanical diff ies of earlier types. Som«e 
of tl mar turing companies have devised 
a keyboard far mor ent, but they havs 
never met with muc! favor because of the 
preval é ersal plan, and the fact 
that an rator must nliearn one system in 
order to t proficient in another. It has 
long be led t 1 keyboard arranged 
after the s of thet ase used in printing 
establishments w ld be f more practical and 
conducive greater speed in writing.) 
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The Gammeter Multigraph 


Does Both Typewriting and Printing—on the One Machine 


As an office printing machine alone the Gammeter Multigraph soon saves its cost. You don’t have 
to do many jobs at a 50% saving before the machine is paid for. The Multigraph does all sorts of print- 
ing at practically the cost of only the paper and an office boy’s time. It uses electrotypes for this work, 

that additional quantities may be run off as required, at a moment’s notice. Besides the money 
ing effected by Multigraph printing, it saves the printer’s delays and red tape. 

Che Multigraph will print all sorts of office forms, card index supplies, postal cards, tabulated re- 
ports, quotations, etc., in any style of type desired, and in any size up to 8%x17 inches. For reg- 
ular printing work a direct inking attachment is supplied, as shown in the illustration. 


Equipped for Printing 





“ 
w 


N 


7 
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For Typewriting Form Letters, Etc. 


he regular Multigraph typewriter type is used, set and dis 
uted by an automatic device, and the impressions are made 
ough a t)pewriter ribbon, and against a rabber platen. This 
rk is abeolately identical with the work of a first-class type- 
riter. In moltiple tyeewriting or printing the speed of the 
ultigraph is 3,000 to 6,000 original] copies per hour. 


LET US SEND YOU SAMPLES 


f forms printed on the Gammeter Multigraph, together with a 

fultigraphed typewritten letter add to you personally. 

mply send us your name, the name of your firm, and the position 
apy. We will also send descriptive booklet or catalogue. 


{ 


. The American Multigraph Sales Co. 


E 








ntelligently and profita 
from your household and personal expenses by 


‘Peerless Expense Book 


a 4 € 
ir A tr wee k y montt ¥Y af j year 
iTTange t at you will ha‘ 
rma mn with a minimur t eta It a 
A I 108 [ axe oT * 4 Ma paper t ifTa ac art 
attractive cloth binding. Sent on approval for 
$1.00 postpaid. Liberal terms to dealers. Send 


for descriptive booklet. 


THE EVERETT PRESS COMPANY 
75 India St., Boston, Mass. 














2000 Kelley Av., Cleveland, O. 
Branch Offices Everywhere 
aropean Selling Agents: The International Multigraph Oo, 
49 Queen Street, London, E. OC. 








Trademarks and Copyrights 


Send your business direct to : 
Washington. Saves time and insures better service. 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty :—Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D’ C. 
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NEW PROCES 


RIBBONS and 
CARBONS 

ARE MADE GOOD IN THE FACTORY 

TO MAKE GOOD ON THE: TYPEWRITER 


UNIFORMITY OF MANUFACTURI Dealers do appreciate the fact that by 
handling the NEW PROCESS line of ribbons and carbons thev are protecting their 
trade against the irregularities that gem rally creep into even the mo carefully manu 


factured products in this line 
OUR NEW PROCESSES produce goods year in and year out of « etly the mi 


high standard quality, with not the slightest variation in a single feature rl 
is precisely the same in Ribbons and Carbons of our manufacture made a year 
five years apart if the condition of the trade has not demanded an in provement 
Under present conditions a ch the processes or inking 1 ' 1 
we do not anticipate it will be necessary for some time to come, so far superior are NEW 
PROCESS ribbons and carbons of the present day 

It is our endeavor to make the NEW PROCESS line a 
fellow knows how, and that we have succeeded is demonstrated by our growing i 
The secret of our succe tly in the QUALITY of our goods, and in the quality 
alone Markw ell 


inge ol 


little better than the othe1 
. hes dire« 


We are more than ordinarily proud of the quality of NEW PROCESS ribbon 
which branch of our business we are ck voting a special effort. with the nit 


NEW PROCESS ribbons, without question, are very much superior to all other make 


We will put the goods up for you under your own brands or special imprint in any 
manner that best suits your requirement We make ribbons for every known purpost 
and the same applies to carbon paper Send samples and price 


NEW PROCESS RIBBON MFG. CO. 


INCORPORATED) 
GEORGE H. PEMBROKE, Pres. 


72 Murray Street New York, U.S. A. 











A New Device forUse with Loose Leaf Ledgers 


ra SAVES THE BOOKKEEPER’S TIME AND LABOR 
Facilitates the making of statements 


Keeps the leaves smooth and clean and t 


the 


Bright Wire, $1.00: Nickeled, $1.25 (including 


it ledger) 


RETAIL PRICES 


wo Braces for transfer and one f¢ irre 


Write for descriptive circular and terms to trade. 


The Woodard Loose Leaf Ledger Brace 


ook neat as a bound 
book. Holds Binders in place so there is no trouble to transfer leave: 


ne r curren 
WHOLESALE PRICES AFFORD DEALERS LARGE PROFITS 


CHAS. E. WOODARD, 185 SECOND AVENUE, GRAND RAPIDS, MICHIGAN 














AROUND THE WORLD TOUR. 


George H. Richards, manager of 


export department of the 
Typewriter Company, 
from a trip around the 
in the Remington interests 


turned 


Mr. Richards has been 
two years, and his tour has exten 
through four continents During 
trip Mr. Richards estimates tl 
has traveled 125,000 mules 
actually taken passage on no less 
fortv-nine different steamers, the 
iges lasting anywhere 


days 


twenty-six 


| saa 1 
Phi piaces Visited DY I 
; 
uring this trip were Hot 


\ustralia, the 
Japan, Manchuria, the Liaotung 
Japa ; 


insula, a 


; 


the leading cities 


French Cochin-China, Singapor 
Peninsula, fa 


Indies, all tl le 


the lalay 
Dutcl ast 


commercial cities of Indi 
lv, every city of comm 
tan South Africa. Mar 
cities and countries were vis 


than once, and altogether 
ary of Mr. Richards was 
st and most thoroug! 
dertaken in the interests 
ness house. 


Widely extended as were i] 


ards travels, it is interesting 
that they were not more widely 
tended than the organizat 


Remington Typewriter Company 
is a remarkable fact that whereve 


centers of China, H o |x 


the 


Richards went, even to those coun 
tries which are the least known an 
the remotest, from the \merican 
standpoint, he was, so to sp neve 
once outside the shadow of the Re 
Seal of the Remington ‘Typewriter! 
Company. 

Mr. Richards’ journey is in itselt 
remarkable illustration of tl wi 
wide use of the writing ichine 
Equally notable is Mr. Richards’ test 
mony concerning the efficier yf the 
Remington representation in every 
country visited, and the unquest “d 
ascendency of the Remin ye 
writ 1 all the Anti 1 | 
throughout the Oriental world 

[It was a wonderful trip in the inter 


ests of a wonderful business 
nnstitutes a sermon in 


tion I Cf 
+4 
r | ‘ 


on universal and world-wid: 
acter of the Remington business 


GETTING READY FOR CHICAGO 


SHOW. 


| National Trade SI 
nat Ss established its ( C 
fices in the Hartford bui ! 
yee vy 2% to March 6 inclusi 

- / 

: 
the time tor the next ¢ ic S 
: 
snow 

‘ bas 

President Fierlein, ac 
col = \ V ice Pres i¢ T P r 





he 


—_ 


Secretary Greely, and a compliment of 
help, reached Chicago soon after the 
New York show and pitched right into 
the next on the program. They have 
succeeded in getting the Chicago show 
nicely started and the promise is cer 
tain for the best and biggest show 
ever pulled off in the Coliseum. The 
company is going at this next business 


show in a way to convince all of the 
sincerity and rightful purpose of the 
men back of it. That being so they 
are having little ‘trouble in selling 
space. The entire proposition looks 
now as a great hit 

Further announcements’ will be 
made in the January number. 


THE COMPRESSED AIR TYPE- 
WRITER. 

A novelty recently shown at the Ber- 
lin exhibition of inventions was the 
ympressed air typewriter, which is 
without springs and levers to wear out 
and break, and has 8o per cent less 
parts than the ordinary lever machine. 
The horizontal type-wheel, with letter: 
sliding radically outward, rotates con 


stantly around a vertical shaft. Be 
low the type-wheel, and rotating with 
it, is a vane, which has a channel tak 
ing air from the source of supply and 
branching to the diaphragm chamber 
inside the type-wheel. In its rotation 


the vane passes around the inner pe 
riphery of a fixed ring which has open 
ings connected by tubes to the keys. 
The air from the rotating vane nor 
mally passes through these openings 
and escapes from the keys, but when 
the finger covers the aperture in the 
key, the air is forced back into the 
tube, and the pressure produced as the 
vane passes the closed tube pushes out 
the diaphragm, pressing the letter op- 
posite against the paper on the platen. 
Only a touch of the finger is necessary, 
the air doing the work, printing the 
character in the 1-120 of a second. 
While the type-wheel is operating as 
usual, an automatic duplicating attach- 
ment can be made to perforate a paper 
pattern, and as this is passed over the 
keyboard the perforations cause the 
machine to reproduce the writing, any 
number of successive copies being pos 
sible. An _ electric or water motor 
gives compressed air for a few cents a 


CASH BONUS DISCONTINUED. 

The Remington Typewriter Com 
pany announces that it has discon 
tinued the cash bonus system in vogue 
there during the last five years and by 
which men who had been employed by 
the company for ten years or more and 
who were exemplary in their industry 


received $100 a vear in gold in addi 
tion to their wages Payments were 
made at Christmas time and about 
July 1. About $28,000 has in this man 
ner been distributed each year. 

- 
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b6he Mercantile 


Adding Machine 
Price 


Ge 6 mee ee 265 O omnes os amaettn Orareers tem 
MEPCANTHE 400006 MAC HIME MOAN 
MOMMA, Ce ee 4 


Patent [ Foreign Countries 


63 


Adds — Subtracts — Multiplies — Divides 


Capacity, 999,999,999 


Weighs 10 Pounds. 


Has Re peat Ke and Error Keys- -Light Action 
Strong Stroke—Simple and Strong Construction. 


Lightest and Fastest Adding Machine 


in the World. 


Mercantile Adding Machine Co. 
NORWALK, CONN. 











— TYPEWRITER — 


TOOLS TYPE 
PARTS PLATENS 


—— THORP & MARTIN CO. —— 


BOSTON, MASS. 

















OFFICE APPLIANCES 


‘oO TYPEWRITER 
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Simplex Automatic 
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nvelope Sealer atin, Oe 
Jus : Brother Russel 
or Gl r any of tl valiant 
R stor ewriter off j 
| business is t S¢ lays and 
Used and Recommended by People YOU Know smile that won't come off 
ee he four men above, n 
| tl not lost a sing! 
a oc ° } - . di — ‘ I st montl 
It is always hard to understand All of speaks well f 
. . t < if ir r 1 
how an inventor can have the courage So ew 
. } 4 lert rg al m 
to depart entirely from the basic prin- 1g p the Elliott-1 
: . ~ | s oO 
ciples used by all other manufacturers y heer Bui he _— sates 4 
| in his line, and we do not blame vou 7 pany s newest distri fl 
d é KS f things and the w 
| for being skeptical regarding some of ee ne oe 1 
| . Rian os aenm tiane ahot he out n the ome stretc} 
| the things you have heard about the Augusta, Me. 
. i_ on ; Merrill and Closson o iwust 
| SIMPLEX SEALER. =. i and C sson of A g 
But now we come to you as - a re doing quite a large trad St 
| dealers and users with a record ees > ae oe 
/ x 4 arena. srnetony V De n+ ence gee 1d £ 
of a year behind us and and Su vcting Attac ment, 
/ we ask you if the in- ; nares — , as Suet 
. dorsement of such users as these ton _ Typewrite r Comi any at \ 
| ‘ = eT mn ue madre im 
. below is not sufficient to convince = é the Any oo es 
r ientally, r allesor 
. you that the SIMPLEX, even though wae gt Typewriter Com} 
. . aT reports a magnificent : 
it is a departure from the old style the new Remington models and t Add 
ing ttachment 
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Marchal] Field & Co. (2) Office Appliance Co « itot Albar ~ 
Montgomery Ward. &( Bank of Montrea Mr. Sine fl 
Pennsylvania R. R.Co Parker Pen ¢ t} st ir or ft y S ; 
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Washington (5) David C. Cook Pub. < times as an offi syster , 
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General Electric Co Nat’l Bank of Commerce En m4. “ne I . 
Curtis Pub. Co South Bend Watch bl ge Mis 1 .- 
Hapgoods, Inc Colgate & Co ina g at id < Ss < 
x Bell Tel. Cos. of Chicago, Phelps Pub. C: ne 1 met ds ir 
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The SIMPLEX MFG. CO. | °° 
90 West St.,NEW YORK 108 La Salle St., CHICAGO Ji) 9768" 8 the Insianap is oe 
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FACTORY; GRANBY, CONN. 4 r the ee nd t vit 























: 
: tor Zz it Ba 
Miss |! n R. ¢ it = 1 
: l f 
oft ae Ren gtor 4 " 
PETERSON’S DESK COMPANION [oe (whbor 8. Mann” Mes. 
For Roll Top Desks . Ss ted so long 
. Placed under pigeon holes of roll top desks. Clears the desk of ink- Birmingham, Ala 
wells, pen trays, ete.. and provides a proper and convenient place for Anderberg, Sout rn |! 
desk necessities. Two inkwele on J .. t. swing beneat! abinet I I er Compa W 
sealing them from dust and evaporafion Four tubes backed with f ft ntl elnping the Bir ¢ fT ‘ 
corks are adjustable to any length pen or pencil Drawer with seven get vs g ne pr : 
compartments for clips, stamps, et¢ wae ntl . 
An ornament to any desk. Occupies no valuable space and gives g ’ rood sales 
additional desk room. . ; xe « 
Peaters and Saties Agents lames A. Prescott is a new s 
there is a demand for this device and we are stimulating it by Remington Typewriter Compar > 
our advertising, which is bringing inquiries and orders from er \ rrit 
every part of the country H 5 is Mr Pedig i 
We refer orders and inquiries to local dealers and assist you territory for over tw ears s 
to make sales. heer romoted to be 1 I g 
. . . ban res) - } 
Write Us for Complete Information 7 s Ped ein M , , 
, , - , , , edigo Is a ner 
, mirit y ] ry x ae fr 
SCOFIELD & COMPANY, 150 Nassau St., New York | | spirits in Alabama who. like M 
the , w Remingtor models 
¢ 
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Mr. Prescott, the new salesman, enters fast 


compal but everybody believes that he will 
make g | 
> > > 
Mr 1. M Lund, the city salesman of the 
Remington Typewriter Company in Birming- 
ham Ala., is one of the best in the business 


Since the advent of the new models he has 
been smashing his old records in the sale of 
Remington typewriters Anybody who knows 
the kind of a record Friend Lund has been 
making for the past two years will realize that 
in his case record smashing means something 
It takes Lund to smash the records that Lund 
makes 

Mr. Lund is another one of those men who 
are strong on billing sales 

Buffalo, N. Y. 


The Buffalo office of the Remington Typewrit- 





er Company started off wit a rush when they 
got the new models, and they have been keep- 
ing it up ever nee 
The new Remington models have certainly 
made a hit Buffalo to judge by the smiles 
and contented faces of all the Remington boys 
> > > 


G. B. Rona) who left the Buffalo office of 


Remington Typewriter Co. about a year 
ago to engage in other business, has now re- 
turned to the ranks and has again taken charge 
of his old territory 


Mr. Barrett, formerly manager of the Under 


wood Co.'s office in Buffalo, being no longer 
with the company, they have appointed Mr 
Harris Hurst as manager He was formerly 


manager for the same company at Atlanta, Ga 
Since Mr. Hurst's advent in Buffalo the busi- 
ness has shown a very large increase, and Mr 
Hurst will in all probability prove a valuable 
addition to the Buffalo branch of the Under- 
wood organization 


> > 
Manager Wakeman of e Remington Type- 
writer Co. reports that they are breaking all 
records for Buffalo territory since their new 
models were offered for sale He says that 


1908 will close breaking all previous vearly rec- 
ords for machine sales for that office. 


Boston. 

P. J. Ridder, the manager of the Boston office 
of the Royal Typewriter Co., has just closed 
two large deals, one of them for several hun 
dred machines Mr. Ridder has recently opened 
branch offices at Worcester and Providence 

> > > 

Oscar L. Clough the well known Oliver 

salesmar ir Worcester County, Mass., under 


the Boston office, won t prize offered by this 
company during October for the largest num 
ber of sales made by any one man 

> * ° 


During the football season the various type- 


writer and office supplies companies seem to 
vie with each other to see who can get up the 
most attracti\ window decoration To a close 
observer, the title clearly belongs to the Oliver 
this seasor for the originality displayed in a 
very unique window the week preceding the 
great Harvard-Yale game 

> > > 

Cc. T. Silsby, the newl appointed assistant 
manager f the local Oliver office, is rapidly 
getting acquainted with the big users of his 
machine nd seems to be thoroughly imbued 
wit the far is “Oliver spirit.’ 

> > . 

lH. Faught traveler in Vermont for the 
Oliver Typewriter Co recently paid a visit to 
Bostor Had his pockets bulging with orders 

Fa 
° > . 

The Oliver igents have idded one or two 
repairmen to their force and say that business 
i king vith them 

> > > 
The Freeman Company have added a line of 
ynd hand machines to their stationery busi- 
ness, and are going after the second hand busi 
ss W g ce 
> 7 > 

The correspondent met D. P. Whytock, spe 
cial ling | sent: e of the Underwood 
Compar ind inquired how fall business was, 

1 res ed the answer! Fine! Fine!”’ 

> > . 
SS - t t forme! ited at Worcester 
salesmar for the Smith Premier 
‘ Pr 1 r 
> > > 

A. H. Sar rn, former! vit the Underwood 
Cc pal rt 1 remarka business with 
his ‘ Says ‘ has more orders 

> > > 

The Neilan Typewriter |! inge says busi 

ss g I f nd it necessary t 
iW e ] , ’ ft 

* *¢ « 

4 I 1 forces that business has 

hear y 1 
> > > 
H. W Ben the r Remington salesmar 


tT stirring , ; 4 busir mer showing them 
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The Addressing Machine is the best proposition for a 
dealer or Buyer of office appliances. 








It can be adapted in more different departments of 
office work and will save more time in the average office 
than the adding machine or typewriter. 


The Elliott Addressing Machine does not require the 
services of a high priced operator, but may be run by any 


inexperienced employe. 


Mistakes of any kind are absolutely impossible. 


In every line of trade and in every department of the 
office there is a use for this machine. 


Without doubt, the most tedious and expensive work 
in any Office is the addressing of, the statements, mailing 


list, pay roll, etc. 


But with the Elliott Addressing Machine all this work 
can be handled by the office boy at a speed of from 2,000 


to 3,000 pieces per hour. 


Send for full particulars. 








THE ELLIOTT ADDRESSING MACHINE CO. 


99 Purchase Street 





BOSTON, MASS. 

















HEADQUARTERS FOR 





Typewriter Ribbons, Typewriter Paper, 
Carbon Paper, for all uses. 
We manufacture the best line of TYPEWRITER 
SUPPLIES on the market. 


THE 8. T. SMITH COMPANY 
11 Barclay St., New York City. Tel. 1164 Cortlandt 


Please send for our Catalogue and samples of Mani- 
fold, Typewriter Linen and Carbon Papers: also 
Price Lists of same. DISCOUNTS TO THE TRADE 


i Cheap Typewriters 


Remington No.6 )u 27,000 $20 
and 27 to} 50,000 25 
Smith Premier No. 2 \ 50 to 100,000 30 


Oliver No. 2, under 30,000 . . . $20 

Oliver No. 3, 30to0 100,000 .. . 2 

Oliver No. 3, over 100,000 . .. 28 
Typewriter Platens recovered, 50c each. 


St. Louis Typewriter Exchange 


201 N. 7th Street, ST. LOUIS, MO. 
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TYPEWRITER NEWS—Continued. 


J. J. O'Toole, formerly with the Underwood, 
has gone .to Cleveland to engage in the oil 
business. He has the best wishes from all his 


associates 








IS SOLELY FOR THE BENEFIT OF cd 
The Model Typewriter Inspection Co. have 
THE removed to 165 Devonshire _ street Messrs 
| Shaw and Schoenthal are very well pleased 
|} with their new quarters. 

| > & @ 
YPEWRI ER The Hammond Typewriter Co vill be 
| i | obliged to look for new quarters in the near 
future as the building in which t ire lo- 


DEAITI ER | cated is to be torn down 
| * ¢* * 

The N. £. Typewriter Supply C are now 

; street Miss 


very nicely located at 84 State 


Or the Person who desires to become Wilson is one of the few lady managers, who 
has been able to make good in tft supply 
one | business. 
| ** « 
DD x > ° . . 7 es ere There is a rumor that another ipply and 
EVERY STATIONER—EVERY DEALER IN OFFICE APPLIANCES— | inspection Company be gg ite in Bostor — 
many months There is ample room for such 


EVERY AMBITIOUS MAN EVERYWHERE— | a concern. 
of the Underwood, in 


THE WORLD OVER amen of. the. Mechanteal Department at ‘New 
} ] i ; lere recently 


York, paid a short visit 
> 














. . > . . . . * 
should have our proposition. We ship machines daily to all parts | | certain typewriter salesmen were charged by 
. . a judge of the City Cor of robbing rphans 
of America and abr« ad W hy not some to your It = ms Re A A gel little too far an 
took a machine that an operator used for earn- 


By recent contracts we are constantly receiving a large number of toa hee daily bread, and the typewriter com- 


pany were obliged to pay damages 


- 
| Brooklyn. 

Factory Rebuilt A W. Buckwell, formerly foreman of the 
school in the Monarch Compar is foreman 

‘Tt be ° ~ rt . . oO he rehuildinge denar ent of the Gener 
Typewriters, with new office case, etc. These machines are practi- Typeuttier Tabane’ ot tow York — 
cally new and absolutely the best stock for a Dealer to handle. RE NES ah 
Great River, Suffolk County, has er i 1cor- 


porated with the State Departn ent, with a 


GET OUR PRICES on these machines—it will pay you. capital of $10,000, divided into shares of $100 
T i are A. M. Fiske, C. W 













































eacl The directors are 
Larkin, and J. C. Moesch of N . Citv: C 
TYPEWRITER EMPORIUM | *=% secon ster 
wood, of Brooklyn 
Cleveland. 
Established 1892 $3 $3 92-94 Lake Street, CHICAGO ee G Ze meee ad of the Cleveland office of 
he temingtor ypewriter C is not 
content these days to sell Reminet tvpewrit 
! ers one at a time Last month |! i them 
by the twos, am the threes ind the fours, 
and the sixes, and the sevens T is goin 
some even for a Remington maz nd Schu- 
macher is not the only one of the Remingtor 
Don’t Lick Your Envelopes! J) \\)%8ec2"8" 
Ther re others, in fact there are several 
p others, and they are all in the sam« lass 
> . > 
R. B. Buswell, manager of E tt-Fishe 
THE GUMMED FLAPS ARE DIRTY Gua, mae te aie pecmeseous tamen te 
the billing machine business M lis ar 
z bh writter nr thar er f wT} 
If you ever saw envelope glue made just once Cleveland sales of Elliott-Fi .t 
Brot Buswell is right 
, . . . . . 
you'd be cured of the habit for all times. R. L. Bowen, city representative for Elliott- | 
Fisher Company, and Miss M. |! Robbins of 
Marquette a tich . aes married October 22d 
ind Mrs. Bowen will make t me ir 
na 
Sanitary Envelope Sealers |... 
I B. Greene has beer ! t 
city salesmen in tl local off I 
ingtor H was transfer ’ r 
— N. ¥ 
PRICE | Moisten the flap by one stroke as shown. Fold nial 
flap and roll down byreturn stroke and it’sdone. oD Barwell, Gistrict mas Eliott 
days early part ‘of the mont) [r RB swell’s 
' . ’ heada irters re i YNeveland ind is gen- 
Sent anywhere in U. S. on AGENTS ‘ ral supé rvision one ‘a number is. 
| receipt of price. LE er ee aaa o ae “F 
ibbard yrmer! t nder- 
: WANTED | vost Biotest oso ea 
; Columbus territory for the L. C. § & Bros 
) Everywhere ee. ee ace 
R. E. Gerardy, formerly 1 Co- 
lum ffice of the L. C. Sn »- 
writer Co., is now working ti 
The Ohio terri rt a 
Metallic f | I tl t r eos We : ;, 
. > 
Packing Smith-Premier ‘ 
2 to tl Nels g 
. > . 
Co. Chas. FE. P. Whitehead 
ted with the local Oli 
Dept. B fs 
P Ww W Hunter of t I 
Am. Trust Bldg. & | ( says tft Ss 
ai electior lav ; g 
CLEVELAND red with the period pre ] 
> . 
N. E High tower. Recs manager t Ren 
ingtor rypewrite r < w ! t 
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Exhibit 


at the 


CHICAGO BUSINESS 














and we will con- 
vince you that | : 
all we need is the 


Opportunity — 








3 to bring you 
satisfactory 


Results 
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IONAL TRADE SHOW CO., Hartford Building, Chicago. 




















OFFICE APPLIANCES 


Business 


is improving every day. 
Now is the time to push. 


Show 


your goods and con- 

vince the buying public. 

Over one hundred thou- 

sand business people will 

come to see you during 
one week. 


The result is up to you! 





NATIONAL TRADE SHOW CO. 


Hartford Building 


Chicago 
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TYPEWRITER NEWS—Continued. 


A bright idea seized one of the men con 
nected wit the Oliver Typewriter Co. of this 
city. He proposed that since they had anniver 
sary days, et why not have a “Killen” day 
Manager Killen was delighted at the “killing,” 


which was evidenced by the stream of orders 
which poured in on his names day. 
- > . 


Manager Blodgett reports the sale of 22 Un 
derwoods recently to the Littleford Business 
College. . * * 

A. G. White of Louisville, Ky., who was for 
years the local Fox Typewriter dealer, has reé 
cently taken charge of the L. C. Smith & Bros 
Typewriter Co.'s office 

> > . 





O. S. Powers, manager of the Columbus of 

fice of the Smith-Premier Typewriter Co 

spent a few days around Thanksgiving in his 
old home in this city Mr. Powers complains, 
as do all the Smith-Premier typewriter agents, 
that their great trouble just now is the inabil- 
ity to fill orders on their new Model No. 10. 

‘ > + >. 


ge 


2 A. E. Marcum has taken charge of the West 
Virginia territory for the Underwood Type- 
writer Cx Mr. Marcum was for three years | 
previously in the same territory for the Smith- 
Premier Co 

‘ 7 . . 

’ Oo. C. Rice, part owner of the Columbus Busi | 
ness College, and at one time representative 

J of the Underwood Typewriter Co. in that city 
has taken charge of the Columbus sub office of 
the L. C. Smith & Bros. Typewriter Co. 

. > 7 

* An interesting demonstration of the new 


Model 10 Remir gton t ok place recently at the 
Sheldon School of Cincinnati, when Mr. Fischer 
; of the Remington = ypewriter Company, who is 
a graduate of tl school, demonstrated the 
new models at one oe the monthly meetings of 
the Business Science Club 
There was a notable gathering of business 
men present, all of whom were of course deep- 
/ ly interested in this latest production of the 
great Remington factor 
Mr. Fischer received the hearty applause of 


the audience as well as the personal congrat 
ulations of all present for his excellent dem 
‘ onstration of the many sp lendid features of the 


new Remington model 
. > 
Cc. A. Corry, salesman of the Cincinnati of 
fice of the Remington Typewriter Company 
has been only three months in the Remington 





—_—~ 

















: service, but during that time he has made a 
record which stamps him as a Remington 
Spirit to the manner bort Last month he sold 
over thirty machines West Virginia has al- 
ways been a strong Remington territory, and 





“4 LEADER FIR YEARS AND A LEADER 
DAY AS WELL” 


LITTLE'S CARBON PAPERS 


1 synonym for quality are represented in 
e well-known brands 


“Cobweb” ‘Satin Finish” ‘Gold Seal” 


known the world over, whérever Typewriters are 
ised, always the same, 


LITTLE'S —_ FINISH” AND “GOLD SEAL” RIBBONS 


Always uniform, afford the highest degree of satisfac- 


it is likely to become impregnably Remington 
if Mr. Cort keeps up his present record. 
Chicago. 

J. R slethen, formerly with the Oliver 
Type writer Company at St. Louis, has taken a 
city territory under the Chicago office of the 
Smith Premier Typewriter Company, formerly 
covered by Mr. J. M. Sturm for two years, 
Mr. Sturm having been appointed manager of 
the Peoria office of that company. 

- > > 


ee i 


ae i al cee meme 


O. S. Bloss, manager of the Davenport (lIa.) 
office of the Smith Premier Typewriter Com- 
pany, visited the factory in Syracuse and his 

' home in Kirkville, N. Y., recently. 
, * ¢e 

F. G. Doyle, who has been in the typewriter 
business about twelve years, recently associat- 
ed himself as salesman with the Chicago office 





of the Smith Premier Typewriter Company. =, 
Sf te y +y service under ail conditions. 
H. M Webb, formerly connected with - 
: the Dayton (0O.) office of the Smith Premier A “LITTLE” AGENCY IS A BIG BUSINESS ASSET 
Typewriter Company, is covering the South ania 


Side city territory under the Chicago office 
of the Smith Premier Typewriter Company. 
> > > 


A. P. LITTLE 


Main Office and Factory 
ROCHESTER, NEW YORK, U.S.A. 


H. S. Gilbert, for two years in the local of- 
fice of L. C. Smith & Bro. Co., has been made 
manager of the St. Louis branch, taking his 
new place Dec. I 


——— 


. . > 


Aprnacis seg ete i 


: J. FE. Neahr. sales manager of the Under Distributing Offices : 
' wood Company, was in Chicago for just three CHICAGO, NEW YORK, PHILADELPHIA, PITTLBURG, 
: minutes last month on his way to Minneapolis CLEVELAND, W ASHINGTON, DBD. C., LONDON, ENGLAND. 


and St. Paul 
. > > 


[he New York Office is a spacious ground floor at 


The employment department of the Under- 287 Broadway, Cor. Reade St., the largest, finest and best 






wood reports the mont! f November to have : 2 

been the biggest in the history of the local red mace f the world devoted solely to T pe- 

office Suppli De alers, Typewriter Men, Purchas- 
spice ents alway elcome. 


Harry Adams, one of the best typewriter 
men hereabouts, has replaced A. C. Smith in 
the Rockford territory, Mr. Smith being lo 
cated in Chicago 











o > 7 
Manager Alkire of the Underwood reports an 
increase of 40 per cent for November, as com- 
pared with a year ago 
(Continued n page 76.) 
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A Pioneer in the Rebuilt Business 


PIONEEER in any business does 
just what the word “pioneer” sig- 
nifies. He helps to blaze the trail; 


to hew the timber and make a path—that 
that business may make a place for itself. 
And pioneers are men who see where a way 
may be forced when to all intents and pur- 
poses such a path is impossible of con- 
struction. 

In considering the rebuilt typewriter 
business there comes to view irresistibly the 
name of J. E. Grady, one of the staunch 
and unflinching pioneers. His name is linked 
so closely with that department of the type- 
writer industry that it may be of interest 
to some to know the story of J. E. Grady 
and what his business amounts to today 


The Man Himself. 


J. E. Grady is an Illinois product, gracing 
life at Rock Island in the year 1873. Rock 
Island, forming one of the tri-cities—Dav 
enport, Moline and Rock Island, has given 
to the world some mighty big business men, 
among whom may be mentioned the great 
John Deere, of plow fame; Frederick 
Weyerhauser, the lumber king, and the fa 
mous Ben Cable, of the Rock Island rail- 
road Grady became associated, after a 
course in grammar school and a local busi 
ness college, with the Rock Island Plow 
Company, where he continued until the 
time of the panic of 1893. 

Early in 1894 he went to Chicago, brok« 
in pocket, but not in spirit. He secured a 
connection with the Page Belting Company, 
an eastern concern with a Chicago office, 
with which he remained for three years 
Following this he entered the employ or 
the Rockwell-Rupel Company, which was 
the largest office supply house in the West 
at that time, and from a minor position ros¢ 
to be treasurer and general manager of th: 
company This concern operated a city 
store, which took a line of second-han 
typewriters merely to dispose of them for a 
friend who had taken them as security for 
a loan 


1 


This city department was under the su 
pervision of the main office and was instru 
mental in bringing Mr. Grady in contact 
with all its operations. In disposing of this 
particular lot of machines Mr. Grady saw 
the possibility of a great business if prop 
erly handled. This may be said to have 
been the key to his rebuilt typewriter un 
dertaking. He studied all the methods in 
vogue at that time, as well as later, as t 
what was done with these typewriters, how 
many there were of them, and came to the 
conclusion that the public at large would 
be willing to pay a good price for a second 
hand machine if it was properly rebuilt 
His mind, therefore, was turned well in the 
direction of the rebuilt business; it was at 
this juncture that he began to hew the path 
of that department. One aid to him was 
the careful study he gave to the city stor: 
and in which he experimented with most 
satisfactory results 

In 1903 Mr. Grady severed his connec 
tion with this house and took up an im 
portant business with the Oliver Type 
writer Company, wherein he was brought in 
touch more closely with the larger buyers 
of second-hand typewriters, and where he 
found that his ideas were based on good 


The Story of “Rebuilt Grady” and His 


Oliver company he came in touch with the 
manufacturing end of his experience gained 
from that contact and close study of th: 
typewriter situation fortified his opinion and 
judgment as to rebuilt typewriters, and con 


correct in his position. 

just three years ago, remember, 
he organized a company of his own and rar 
it as a side issue, building the ground work 


the employ of the Oliver 
and took personal charge of his 
This was in the spring of 1906 
got a good hold on the reins 
he began to promulgate 
year opened his famous cam 





TYPEWRITER CO 
Thus he starte: 
tr ick of its ¢ 


responsibilities 


him, and is generally 


His Rebuilt Business. 


rebuilt business 


actually rebuild typewriters, but one 
very first and the one to use the word 
its present day usage, and also claims 
since his advent into the business the meth- 
ods of handling second-hand typewriters 
has been entirely revolutionized Conse 
quently Grady is a leader; the advertis« 
ments in the trade papers prior to Jun 
1906, clearly establishing the fact that the 
Rebuilt Typewriter Company was right 
front all the time. 

“Rebuilt Grady” has constantly bee 
forceful fighter against poor workmanshi 


He works for quality and does not fail t 
advertise the fact. His company does rt 
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is the only one in the world 


] + 


claim that 1t 
which knows how to build a typewriter; it 


does not allege a monopoly on all the se 
crets of the trade, but it does say that it 


turns out the machines, giving considera 
tion to quality first and cost second Phe 


aim is always to please and give th 
tomer what he wants 

The Rebuilt Typewriter Company is 
cated at 30 Dearborn street, Chicago 
\round the corner is the wholesale and me 
chanical departments. The Dearborn stree 


store is the retail and general offices de 
partments. There Mr. Grady has his per 
sonal office He employs in those tw de 
partments fourteen persons The work is 
divided along the most systematic lines 
each man being a specialist in his work 
Mr. Grady is thus able to divide the work 
of the business and vest it in competent 
hands, and gives himself time for t mat 
agement of its outside detail. 

The wholesale and mechanical part 


ments, around in Lake street, occupy an et 
tire floor of 10,000 square feet of spa 


employs forty-two expert typewrite 


men and builders and eleven apprent 


There is no experimenting with met 
for he gets the best 


de partment 
market affords. The mechanical part 


vided into repair department 
building department. Little need be 
the first because it is generally underst 


and carries with it no great measut re 


sponsibility 


But the rebuilt department is pet 
most carefully and minutely pl d 
iperated vorks! op of 1ts kind I 
trations shown here give a good id 
rrangement which is no different from the 
usual of its character. But in this 
ment it should be emphasized 
Grady carries every part of every t 
made. There is never any attempt t 
the op 1 ket what is needed 
ment eady is there and 
piace i mpanv orders thes } 
such lots that there is a plenty at . 
Cher nickeling, baking, « f 
ind isting departments as aux t 
the bi s. In fact the typewriter 
building s taken through precisely the 
same steps as in the parent typewrit 
tory The moment a machine is received 
it is stripped and the parts deposite 
box with a number. After the machine has 
gone through the process of being rebuilt, 
in order to make the frame and body new 
again, the parts are then put through the 
same process, each being thoroughly ex 
amined for defects and all defective or 


worn parts are substituted with new parts 
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VIEWS IN THE MECHANICAL DEPARTMENT OF THE REBUILT TYPEWRITER COMPANY 














machine is ready for 
of being put to- 


And soon, until the 
assembling, the 
gether again. 

The question is often asked by the skep- 
tical, “Is the typewriter really rebuilt?” 
reader, just take a peep into the fac 
Rebuilt Typewriter Company 
and convince yourself. It is always open to 
inspection and you will your 
opened if in the least you doubt, not Mr 
abstract proposition that type- 
writers are not rebuilt. They are rebuilt, 
entirely, thoroughly and successfully. 

The entire 
arranged so as to afford the 
service to the buyer; and it is just as big 
a proposition as the typewriter factory, 


Stage 


Dear 
tory ol the 


have eyes 


Grady, the 


up-to-date and 


equipment 1s 
t best possible 


only, of course, on a smaller scale. Smaller 
what five years from now? Re 
it the Rebuilt Typewriter Com- 
pany is not three years old. Measuring the 
future by the past, five years should treble 
the size of the rebuilt business. 

The Rebuilt Company has 

- oO finest miscellaneous typewriter 
United States. The organiza 
ind the company is 


now, but 
member tl 


Typewriter 
one of the 

res in the 
tion is most complete 


ilways looking for the highest grade of 


1echani 1s well as the best brains to in 
sure perfection in departments. The 
ympany nually turns out a vast number 
of machines and the increased orders often 
get bey 1 the output and when one takes 
into consideration that in July, 1906, the 
entire organization consisted of two re 
pairmen, one boy in the shop, Mr. Grady. 


salesman in the 
making 
sixty-seven 


one stenographer and one 
idministration of the business, 
total of six people, and today 
people are on the payroll, all hustling to the 
very limit of their endurance, it denotes 
wonderful growth 

The illustrations genuine to a d 
gree and would show up much better were 


it possible to have shown all the outside 


men 

The stock carried is the largest west of 
New York and even then it runs short 
The number of parts s referred to above 


makes it necessary to have always on hand 
a great supply, because many machines are 
turned out and it takes the time of one man 
and a boy in the parts-room at ail times, 
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assorting and distributing then 
The present quarters of the factory were 
thought last May to be large enough for 
two years to come, but leases for quarters 
three times the size of the present location 
have already been made, to take effect the 
first of May, 1909, 

Other Features. 

believes in 


receiving, 


Mr. Grady giving the dealer 
the best value at all times; whenever it is 
found 
machinery that will improve the 

The foreign department o« 
part of the affairs of this company Mr 
Grady attends to this department 
demand is so great fron 


demands that 


installs the best of 
product. 


cupies no small 


economical he 


' , 
nimselt, 


ince the 
countries and 


S foreign 
things 


given spe 


which 
peculiar to foreign countries be 

cial attention It may be stated in all 
frankness that the foreign business has 
grown to be much greater than 
thought possible. When Mr. Grady estab 
lished his business he counted on nothing 
but the domestic demand; now the foreign 
demand is a big department in itself and th 


likelihood is that it will force an enlarg 


ever was 


ment of the factory beyond the present 
plans 

The retail store is even too small for th 
stock that it is necessary to carry at 
times. 

The Rebuilt Typewriter Company does 

t sell at wholesale in Chicago, because tt 
yperates the retail store and that is the only 
retail store in the organization The 
iente n Chicago is composed of the 

gest concerns The demand from this 
source is enough to keep a smaller factor 
bus the time, not to mention the de 

d from all over the country 

The company caters to the typewrite: 
lealer particularly The company indles 
only high grade machines and the deale 


yreciates the service that in consequence 


it is able to give There are many dealet 
who have contracts with this concet 
hereby all inquiries are referred direct 
They advertise very largely to obtain these 
nquiries, spending thousands of dollars 
innually, but make it a rule t sell retail 
vhere they have no accredited deal ind 
thousands of inquiries are turned over 


1s manner every year 
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The trade name “Grady Rebuilt” at- 
tached to the product of this company was 
put on a year ago to offset imitators. The 
company goes on the theory that anyone 
can offer a rebuilt typewriter, but none but 
accredited dealers and the Rebuilt Type- 
writer Company itself can offer “Grady Re- 
builts,” and there is perhaps no man better 
known to the trade than Mr. Grady, who 
in the past year has covered almost every 
city of note in the United States, Mexico 
and Canada. He has made a careful study 
of the situation and what the local dealers 
have to put up with, and is therefore in a 
position to realize their wants and take 
care of them. 

It is impossible for Mr. Grady to give 
every piece of mail that comes into the 
house his personal attention, nor can he 
examine every machine, but his orders are 
very rigid as to how matters are to be 
handled and like all concerns, admits of 
some errors, but every complaint and crit- 
icism is passed upon by him personally. 

Three years have done much for Mr. 
Grady and his rebuilt business. The early 
thought has ripened into a tremendous idea 
and the end is not yet. But the beginning 
and the results since then augur well for the 
things that are sure to come in this line 
of effort and to Mr. Grady personally for 
the work he has done. It is a fixed adjunct 
to the typewriter industry and the man 
Grady occupies no small part of it. 

WRECKING THE TYPEWRITER. 

“We sold one of our machines to Mrs. 
Van Rensaleer for her boy,” said the type- 
writer man when he had fixed the machine 
so it would write “The quick brown fox 
jumps over the lazy dog” all right. “He 
was ten years old. It was Christmas time. 
She bought it for one of his Christmas pres- 
ents. It cost her a hundred dollars. Two 
days after Christmas she ‘phoned me to 
come up and see about the machine. I 
wish you could have seen it. The boy had 
taken it all to pieces. He hadn’t left two 
little pieces of it together any more. He 
had it in a soap box. It was the worst 
wreck of a machine you ever saw. It took 
me two days to put it together again. I 
have great hopes for that boy.” 
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Made of aluminum. 


Writing Visible. 


The Only Folding Typewriter Made 


Most visible machine ever produced 
is positively the 
Everv live dealer should sell the Standard Folding Type- 
, Write us. 
309 Broadway 
NEW YORK 


‘e some territory open for exclusive agents. 


Standard Folding Typewriter Sales Co. 


==2\y9 | STANDARD FOLDING TYPEWRITER 
MECHANICAL |MARVEL 


Guaranteed to turn out good, clean work. Only 


Portable Machine to successfully compete with the high priced ones.’ 
Carrying Weight Only Six Pounds. 


PRICE, $50.00. 
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neatest, 


it ‘“The 
most compact and complete 


One dealer aptly named 








Folded, for Carrying 
Occupies Space 5"x74"x10" 
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TYPEWRITER NEWS—Continued. 


(Continued from page 71.) 


George Button, of the advertising departmer 


of the Underwood, was in Chicago last mont 


W. F. Dorris, district manager for L. C 


Smith & Bros. in Detroit, was here last mont 
Calgary, Canada. 
Great interest has been created in the t 


me 


writer field lately by the Calgary School Boar: 


asking for an estimate on typewriters for Ii: 
struction purposes Of course, all the |! 

typewriter men got busy right away and t 
sparks flew for a day or two Mr. W. Cc. D 
gert of the Remington came away with t 
dotted line filled out, however Chis is a li 

habit that Mr Dygert has No 
has a warm place in her heart for a mar 


this kind, which really isn’t so very surprising 


oe 2 
Mr. Dygert of the Remington lately land 
the Garbutt Business College of Calgary fi 


ten machines Considering that this 

only had ten machines previous to that t 
order was worth talking about This order 
so has the honor of being the largest indivi 
order éver obtained in the Province of \ 
berta We are not very big yet, but you wat 
us grow 





> > > 
The talk of the town these days is the rt 
of the new Remingtor ind the new Sn 
Premier So much visibility is a strai t 


eyes, but we shall get used to it 
Detroit. 

\ S. Champion, manager of Elliott-Fi 
Company reports a good month's busin 
and what is still better, the outlook for the fu 
ture is very bright Since Mr Champion a 
sumed charge new sales offices have been s 
cured in the Majestic Building with amy 
room to show the various models of the Elliott 
Fisher 

> . > 

Cc. F. Hill has connected himself with the De 
troit branch the Hammond Typewriter Com 
pany He is located in Michigan territor 

> . > 

Due to the decided increase in business If: 
the last two months, the Detroit branch thé 
Hammond Typewriter Company has been com 
pelled to put on an additional stenographer 

> > 7 


R. B Bushwell, district sales manager El 
liott-Fisher Company, was in the city a few 
days assisting the local office with their work 

Denver. 

The Denver office of the Smith Premier 

Typewriter Company, through it manager, Mr 


Gq | Hancock, report i goodl number of 
sales to schools ind business colleges during 
September and October 

. . > 


Several schools that have not heretofore ised 
the Smith Premier are now favoring that ma 
chine simply because their territories now show 
the machine to be predominating among the 


users The census of one town of 9,000 poy 
lation showing between 60 an 70 per cent 
Smith Premiers overt ill other mak« ind 


mony other smaller towns in similar propor 
tion 


R. W. UNDERWOOD, PRESIDENT 


OFFICERS 


Broadwa 
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The Hoeffler Bros., proprietors of the Colo Edmonton, Canada. 
do Typewriter Exchange, report a good busi The s Uf vhi lt ! 
ness The popular littl Royal seems t be age! inuar n this 
lding its owr inder their management The local £ f the Smit Pr 
Colorado company is one of the oldest in Der Co I feel delighted wit t 
ver and has built up a business the Hoeffler of the & and the should do 
boys may well feel proud of A square deal to This st ue l ¥ 
ill, being the motto of the company, it i well stati nd iffice ip 
lived up to nave s 
> . > . > > 
“Doc” Davis seems to be more bus t n ~ 0) ri 
ever these days with the improved mods L, Mr. Hi 
c¢. Smiti He says it’s a dandy to den \dam nt The ¢ 
rate And Doc can deliver t goods ill in t it 
right in | 
Vianager Anderson of the Remingtor is I 
busy these days O. K’'ing orders for t new Ss 
wdels Nos. 10 and 11 \ ft Reming 
i - - ig i demonstrating 
R S Payne, the happy-go-lucky Riley of B t ippeara of 
Underwood fame, located at Pues l getting fice I 1 alr st ass 
is quota of business Riley says he has all con f ‘ rat 
can do answering inquiries. is ing 
- > > . > > 
Fred Hazard, selling the Monarch in the Col G. } ¢ 4 I 7 
orado Springs territory, who recentl took unto ness l and } spects 
imseif a wil is one of the active oung type ist e! ser f 
writer men who goes after busines it t is e goods 
right wa Fred reports a gt 1 bus ss and ness 
says the Monarch is it ae, Fe 
a Fitchburg, Mass. 
R A. Brown, formerly with Win Slade: ik. H eto! the we } 
Co Pueblo, is andling a line of typewriter: fitter t is lded 
supplies in San Francisco, Calif to t tofor 
= . Pig l “) 
EK. J. Stanton, former! wit t Und ‘ 1 sect 
Company at Pueblo, and later agent for t Fort Wayne, Ind 
Monarch at Trinidad, has severed is « ne F ) \\ ! Ee lliott-! ! 
tion with the latter and is traveling throug thi t was ji 
the Arkansas Valley in Colorado for the Rem says buildis the Elliott-I 
ington Company Mr Stanton sa ‘ gets strong £ 
the glad hand everywhere with the new Rem Gloucester, Mass 
ington visible. =. ] r Bros Ce t! 
Dallas, Texas. ig t ive 
R. E Ledwidge formerly a cit salesma! ner t lemand for t 
for the Smith Premier Typewriter Compar at fice s luring the past f 
St. Louis, Mo., has taken up the it work fo Hartford, Conn 
the Smith Premier Sales Company n Dalla H. S. K inager f the R 
Mr. Ledwidge arrived in Dallas in time to tal ( { a has rece 
charge of the Smith Premier exhibit at the age! t Bridgeport. New H 
State Fair of Texas, and made a good start b “ti ld es now ir 
selling a machine at the fair on the pening this i ! nt territo more 
day, October 17th : e 
. . . Fac e nt thie west sid 
Fred W Kdgett who a eal 1ZzoO Was one to hav t n or new ife d 
of the men in the field for The Smith Premie davs, and t in a lone time 
Sales Company at Dallas, has decided to go looked ! ht nd encour 2 
back into the typewriter business again, and in Many firt ave increased tl 
he future will be found in the Smith Premier and severa companies 
ranks at Houston, Texas, where he has taken help 
the position of city salesmar Genet! Manager Coc 
"vs write ( inv stated at is re 
W B. Morrison who for severa ears has to worl , rtime to keep up 
sold the Smith Premier in Sout Texas ind coming The now employ 60 
who has for several weeks been confined to is is expected that before t ope zg 
bed with appendicitis, is again in his territo: vear t t this force will be larg i 
ind reports a good business, with even better The cot is now inst ing t < 
prospects Morrison says his customers havs new ’ nery and wher 
simply been waiting for him to get out of bed will t e« for more skilled 
ind come and get their orders Che it it the Underw 
Des Moines. looked t in ove ear. ¢ 
George \ Jewett president . va lewett manage! that the factor 
Typewriter Company, who is now i ‘ ! full t | 
notified the local offi that he will returr \ll dur depressi 
I> Moines about Dec. 29 its fu vorking fore Si t 





H. B. BECKLEY, VICE-PRESIDENT HERBERT CLIFFE, MANAGI 
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past week it shipped as many as 200 machines 

Mr. Rice said that many inquiries are being 

received daily in addition to the regular orders 
Harrisburg, Pa. 

Ww. J Evert, purchasing agent of Elliott- 

Fisher Company, entertained a number of 

friends at dinner Thanksgiving day. There was 


lots to eat and big, fat clear Havanas for the 
men to finish up on, while the ladies enjoyed 
eir cafe noir After everyone had rested 


from their efforts to do justice to Evert’s feast 
there was some target shooting in the edge of 
“Spotless Town,” where there were some re- 
markable (?) shots made No one was hurt, 
and the merry crowd moved on down to Hunt 
er’s—Advertising Manager Hunter. Singing and 
dancing ended the fun that followed the “feed.” 
> . > 

Improvements are still going on at the ENiott 
Fisher Company's plant Two new tool vault 
buildings are nearing completion. The Pennsy] 
vania Railroad Company has just finished lay 
ing side tracks from its main line to the main 
Elliott-Fisher building This gives the company 
its own switch to two railway systems of 
Harrisburg—Pennsylvania and Philadelphia & 
Reading Heretofore Pennsyivania freight had 
to be sent in over the other switch, which was 
insatisfactory both t the railroad line and the 
company 

. > > 

Elliott-Fisher Company's business is reported 
as very good, and the shipments and activity 
around the plant indicate that business is on 
the boom here ‘e were informed that October 
sales reached the highest point since the panic 
of a year ago. General Manager Watt has sur- 
rounded himself with a lot of good men in all 
departments and is pushing things in his vigor- 
ous style 

- > > 
Ilion, N. Y. 

I. Clark Seamans, accompanied by Lucius 
Robson, left the first of December for a winter's 
stay in California Both are well known in the 
Remington typewriter industry and later they 


will be joined by G. B. Pelton, who is now on a 
business mission for the company in Australia 
> a . 


The marriage of Miss Alice Conkling, a well 
known employee of Remington typewriter 
works for many years, and Harry Palmer, a 
voung business man of Seneca Falls, N. Y., o 
curred on November 25th 


> > 7 
The members of the Ilion Board of Trads 
were pleasantly entertained by I. Clark Seamans 
at the pleasant Seamans residence on November 
24 Over 100 were present and after the guests 
were made to feel at ome they listened wit 
pleasure t a talk yn Japan, as gathered by 
Mr. Sear ns on his recent trip there Refres! 
ments were served and the pleasant meeting 
tended t bring into loser relationship the 
friendship of the host ind this organizatior 
which i loing so r for this live muni 
ali 
* * 
On Nove ber 15 the following notice was gi 
out for publicatior t the Remington t 
rit \ is good news to the 
= a ee 
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THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 


Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


oO Cylinders Recovered 
ss, All Makes 





TYPEWRITER INSPECTION CO. 
317 BROADWAY, NEW YORK, 


ESTABLUSHED: ---1892. 











“The Carbon and Ribbon Manufacturers Supply House” 








S. J. ROSE & FRANK 


201 Wooster St., New York City 


Importers 


Onion Skin 
and 


- 
Feather 
Weight 
Typewriter 
Papers. I> 


Manifold Tvoeenvee 


. 3 the tt 
Ss. Paice - 
Paper smc 
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SOLID HUB UNDERWOOD SPOOLS 
CARBONIZING PAPERS. ALL WEIGHTS AND 
GRADES FOR ALL PURPOSES. j 


and Manufacturers 
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O Ribbon Boxes 

















Lithographed 
: and 
pitta Plain Spools 


wit brat 

















OFFICE APPLIANCES 


THE MAGAZINE OF OFFICE EQUIPMENT 


THREE MONTHS’ SUBSCRIPTION 25CENTS 











ee 
SS 








Pale | 


aa 








do nntinl = 





78 


TYPEWRITER NEWS—Continued. 


loyees, and to all interested in the typewriter 

dustry throughout the world: “Owing to the 
enormous initial demand for the new models, 
Nos. 10 and 11 of the Remington standard type- 
writer, the resources of the great Ilion factory 
are being taxed to the utmost. To relieve the 
situation nearly 500 men will work overtime 
from now into next year, the rest of the plant 
running as at present, a full 59-hour week. 

Jackson, Tenn. 

H. D. Parker, who has been representing the 
Underwood Typewriter Company in this terri- 
tory from the Memphis office, has resigned on 
account of his health and gone to Florida. We 
are sorry to lose Mr. Parker from this territory, 
and hope to have him back with us again, fully 
recovered. 

7 . - 

H. C. Hoover, formerly with the Remington 
Typewriter Company in this territory, was mar- 
ried to one of Jackson's most charming young 
ladies last week. Mr. Hoover is now located in 
Memphis, where he is interested in the sale of 
the Universal Adding Machine. May success and 
happiness go with him and his. 

Joplin, Mo. 

W. J. Pickering, manager of the Smith Pre- 
mier Typewriter Company’s branch at Joplin, 
upon receipt of a sample of the No. 10 Smith 
Premier, took it under his arm and started out 
to visit some of his trade. In three hours he 
sold five machines, each an individual order. 

Kansas City. 

H. P. Sutton has been transferred from the 
Fort Smith office to this office of the Underwood 
as city salesman. 

Knoxville, Tenn. 

At the recent fall commercial exhibit in the 
armory, held in Knoxville, an exhibition of the 
new mington models 10 and 11 and of the 
Wahl adding and subtracting attachment of the 
Remington typewriter attracted the greatest in- 
terest not only from the merchants of Knoxville 
but also from the merchants and bankers of 
surrounding towns. The Remington line ts de- 
servedly strong in the East Tennessee territory 
and is gaining strength every day. 

Kenosha, Wis. 

The final act in the settlement of the affairs 
of the defunct Visible Typewriter Company will 
take place at the Federal building in Milwaukee 
when Carroll Atwood, the trustee of the bank- 
rupt concern, will sell the plant of the concern 
to the highest bidder. The plant is regarded as 
a valuable plece of property for manufacturing 
purposes and it is said that several companies 
are seeking to secure possesison of it. It rep- 
resents an investment of $150,000 and consists 
of six acres of ground and the large two-story 
factory building with all the machinery in it. 
It is claimed that the plant has been kept in 
condition so that the purchaser can open it for 
immediate operation. It was thought that the 
Earl Motor Car Company would be a bidder for 
the plant, but this company is now out of busi- 
ness. Several local manufacturers have been 
watching the plant and it is possible that one 
of these men will purchase it. Real estate men 
in speculating on the sale seem to believe that 
the plant as it stands should bring in the neigh- 
borhood of $40,000. As soon as possible after 
the sale of the plant the final settlement with 
the creditors of the company will be made. 

Los Angeles. 

The Smith Premier Typewriter Company in 
Los Angeles recently promoted A. FE. Ravens- 
croft, formerly foreman of the repair depart- 
ment, to the position of salesman in country 
territory, including a portion of Southern Cali- 
fornia and Arizona. It is needless to say that 
Mr. Ravenscroft has been handing in a goodly 
number of orders. is all 

F. H. Schlador of the Smith Premier Type- 
writer Company in Los Angeles is to be pro- 
moted from his position as bookkeeper to sales- 
man, having territory within the city of Los 
Angeles. Mr. Schlador has done his work so 
well in the bookkeeping department that it is 
almost a foregone conclusion that he will make 
a success in this other field. 

. 

A branch office of the Royal Typewriter Com- 
pany has recently been opened at 218 Mercantile 
place in Los Angeles, where they have nice 
quarters. 

Louisviile. 

E. F. Naylor has returned from his trip to 
England. Says he didn’t get seasick on either 
the going or coming voyage, but mighty glad 
to get back with his Elliott-Fisher prospects. 
Mr. Naylor is the Louisville Elliott-Fisher sales 


agent. 
Montreal, Canada. 

The Royal Specialty Company of Montreal 
have accepted the agency for the Royal type- 
writers. 

> > > 

While there has been considerable talk of 
financial depression throughout Canada, it 
does not seem to have affected A. Milne Fraser’s 
t writer business, as Mr. Fraser advertises 
that his sales of Smith Premiers to date are 


ahead of last year. . 


The Complete keyboard seems to be the favor- 
ite machine in Nova Scotia, there being more 
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Smith Premiers in the schools of that Province 
than all other makes combined. 
Montgomery, Ala. 

S. C. Hoyle, resident salesman of the Rem- 
ington Typewriter Company in Montgomery, 
Ala., is doing the business of his life these days 
in the sale of Remington typewriters. Mr. 
Hoyle is an old soldier of the Red Seal. He used 
to sell Remingtons in Texas and wherever he 
has sold them he has left a Remington terri- 
tory from center to circumference. 

Middletown, Pa. 

A typewriter works desires to locate in Mid- 
dletown. This industry, it is claimed, will em- 
ploy 100 hands at the start—all men. The con- 
cern will be investigated. 

ilwaukee. 
(By Special Correspondence.) 

The Milwaukee sales office of the Elliott-Fish- 
er Company is now located in pleasant and com- 
modious quarters in the new Caswell block. 

. . 


William G. McClintock, in charge of the re- 
pair department of the Milwaukee office of El- 
liott-Fisher Company, has been transferred to 
the foremanship of the company’s repair depart- 
ment at Minneapolis. He leaves to assume his 
new duties on or about the 15th of November. 


Milwaukee typewriter dealers found that No- 
vember sales were far in excess of those for any 
previous month of the year and indications are 
that the high level of business reached will be 
maintained for the remainder of the year. Gen- 
eral business conditions in the city are rapidly 
improving, money is becoming more plentiful 
and the prospects were never better. Collec- 
tions are most satisfactory and this phase of the 
business, which caused some apprehension ear- 
lier in the year, is now exceedingly bright. 

. . . 


After an extensive trip in the east P. D. Snow 
has returned to Milwaukee and will continue 
his work as salesman for the Monarch Type- 
writer Company, covering Milwaukee and part 
of the southern Wisconsin territory. 

. * . 

“Business is very good,” said A. Bothe, Mi)- 
waukee sales manager for the Monarch. “The 
prospects are bright and we are all expecting 
nothing short of a typewriter harvest.”’ 

. . * 

The Remington Typewriter Company in Wis- 
consin, under the management of A. W. Roth, 
is meeting with excellent success of late. Mr. 
Roth believes in the policy of ever “‘keeping at 
it,’ and the strenuous campaign which he and 
his force is making in Wisconsin territory is 
resulting in remarkable sales being made. As 
soon as a prospective customer is sighted, and 
many of them are rounded up by the Remington 
agents, he is visited regularly by salesmen and 
then from week to week is sent letters from the 
main Milwaukee office which tells the expected 
buyer all of the many merits of the Remington. 
By the time a few weeks have passed salesmen 
and literature, together with practical demon- 
strations of the machine itself. have made a sale 
and added another victory to the long list of 
Remington conquests. 

. . . 

E. R. Johnston, Milwaukee manager of the 
Smith Premier Company, reports that the new 
Model 10 Smith Premier is arousing no end of 
interest in the Wisconsin field. Inquiries con- 
cerning the successful machine have been arriv- 
ing from all over the state and sales have been 
most satisfactory. 

. . 

Among the members of the Wisconsin consis- 
tory class, Scottish Rite Masons, who were con- 
ferred with the thirty-second degree at Milwau- 
kee, was Andreas Bothe, Wisconsin sales man- 
ager of the Monarch Typewriter Company. 

. > . 

Now that the election has passed and general 
confidence seems to have returned in the busi- 
ness field, Milwaukee typewriter dealers report 
that trade is being revived in a decided manner 
and that the prospects were never better. Man- 
ufacturing is fast returning to the normal stage 
in the city, several of the largest plants now 
being operated at something more than 80 per 
cent of the normal. Money seems to be more 
plentiful, and according to bankers the tendency 
to invest is now much more general. The nat- 
ural result is that general business is taking on 
new life and typewriter men say that sales for 
the past week have been most satisfactory. 

. . . 

J. B. Lanigan, Wisconsin and upper Michigan 
manager of the L. C. Smith & Bros. Typewriter 
Company, was recently absent from Milwaukee 
a few days when he made a business trip to 
Madison in the interests of his company. 

. . . 

The H. H. West Company, representatives of 
the Royal Standard typewriter in Milwaukee, 
report a month of heavy sales for the machine. 
F. H. Jones, in charge of this phase of the H. H. 
West Company’s business, is meeting with much 
success with the Royal in Milwaukee territory. 

. . . 

“The month of October was certainly a banner 
month with the Monarch Visible typewriter,”’ 
said A. Bothe, Wisconsin and Upper Michigan 
manager of the Monarch. “Indications are that 





the month of November will even exceed Octo- 
ber, as the outlook is most promising. Several 
large contracts have been placed in Milwaukee 
recently, among them the full equipment of the 
Daily News offices with Monarch machines. We 
have also.sold the Filer & Stowell Manufac- 
turing Company a full line of Monarchs.” 
. . . 

Harry J. Smith, formerly associated with the 
Milwaukee Sentinel, is now connected with the 
Monarch offices in Milwaukee as special supply 
man, 

> . . 

The Monarch dealers at Menominee, Mich., 
Gregory and Race, both experienced typewriter 
men, have been meeting with excellent success 
in Michigan territory. Both report that business 
is all that could be asked for. The reputation 
of both men is well established and the trade 
seems to be well pleased. 

. * 


R. J. Coad, salesman for the Monarch in Mil- 
waukee and at various points in southern Wis- 
consin, has made an exceptional record for the 
past month. The management of the Milwaukee 
office is well pleased with the results which are 
being secured by Mr. Coad, one of the best ex- 
perienced typewriter men in the district. 

Minneapolis. 

The Oliver Typewriter Company now occupies 
its new building at 124 Fourth street, south, in 
the city of Minneapolis. The building is a mag- 
nificent evidence of the growth and prosperity 
that the Northwestern branch has enjoyed. 

- * . 


G. A. Greene made a wonderful sales record 
out of the Minneapolis branch office during the 
month of November. His brother salesmen are 
trying to reach his record. 

. * * 


Henry T. Myers, formerly assistant manager 
of the Oliver Typewriter Company at Boston, 
now occupies the position of assistant manager 
at Minneapolis. The change seems to do him 
good. He smiles all day as he takes the orders 

. > . 

D. W. Taylor, for so many years on the city 
sales force of the Oliver at Minneapolis, is oc- 
cupying a territory in North Dakota with great 
credit to his company and himself. 

. . 7 

One of the biggest months ever recorded by 
the Minneapolis branch of the Oliver was in the 
month of November. Prosperity has seemed to 
have returned with a vengeance, judging from 
this report. 

. * > 

B. M. Baker, formerly local agent at Minot, 
N. D., has been promoted to the Oliver sales 
force from the Minneapolis branch. 


New Orleans. 

The typewriter that we have all heard so 
much about has made its initial bow to the New 
Orleans business man and from all appearances 
it has come to stay. We have watched with in- 
terest the advertising campaign of the Royal 
Standard Visible and have been patiently wait- 
ing to see what local company would be chosen 
to represent it. The Southern Typewriter Ex- 
change are the fortunate ones this time and 
they are receiving a ‘Roval’’ welcome where 
ever the machines are shown. There is no doubt 
but that the Exchange has a good field to work 
in and that they will get results satisfactory to 
themselves as well as their company. 

> . . 

Mr. Keplinger, manager of the Monarch Type- 
writer Company, added a young lady saleswom- 
an to his selling organization during the past 
month. This is distinctly a new departure for 
this city, and the other companies are wonder- 
ing among themselves as to what the outcome 
will be. For some time past we have been in 
the habit of placing our orders for ribbons and 
carbons with the fair sex, but never before have 
we stopped at our busiest time to hear the mer- 
its of some particular typewriter told in a gen- 
tle female voice. Heretofore we have told the 
“man” to “take a walk’ when his arguments 
have been coming in a little too strong or his 
calls a little too frequent, but can we do this 
with the “lady’’? We forsee numerous compli- 
cations, and while we sincerely wish this young 
lady success, we also trust that the other com- 
panies will not follow Mr. Keplinger’s example 

New York City. 
(By Special Correspondence.) 

Miss Rose Fritz, the champion typewritist, 
will leave for Europe on the ‘Lucania’ on 
Wednesday, November llth. She will be accom- 
panied by her mother. She will visit the busi- 
ness show at Glasgow, and may also go to Ger- 
many and other prominent cities of Europe. 
The “Office Appliance” silver trophy will be 
taken on the trip and exhibited to the ‘“‘natives’’ 
on the other side. 

> + . 

Miss Rose Fritz gave a demonstration of her 
typewriting skill on the Underwood typewriter 
at the Plainfield Business College at Plainfield, 
N. J., recently, and wrote 144 words per min- 
ute, and carried on a conversation at the same 
time with people in the audience. The matter 
was new to her. She also wrote 198 words per 
minute from a practice sentence of five lines. 
Two hundred and sixty-four words she also 
wrote in two minutes from new matter. 
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Emil Trefzger, the Remington typewriter ex 
pert, who ran Miss Fritz a close second in the 
championship contest, gave an exhibition of his 
skill at the Drake Business College, Plainfield, 
N. J., recently He made the following records: 
125 words in 60 seconds, and 141 words in 60 
seconds, both from copy On a memorized sen- 
tence he wrote 207 words in a minute. From 
dictation he rattled off 125 words in 55 seconds. 
and then when blindfolded wrote 118 words ir 
54 seconds 


The Smith Premier Typewriter Company hav: 
in their window a wax figure, life size, of Unck 
Sam, dressed in appropriate costume, holding in 
his hands the new No. 10 Visible Smith Premier 
This makes a fine advertisement, and serves its 
purpose of drawing attention to the new model 

> 7 > 
Mr. King, manager of the New York office 
of the Smith Premier Typewriter Company, is 
wearing a happy smile these days. The demand 
for the new Smith Premier Visibles is so great 
that the office is away behind in machines. The 
factory is working hard to catch up with orders, 
but there in be no possible doubt as to the 
public wanting and demanding the double cas 
keyboard visible. 
* a 


H. E. Hatch, the well known salesman of th« 
Smith Premier Typewriter Company, has just 
recovered from the operation that he has 


dergon¢ He is now on the firing line, and bus 
picking off the ripe orders which are awaiting 
him. 

* > > 


H. J. Humphries, manager of the L. C. Smit! 
Bros. ‘Typewriter Company, gave a supper to t 
salesmen and their wives at his home at New 
Rochelle on Saturday, November 14th. H. W 
Smith and Mrs. Smith were the guests of honor 
Mr. Humphries gave this supper to celebrate the 
fine month’s business that the salesmen secured 
in October A most enjoyable evening was 
spent, and after the supper all took part ir 
dancing 





George Butter, of the foreign machine depart 
ment of the Underwood Typewriter Company, 
left for Chicago and the west on the 28th inst 
on a two weeks’ trip He intended to leave be 
fore, but sprained his knee kicking a football or 
Thanksgiving day 

> > . 





DeWitt Bergen, treasurer of the Underwood 
¥ 3 vriter Company, made a trip to his farm 
ghkeepsie ir s automobile on Thanks 





*. * . 


The Remington Typewriter Company are hav- 
ing a large sale for the new models. The local 
salesmen have done so well that they are a 

l 4 enough machines to fill 


the demand This | iealthy The new ma- 
nes are giving the tmost satisfaction 
* > . 

J. E. Neahr of the Underwood Typewriter 

Compar is on a trip through the west. 
* . * 

Charles Hands, vice-president of the Under- 
wood Typewriter Company, was pleased to 
ceive a sit from his daughter on Thanksgiving 
day. She is a student at Vassar College 

- * . 
T f Nelson Miller, advertising manager 


of the Underwood Typewriter Company, paid his 
parents a visit on Thanksgiving day. He is 
studying at the L. C. Smith Technical College at 
Syracuse in the applied science department f 
e > > 

The typewriter trade during the past few 
eeks is shown 1 decided move on the 1 

grade All report good business and fine pros 


ects coming spring. Now that the ele: 
tior r, the business man has begu! 
ecognize that he must get out and hustle, and 
is a nsequence the first thing that requires 
attention is the office equipment Orders const 
quent me in for 1 hines, which gladden tl! 
heart f typewriter salesman and bring a 
smile to the cheek of the manager. 
. . > 

The I Cc. Smith Brothers typewriter is now 
equipped with a back spacer and a new aut 
mat I e and lock A new marginal pape! 
guid : ; adjustable to any width of paper 
nas a recently been attached to the machine 
nd is attracting ! lerable attention It er 
ables one to put s eeding sheets of paper in 
he same place on the platen They have also 
dded t the machine a comma and a period 
sti vi prevents these characters from per 
fora g paper and platen. These improve 
ments all tend to make the L. C. Smitha 


ilar hine, and are features which have er 
led t ilesmen to effect many sales during 
I few weeks 


The Underwood Typewriter Employment B 
reau has now over ) square feet devoted to 
this purpose alone. In this room are fifty cor 
respondence ma and seven Underwood 
billing machines at t service of those seeking 
emp! t, all of which can be used free of 

hargs The billing machines are being adopted 
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There's 
Something 
In It 

For You 


DEALERS WHO HANDLE 


Keystone 
Ribbons and Carbon 


have advantages of quality and price 
that gets the business and assures repeat 
orders. The line embraces ribbons for 
every machine and carbons for every 
purpose. Our sources of supply for 
materials and our facilities for manu- 
facture enable us to produce a standard 
of product that we can furnish to deal- 
ers at an interesting price. 


WRITE TODAY 


The Keystone Carbon Paper Mfg, C 


Home Office and Factory: Franklin, Pa. 
New York Office: 26 Broadway, New York 
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NION 


RIBBONS:CARBONS 


ARE BUSINESS BUILDERS 


BECAUSE thev are the highest grade type- 
writer-ribbons, pen and pencil carbons that can 
be produced at the prices. And they are this 

BECAUSE we, the manufacturers, have a large 
factory equipped with the best up-to-date machin- 
ery obtainable for the production of this class of 
goods. And 

BECAUSE we employ only the most skilled 
operators in the manufacture of the ‘“‘Union”’ line. 

BECAUSE our goods are the result of the best 
carbon and ribbon formulas of modern science 
worked out in our own laboratories 

BECAUSE they are put upin the most attrac- 


tive packages p ssible 


And You, Mr. Dealer, Should Join Us 


BECAUSE these goods 
tion to your customers and 

BECAUSE they not only draw and hold satis 
fied customers, but the goods pay you a splendid 
profit. 

BECAUSE we help you to build the business 


with advertising, sampling, prompt shipme 


ive absolute satisfac- 


—* 7Q 


ring repeat orders. 


of fresh goods, forwarding orders from your terri- 


Pam) 


> | ‘ , - - 
tory, and by every possible form ot trade co-oper 


ation 


Try Us. 
Union Ribbon & Carbon Co. 


9th and Thompson Streets 
PHILADELPHIA, PA. 


Write for samples and prices 





Chicago Office: 
324 DEARBORN STREET 
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SECURE AS 
TIVE DESK 
ITSELF 


Rt 





MEILINK’S pSWiNains. 





is the only stand with a 
positive locking device 


Rigidity is its superior quality. No strain 

yn your knees. 

Can be locked solidly in any position. 

By a quarter turn of a large thumb-screw 
the stand is positively locked in any 

Pp sition 

No knee-rest or braces needed. 

Any writing machine can be operated on 
it with the same speed as it were on top 
ola desk 
in be used on either side of a desk. 

It gives the needed desk-room for refer- 
ence books, card boxes, typewriter, etc. 

Tops enameled steel, golden oak or mahog- 
any finish; your option. Size, 14x 18 
inches 

The rods and hinges are finished in nickel, 
oxidize copper or black enamel. 

These stands are perfect in finish and con- 
struction. 

Oxidize Copper Finish . 
Nickel-plated Finish . 
Enameled, three coats, polished 


We have a special line of 
Dealers safes that are sold by the 
Best Office Supply Dealers 
at a good profit. Get our complete cata- 


yue 


MEILINK MANUFACTURING CO, 
TOLEDO, OHIO, U. S. A., 











Noiseless 
Automatic Typewriter Cabinet, 
Attaching System 


gq The only device that permits t 
instant attachment of the 


writer to the cabinet 


@ The only device that permits t 


instant removal of the typewrt 


from the cabinet. 


@ The only 


Sanitary cushion f rt { 
machin 

@ The only de f +4 

t writer to t t that 
not make its 

than before t f ‘ 


@ The only atta 


lengthens the life 


TYPEWRITER ECONOMY COMPANY 


411-429 Tribune Building, New York Cit 


@ The only attaching device that 
counteracts abusive strain on the 
machine itself, by the tabulating 
jumps and hard throws of the car- 
riage back to begin new lines. 

@ The only attaching device that 
does not soon destroy the elasticity 





of the rubber feet. 

@ The only attaching device that 
favors the conditions of good type- 
writing. 

@ The only attaching device that is 
good enough to sell at a profit. 

@ If Mr. Dealer wants to please Mr, 
Customer he should sell him this 


devic S. 
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TYPEWRITER NEWS.—Continued. 


Remington line, including the models 6, 7 and 
$ and the models 10 and 11. 
. > 

The promotions in the Remington roll of 
honor during the past month again illustrate the 
world-wide extent of the great Remington or- 
ganization. 

Those who have entered the ten-year group 
are Mr. Herman Bauer of Berlin, Mr. A. H. 
DeWitt of New York and Mr. W. J. McHaffie 
of Spokane, Wash. 

Among this month's promotions to the five- 

r group of the Remington roll of honor the 
fore! contingent is well represented. These 
include Messrs. Victor Dahli of Birmingham, 
England; W. Payne of Coventry, England; R. 
W. Fielden of London, H. Koref and J. Koref 
of e, Bohemia, and J. J. Fresco of Cairo, 
Egy t. Among the Americans are W. J. Evans 
) Dailas, H. H. Savage of Houston and H. C. 
Topp, manager of the Remington office in Los 


Angeles. 

It is doubtful if there are many fraternities 
to-day of such a world-wide character as the 
roll of honor of the Remington Typewriter Com- 

ny, and certainly none where the members 
In every country and every continent show 
such a feeling of solidarity and enthusiasm in 
the common cause. The Remington roll of hon- 
or is in every respect a unique concomitant of 
a business enterprise. 


The Monarch Typewriter Company, 300 Broad- 
way, New York City, is asking for rates and 
sample copy of New York state papers. 

* °¢ * 

Mrs. Mary L. Smith, wife of Edward R. Smith, 
— manager and secretary of the Blickens- 

erfer Typewriter Company at Stamford, Conn., 
was the plaintiff last month in the Supreme 
Court before Justice Erlanger against the Park 
Avenue Hotel for $7,500 damages for being 
ejected from the hotel on the night of February 
4 last. The complaint alleges that Mr. and 
Mrs. Smith were obliged to leave in the midst 
of a violent snowstorm because they had neg- 
lected to register. 

Mr. Smith said that he and his wife had 
been calling on a mutual friend, Frank C. 
Smutzer, at the hotel and had missed their 
train back to Stamford. Mr. Smutzer gave up 
his room to them. Soon after they retired 
the house detective, on learning that they had 
not registered, came to the door and ordered 
them to leave. Mr. Smith said he appealed in 
vain to one of the hotel owners, saying: “I can- 
not have my wife humiliated in this way,’ and 
offered to register in another room. “TI gave Mr. 
Reed my card and suggested methods by which 
he could secure ample identification of us." 

. . o 


The president of Watters Business College 
one of the largest schools of its kind In the 
west, located at Cincinnati, Ohio, an Oliver user 
and enthusiast, sailed for Bermuda recently to 
recuperate his health. He will be gone for sev- 
eral months. 

. > 7. 

F. K. Pennington, perhaps one of the best- 
known typewriter men in the west, formerly 
connected with the Oliver Typewriter Company 
general management, spent several days in New 
York recently in the interest of the company 
with which he is now associated. 


Ricord Gradwell, assistant general manager of 
country sales department of The Oliver Type- 
writer Company, New York, was visiting the 
scenes of his work with that company recently. 
He is now interested for himself in the manu- 
facture of ribbons and carbon paper. 


Ricord Gradwell, assitant general manager of 
The Oliver Typewriter Company, made a short 
stay in New York during the past week. He 
undoubtedly finds the private offices located in 
their building at 310 Broadway a convenient 
peace to meet men intersted in the typewriter 

usiness from all over the world. 
+ 


The manager, assistant manager, heads of de- 
partments and superintendents of The Oliver 
Typewriter Company will visit Chicago to at- 
tend the annual convention of the company dur- 
ing the holidays. We are informed that ar- 
rangements have been made as heretofore for 
the transportation of the eastern delegation by 
private car over the Pennsylvania. 


H. D. Higinbotham, in charge of the railroad 
department of The Oliver Typewriter Company, 
New York branch, reports business booming in 
his department. ebay 


There was evidence of unusual activity In the 
office of the New York branch of The Oliver 
Eapoweter Company during the week of the 
18th. A representative of this paper called, and 
it was made known that the festivity was due 
to the fact that it was anniversary week at the 
New York branch, and the heads of departments 
had arranged a demonstration in recognition of 
Manager McDowell's sixth year in charge of 
the New York office. We found the building 
festooned with the Oliver colors and profusely 
decorated with carnations, flags, bunting, et 
cetera, from the shipping room and repair room 
to the third floor. e had a peep at the man- 
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ager’s private office during his absence and feel 
very sure that the recognition shown him by the 
employees of the company in the amount of 
business turned in for the week must have been 
very gratifying. In any event, the Oliver spirit 
seemed to prevail amongst all the employees, as 
shown by the expressions on the genial counte- 
nances as we passed from department to depart- 
ment. 
New Britain, Conn. 

New London will be the scene of the first 
championship typewriter speed contest ever held 
in Connecticut. The contest will be held under 
the auspices of the Connecticut Business Edu- 
cators’ Association at its annual convention, 
February 20. The association will be the guests 
of the New London Business College, and the 
sessions of the convention as well as the type- 
writer contest will be held in the spacious col- 
lege hall. Contestants for the honor and the tro- 
phy are limited to the product of Connecticut 
schools, in which a regularly prescribed course 
of typewriting is taught. N. B. Stone, Yale 
Business College, New Haven, has charge of the 


details. 
Norfolk, Va. 

The L. C. Smith Typewriter Company came 
to Norfolk about four years ago, establishing 
an agency here. The L. C. Smith machine is a 
visible writer, and has gained a wide popularity 
among this class of machine. Growth of the 
agency business made it advisable to secure a 
street location, and the removal of the agency 
to No. 10 Monticello Arcade recently is the re- 
sult. They were located in the Carpenter build- 
ing previous to this. The agency store is strict- 
ly up to date in all its appointments, and 
makes a fine showing, viewed from the arcade 
street, through which hundreds of people are 
passing daily. Machines are kept on hand for 
the free use of anyone wishing to stop and write 
a letter. The usual rental branch of the busi- 
ness is also featured. The manager, Eugene W. 
Lipscomb, is one of the younger progressive bus- 
iness men, who thinks that nothing is too good 
for Norfolk and is putting his thoughts into 


deeds. 
North Adams, Mass. 

Plans are now being worked out, it is under~ 
stood, whereby a friendly petition may be 
brought for a receiver for the Yetman Type- 
writer Transmitter Company. Men who are fa- 
miliar with the affairs of the company feel that 
this is the fairest way for the company and its 
— also to settle the difficulties which be- 
set it. 

After this receivership has once been estab- 
lished, it is believed possible that some sale may 
be arranged at a price which will permit some- 
thing yet to be made of the business. 

Since the closing of the factory several months 
ago, many small suits have been brought 
against the company. Local attorneys, through 
whom most of these claims have been brought, 
held off for a long time before entering the suits 
in the hope that the company would make some 
arrangement for caring for their obligations and 
it was only when it appeared that there was no 
disposition to do this that the suits were en- 
tered. Though the number of them is consider- 
able, the aggregate sum is only a little over $5,- 
000, many of them being claims for wages due. 

These suits will not be allowed to come to 
trial and judgment secured, unless something 
extraordinary happens to prevent the consum- 
mation of the plan to secure a receivership. 

Oklahoma City. 

A letter addressed to “The Leading Type- 
writer Company,"’ Oklahoma City, was recently 
delivered to the Remington typewriter office in 
that city. In commenting upon the incident, Mr. 
Brower, manager of the Remington office in 
Oklahoma City, says that the United States 
postoffice knows what's what. 

> . 


Orville O'Neal, salesman in the southwestern 
Oklahoma for the Smith Premier Typewriter 
Company, is keeping his competitors very busy. 
While Mr. O'Neal has had but little experience 
as a typewriter salesman, he is getting more 
business than any other typewriter man in that 
district. Mr. O’Neal is junior salesman in the 
Oklahoma city office of the Smith Premier 
Typewriter Company. 

Omaha. 

c. FE. Burns, who has been for eight years 
past with the Oliver Typewriter Company in the 
Omaha territory, has lately joined the selling 
corps of the Smith Premier Typewriter Com- 
pany and is making good in the city territory. 

> . . 


The No. 10 Smith Premier bids fair to become 
the bankers’ machine Mr. R. D. Andreson of 
the Omaha office of the Smith Premier Type- 
writer Company sold six banks in six days 

> . . 


E. B. Dunaway, manager of the Smith Pre- 
mier Typewriter Company's Sioux City office, 
was married on October 3lst to Miss Harriett 
McGinnis of Sioux City, Ia. 

> > >. 


On October lith J. F. Plunkett and Miss Ethel 
A. Ades, both members of the Omaha organi- 
zation of the Smith Premier Typewriter Com- 
pany, were married at Omaha and will make 
their future home in Ottumwa, Iowa. 

Ottawa, Canada. 

A letter dated July 2d was received by the 
home office of the Smith Premier Company that 
FE. R. MeNeill, representative in Ottawa, had 


been in the General Hospital since the 26th of 
June with his leg broken in two places and his 
ankle split. He met with the accident while 
motoring, the car overturning completely and 
imprisoning him beneath it. That he escaped 
even more. serious injury is nothing short of 
miraculous. 
Portiand, Me. 

The International Typewriter Company, Port- 
land; to manufacture and sell new inventions 
capital $1,000,000. President, C. R. Eaton; treas- 
urer, T. L. Croteau; clerk, J. E. Manter, all of 
Portland. 

Pittsfield, Mass. 

The needs of the large number of Oliver cus- 
tomers in this city are now being looked after 
by J. J. Slater, who has taken the agency for 
that machine. Mr. Slater is a hustler and 
should do much to still more popularize the 
splendid machine he is selling. 

Philadelphia. 

R. W. Montgomery, the local manager of the 
Royal Typewriter Company, who has been ill 
for some weeks, has now returned to his fleld 
of labor, and is making his presence felt by 
sending in some large orders for machines. 

a . > 


A new salesman who struck in with the Phil- 
adelphia office of the Remington Typewriter 
Company last month is Mr. C. S. Conner, who 
formerly held an important position with the 
National Cash Register forces. When Mr. Con- 
ner saw the new models 10 and 11 of the Rem- 
ington typewriter he became an enthusiast con- 
cerning them, and now he is turning his enthu- 
siasm into action. There can be no doubt of 
the splendid success which awaits him in the 
service of the old reliable. 

. . 


D. E. Ruggles, Elliott-Fisher district manage: 
at this point, paid a visit to the company’s home 
office in Harrisburg during the month. 

> * . 


Ames & Filstead, of Chicago, New York and 
Denver, have appointed as their Philadelphia 
agents The Guarantee Typewriter Exchange of 
27 North 10th street. 

Portland, Ore. 

Mr. L. B. Young, salesman of the Portland of- 
fice of the Remington Typewriter Company, is 
tearing things wide open with the new Reming- 
tons 10 and 11 models in the Idaho towns. 

During a recent visit to Boise he was met in 
a single morning by no less than three different 
people each of whom requested him to come 
to their office and give a demonstration. 

Nothing can beat this for public interest, and 
it is no wonder that orders for Remington type- 
writers are coming in fast. 

> . . 


In addition to the great work which they are 
doing with their new models, the Portland office 
of the Remington Typewriter Company is mak- 
ing a splendid record in the sale of Remingtons 
equipped with the new Wahl Adding and Sub- 
tracting Attachments. 

. . . 

Among the salesmen of the Portland office of 
the Remington Typewriter Company, Messrs 
Young, Whitney, Leonard and Waters are al! 
enthusiasts on the subject of the Wahl machine, 
and each and all of them are doing a fine busi- 
ness in the introduction of the Wahl Attachment 
in their respective territories. 

For a Remington salesman to know and un- 
derstand the possibilities of the Wahl Attach- 
ment is enough to make him an enthusiast on 
the subject, and these men are enthusiasts sure 
enough. 

The Smith Premier Typewriter Company has 
moved its Portland, Ore., office and is now lo- 
cated in the new Masonic Temple, Yamhill and 
West Park streets. It now has one of the fin- 
est typewriter offices in the northwest. 

W. H. Fowler, since joining the Smith Premier 
Typewriter Company’s organization in Portland, 
Ore., has made an especially fine record, so 
much so that the manager has placed him in 
charge of one of the most important territories. 

. a 


eo. D. Hascall, an old Remington man for- 
merly connected with the San Francisco branch 
of the Remington Typewriter Company, has 
again entered the ranks of the Remington army 
under the Portland, Ore., branch. Mr. Hascall 
is traveling one of the country territories and 
doing a splendid business. He reports that he 
is taking the public by storm with the New 
Model Remington, which everyone pronounces 
“the best they ever saw.” 

Providence, R. I. 

Wm. F. Coffey, for some time traveling repre- 
sentative for The Oliver Typewriter Company in 
New Hampshire, is making this—his home city 
his headquarters, covering an adjacent territory 
for the same firm. 

>. . 

The Gannett Electrical Supply Co., agents for 
the Oliver machine in this city, have recently 
had some very attractive windows, doing some 
telling advertising for their typewriter depart- 
ment. Messrs. Gannett & Longley do not be- 
lieve in doing things by halves, and are 
making a strong bid for the lion’s share of the 
typewriter business. 

Pittsburg. 

J. J. Phelan, manager of the Royal Typewriter 
Company's office in Pittsburg, was married on 
Wednesday, November llth, to Miss Lillian M. 
Green, who was bookkeeper and stenographer in 


¢ 
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PROFITABLE USES OF EDISON MIMEOGRAPHS 


A Partial List of the Most Prominent Uses Showing the Profitable Adaptability of This 
Office Device, How it Saves Time and Labor—the Standard of all Duplicating Machines 





Wholesale Use it for circulars to the trade—notices to salesmen—price sheets—description of products— 
Concerns giving information of market conditions—for making various forms and drawings—for print- 
ing blanks to be used by customers, et: 
Retail Use it for soliciting orders—many use it as a ‘‘Silent Salesman’’—others to supplement the 
Concerns work of “Live Salesmen,”’ they find it a sure and profitable method of increasing their busi- 
ness—use it for printing all office forms—for notices to employes and customers, etc. 
Banks To impart information of various kinds to depositors and stockholders—use it for lists of 
stocks and bonds to prospective investors—letters soliciting deposit accounts—letters winning 
back lost accounts—letters advertising real estate and insurance in connection with banks— 
letters regarding safety deposit facilities—for printing contracts and various forms, etc. 
Railroad Use it to issue tariff rates and tariff changes—changes in classification—announcement of 
Companies special excursion rates—to impart instructions to employes covering their systems, etc. 


Life and Fire (Give it very extensive use in circular letters—notices—mortuary tables—statistical reports— 
Insurance information and instructions to agencies—policy forms—proofs of loss—adjustment reports— 


° directors’ and stockholders’ reports, et: 
Companies 
Use it in circular letters—giving advance or descriptive information of new books—quotin 
: I q g 
Publishers advertising rates, et 
Use it in circular letters of instruction—bids—-proposals—directors’ and stockholders’ reports 
statements, et 


Telephone 


Companies 
Real estate firms use it in desi riptions Of property abstracts loan and sale forms—rental 


Real Estate notices and forms-——plats—diagrams—maps of real estate, etc. 
° Jse it for drawing plans—and printing copies of specifications—proposals—bids, etc. 

Architects Us . | | ae 

Commission and Board of Trade concerns use it in keeping their correspondents posted on 
Boards of ee a % gree yet 

the market—its fluctuations—advice as to profitable investments—weekly review letters, etc. 
Trade 
CG National, State, City and Town Offices use this device for many purposes too numerous to 

overnment mention here. All sorts.of Departments use it in official work. 


Offices 


Use it for printing bills of fare—extras—wine lists, et 
Restaurants . . : 
Leaders and musicians of various kinds use it in reproducing music and parts, particularly 
Musicians where not enough copies are required to justify | , them printed in large quantities. 
Clubs and organizations of all kinds find this device indispensable for printing notices— 
Clubs reports—publishing a weekly or monthly review of events interesting to the members, etc. 
Use it in reproducing manuscript where they desire a number of copies to furnish to various 
Writers publishers or magazines 
Use it for diagrams of seating arrangement vhile playrights use it in reproducing parts of 
Theaters plays and lines for actors 





For further information as to uses, how to save time and labor, and particularly how to 
increase your business and make more money, ask for our “LITTLE RED BOOK.” 


MANUFACTURED ONLY BY 


A. B. DICK COMPANY 


CHICAGO NEW YORK 
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Not only will | send you dealers some of 
my ribbons without charge, anywhere on 
this green earth, so you can try them out 
and see for yourself how good they are, 
but,—1 will do still more for you 


LISTEN TO THIS 


After you have given my ribbons a thorough “‘try out,’’—after the 


ribbons have convinced you of their merit,—after they have sold 
themseives to you without any further effort or salesmanship 


on my part except to send them to you for the purpose of a severe 
test, 




























if you willsend me an order for two gross 
or more I will put the goods up 
under your own imprint 











Selling typewriter ribbons with your own imprint on them offers 
avery decided advantage to all you dealers who appreciate the 
value of ““come-back”’ orders. The customers whom you supply 
with ribbons bought of me with your own imprint on them will 
always come back to you for more ribbons. You do ail your work 
on your initial sale instead of having to expend the same sales 
effort and energy every time you makeasale. Thetime thus saved 
you can put to work making money for you in other directions. 


My Prices are the Lowest Obtainable 


and yet! will fully guarantee every ribbon | turn out to be the equa 
of any typewriter ribbon made, no matter what you or the con- 
sumer may be willing to pay for ribbons. If the ribbons don’t 
prove up to that claim, send them back and Ill refund the money. 
See Dun or Bradstreet about my reliability. 


I make all kinds of Typewriter Ribbons, Bi-chrome, Tri-chrome; 
also Ribbons for the Multigraph and Writerpress. The samples! 
offer to send you without charge are the regular stock ribbons,— 
and ail ribbons I sell you will be just as | claim,—as good as any 
ribbons made. The one great difference is in the price. That will 


surprise you. 


M. M. ROTHSCHILD "sj2ss;,22° 


Fifth Avenue and Washington Street 
CHICAGO, JU. S. A. 
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Mr. Phelan stated that he was! Vv pI ired to 
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the most desirable territories in the west under 
Denver office, ind from the record that 
made his first month in the new territory indi 
ates t it he is to meet with good success 
San Francisco. 
By Specia! Correspondence.) 


The San Francisco office of the Remingt 
Typewriter Compar is doing a business thes 
days whi is causing the entire typewriter fra 

, tl Gold Gate City to sit up and 

Or f the features of e Remington business 
is e exceedingly large } portion of Remingto1 
ill ewriters are being sold, als 
Remingtons equipped wit Wahl Adding Att 
ment 

Messrs. G. R. Hughes and J. T. Barnes a 
two Remington salesmen of the San Francis 
office who have recent made an especially 
table re rd in the s if billing typewriters 

> > > 

Dick Refalk, agent for the Underwood, ’ 
been in New York for several weeks, and is ex 
pected | k some time this week It is under 
stood t t his contract with the Underwor 

t is been wed 

> > > 

Geo. C. Borneman: is secured the locatio1 
for whi he was negotiating last month It 
it 467 Market street, in the Sheldon building 
ear the corner of First street Mr. Borneman: 
is having the place fitted up in first-class styk 
and expects to open there about December 
He states that it will be the largest and best 
ippointed typewriter and office appliance depot | 
n the ast Mr. Bornemann reports his typ« 


writer and supply business coming on in fir 






style here and at the Oakland branch 
> > * 

Sales in the coast department of the Ro 
Typewriter Company were 50 per cent larger 
last month than in September, and so far this 
ionth sales have show i still greater improv: 
ment The stock at the local house is now 
ibout exhausted, and a shipment is anxious! 
iwaited The selling force has had its hand 
full for some time, though several additions | 
been made The number of salesmen will soo1 

brought to double what it was a few week 

ago Earl Wayne, who jined the force last 
month, is made su 1 good showing that 
has been promoted to take charge of the Sa 
ramer te ffice, covering a large territory in cer 

ral California Hi place it the local house 
has been filled by 7 C. McDevitt Bob Stiles 
is n up his place with the local agenc) 
the L. C. Smith and rejoined the Royal force, of 
which | was formerly a member 

. . . 

The test of the Burlingame Telegraphing 
Typewriter Company’s machines held at the 
Presidio last ionth were a eat success A 
long-distance test is t be held this week, the 
esults of which will of great importance 

Toronto, Canada. 

The Canadian Typewriter Company have just 
losed a largely increased contract for machines 
x the Royal Tyt er Company. 





ours 
Toledo, Ohlo. 

F. D. Witmer, some years ago connected with 
the railroad department of the Elliott-Fishe 








Ce has been appointed manager of thr 
¥ ffice for the same company. Mr. Wit 
me \ vell equipped for the position and 
uld bring in his s ' of the orders. 
Wichita, Kansas. 

C. B. Holland of the L. C. Smith & Bros 
Typewriter Company announces that Miss Ida 
Cashion with the Ment latum Company and 
Miss Clara Stone wit the West Disinfecting 
Compar were succes f guessing the nam 
of the nut displayed in their window on Nort! 
Mar 
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nut Phvytelophas Macrocrapa The Spaniard 
cal Pal de Mart ivory palm—and the Ir 
dians along the rivers where it abounds term 
Tag ‘ Im souther i 
Is t most of Co 

nd | rand over t northern part of Pet 
\ is only known as 
get ry’ nut extensively used 
7 their natural 
i match diff 
d t ‘ 
t 1 be divid 
ints 
Winnipeg, Manitoba. 
\ rt , t thi 
parlia 
t ‘ enorn 
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S the it 
| ‘ ‘ coup f 
ew Model 
I il ina 
? ‘ rT) ane; ad } 
I l 
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No.23—TYPEWRITER STAND 


ns. long ns. wide high 


$252 A DOZEN—NET 





ROWLETT DESK MEG. CO. 


RICHMOND, INDIANA, U. S. A. 


Crated, f.o.b. cars, Richmond, 
Indiana. 


Two woods and three finishes. 
Plain Oak, Golden or 
Weathered Finish Birch, 
Mahogany Finish. 

We guarantee these Type- 

writer Stands to be absolutely 

first-class. — Materials the 
best, Construction perfect, 

Finish elegant and lasting. 


Order a ‘‘Mixed Finish” 
Dozen To-day. 








“Easy” Fastener 


| 





—S———"—_ 


| For attaching correspondence to file 
| | covers, attaching legal papers, invoices, 
| | manuscripts, freight bills, etc. One 
|| “Easy” Fastener will do the work of two 
sof the old style fasteners, and do it 
—" “easier,”’ there being only two prongs to 
crt bend. Standard distance between prongs; 
different length prongs. Great discount to trade for the purpose of introduction. 


Manufactured by E. G. ROBESON, 753 Bedford Ave., Brooklyn, N.Y. 








HAWKINS 
Improved 
Automatic 

Stamping and 

Embossing 
Press 







Because- 


Write us for Cataloy, Prices, et 


Canadian Agents: The J. L. Morrison | 
Cuban Agent Arturo H 

| 

| 
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Progressive Firms Install the 


LITTLE GIANT 


POWER PRESS 





Because 

operation accurately from steel dies or 
ites faster and with more economy than 
iny other machine of this character. 


tT) 
i 


Because—It has pienty of open feed room, allow- 


ny sheet to be fed with ease. 


It registers accurately, giving the finest 
»btainable. 


t has all the adjustments in front of the 


Because— I 
pr ithin reach of the operator at all times. 


Because—It enables you to make prices which will 
i the order at better profits. 
Because—It earns its cost in a short time. 
- send us your dies for a demonstration, 


UFACT ED AND FOR SALE BY 


Hawkins-Wilson Co., inc., 712 Sansom St., Philadelphia, Pa. 


145-447 King Street, W., Toronto, Canada 
ndez Mejia, Havana, Cuba 
Bros., Mexico City 


It will print and emboss at one 
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Sandusky, The Herb & Meyers Co. suc- 
ceed C. L. Engles Co. 
Winchester, The Rice-Keith Co. succeed 
Anderton & Taylor. 
Elmira, N. Y. 
The Diven Manufacturing Company has 
been incorporated and will continue the 





ay Spee Copsenpendenes) business of the Vilas-Diven Company from 
; which Mr. Vilas has retire 
Chicago. ric h Vila ha retired. . 
. ; [he company will proceed upon the lines 
G. W. Skeels, representing the Globe- followed in the past, engaging in the manu- 


Wernicke Company, spent several days in facture of sectional book cases, filing cabi- 
Chicago this month calling on the trade. nets and office furniture. The plant is lo- 
He covers the territory embraced in the cated at 934-938 Lackawanna avenue 


states of Ohio, Indiana, Michigan, Illinois, The capital stock of the new company is 
Iowa and Minnesota. $50,000. Of this $25,000 is in preferred 
Cincinnati. cumulative stock at 6 per cent. The bal- 


ance 1s common stock. There are 250 shares 


The Globe-Wernicke Co., announces the ; " pe 
of each at $100 par value each. There are 


J: peda en RB. five directors as follows George M. Diven, 
Minneapolis, Cootey-Blodgett Co. B. F. May D. Liscum, \lexander S. Diven, Alden 
Collins, Collins Furniture Co., B B. Diven and Louis Diven. 

Keyport, R. West Co., B = Louisville. 

Oxford, Upchurch Bros., B. The Louisville Branch of Shaw-Walker 
Zanesville, Rowlands & Co., B. F has been removed to 114 Fourth avenue, 
Altus, Knox Furniture Co., B south. This excellent location will enable 
Pierre, Dotson & Simpson, R the company better to hand): its growing 
Kingsville, Allen Furniture Co.. B. business here and to display the line of 
Uvalde, J. G. Smyth & Co.. B filing devices more advantageously. This 
Logan, Lundstrom Furniture and Carpet is a ground floor location in the center of 

Co.. B the office appliance district 
Springville, H. T. Reynolds & Co., B Milwaukee. 

And agency changes: (By Special Correspondence.) 7 
Hawkinsville, W. P. Glover succeeds S F. W. Julin, from the General Fireproof- 

A. Way ing Company, an expert in steel office and 
Columbia City, Helfrich & Warren suc vault equipment, spent a few days of the 

ceed W. F. Helfrich. past month at the Milwaukee establish 
London, Eversole Furniture Co. succeed ment of the Northwestern Furniture Co., 

The Murphy Furniture Co. 271-273 West Water street, where he ex- 





plan ed to the interested trade the advant- 
res of the new steel equipment 
* * * 

The firm of Clement, Williams & Co., 
Milwaukee, well known office and general 
furniture dealers, has been changed from a 
co-partnership to an incorporated concern 
Capital stock is given as $75,000 and the 
incorporators are Mrs. Kate L. Clement, 
J. Howard Clement, J. R. Williams and 
\. W. Tage. 

> ¢ 2 


An order for 252 chairs for the city h 
brary, Madison, Wis., has been placed with 
the Haswell Furniture Company of that 
city 

New York City. 

\.qold Shanklin, consul-general of Pat 
ama, sends the following report on the un 
suitability of wooden office equipment in 
the tropics: 

“After almost three years in the tropics 
I am of the opinion that metal desks, book 
cases, and files prove to be, in the long run, 
less expensive than thosé@ of wood, for the 
reason that, at least here in Panama, there 
is a small insect which gets into the furni- 
ture and eats it away until there is nothing 
left but the outside varnished shell 

“Upon taking charge of this consulate- 
general in November, 1905, not one of the 
desks here could be moved, even with the 
greatest care, without crushing through 
some part of the shell. On inquiry it was 
found that by putting a great many moth 
balls in the drawers of the desks and files 
the work of these little animals could be 
stopped That the effect of the work of 
those insects may be seen, there is trans- 





Detail Adders 


Made in several styles and sizes 


a?t.. 


device 


Total Adders 


With and without tape printing 
attachment, Clerk’s initials, Cash, 
Credit, Received on Account, Paid 
Out and No Sale Keys, etc. 
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Representatives Wanted 


In Several Territories for Our High Crade Line of 


AMERICAN CASH REGISTERS 


Multiple Counter Registers 


With stationary counters Only 


with the new patented interlocking bt EOS ones of the kind on the market 


Cost and Selling Price Registers 


only practical cash register 
offered to the trade, and at prices 
within reason 


Prices $40, $60, $75, $85, S$IOO, $105, $115, $130, $145, $155 and upward 


Sold on easy monthly terms, or 5 per cent discount for cash 




















The American Cash Register Company acquired in the beginning of this We have not the terrific rhead ex se that others ha a are 
year the plant. manufacturing and patent rights of the Hallwood and Inter- conducting %ur business strictly es. For these re € 
‘omp » . 
national Companies can make a good cash register for less ow on is saline x . 
We have spert thousands of dollars improving and adding to our line the proud distinction of being the only company which has eve r . 
. regis l we have t , Setenates the heat line af ¢ eieter d 
of registers, until we have today positively the best line of cash registers prices of cash registers down 
which has ever been offered at the price to retail storekeepers 
We shall be glad to hear fr experienced cash register sales 
It is a brand-new company and management, and not connected in any : ; ; a ‘ ; 
. , . other speciaity agents not handling too Many lines—men who are willing t 
way with the old Hallwood Company. We have new capital, and new men F - & . s 
s oe see  aaatethes 2 ; = 
as heads of departments—men who have had years of experience in the cash push our cash register in a e strongest a s 2 
register business ition All inquiries will be treated confidentially if desire Address 














C. G. Heyne, Gen’! Mgr, THE AMERIG*’N CASH REGISTER 69,, Columbus, Ohio 
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mitted herewith pieces taken from a roll 
top desk in the office These show the shell 
outside, the form in which the insects eat 
away the inside and also the peculiarly 
hardened, conglomerated mass which their 
work creates and builds. 

Rockford, Il. 

The Rockford Furniture Company is 
making extensive preparations to push the 
manufacture of office furniture. Their cabi- 
net makers are among the best and the 

Ir! 


company expects to turn out a fine line. 


San Francisco. 
(By Special Correspondence.) 

The furniture trade in San Francisco is 
in a much better position than it has been 
for many months. * There is still some 
pressure to sell out desks and chairs at re- 
duced prices, but the lines offered in this 

‘e almost entirely of a low grade, and 


way are 
do not compete seriously with the better 
class of goods, which are now being sold at 


regular prices. Stocks have been greatly 
reduced in the last few months, and several 
houses have lately been getting fresh sup 
plies of some lines. The demand is grad 
ually increasing, and the opening of new 
offices is certain to bring a large volume of 
business for many months to come. Metal 
furniture is becoming more and more a 
feature in the trade 


. x * 


Jos. Fredericks & Co., a large furniture 


‘ 


house, is advertising a closing out sale of 
desks and chairs at the store formerly oc- 
cupied by the Craig Desk Company. This 
is about the only sale of the kind that is 
going on at present 

* * * 

The San Francisco store of the library 
bureau has been removed from Mission 
street near Fifth to the place formerly oc 
cupied by Van Praag & Cosgriff, whose 
business was merged with that of the lI 
brary bureau several months ago. 

. * + 

The Geo. C. Bornemann Company has 
taken up the agency for the All-Steel line 

office furniture, and is already building 
up a large business in this line, a number of 
large county contracts having been secured 
Mr. Bornemann considers that the metal 
furniture business has a large future before 
it on the Coast, and the effect of the great 
fire in San Francisco in promoting it has 
been by no means small. A fine display of 
this line will be made at the Geo. C. Borne- 
mann Company’s new store in the Sheldon 
building 

* 

Isaac Upham & ( report a large de 

mand for Wabash filing devices, particu- 


H. S. Crocker & Co. state that their fur- 
iture department is now busier than it has 
been for a long time There has been a 
steady inquiry for the last few weeks, both 


for t} e (5) he. We rnicke goods and the Van 


Dorn line of steel furniture 
“CRESCENT BOND.” 

‘Had the Declaration of Independence 
been engrossed on Crescent Bond it would 
be in still better condition today. This is 
real paper. Try tearing it—then send for a 
full sized sheet. The experience of 53 years 


yaper making is embodied in 


this grade. Made by Midland Paper Co., 
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Typewriters 


to the 
Trade Only 


Large assort- 
ment of all 
makes, in the 
rough or repair- 
ed, atlow prices 





Orders promptly filled. Write to-day for price-list on machines wanted. 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 


S2 LaSalic Street Chicago, ill., VU. BS. A 











THE 


ENSIGN 


ELECTRIC 


does not require the services of 


















an experienced and expert op 
erator to obtain accurate result 

This machine does all the 
thinking and most of the work. 
always indicating just what 
has been done. 

There is no guesswork 

All keys are ol s depres- 
sion with a light and uniform 


touch. 


MULTIPLIES DIVIDES 


ADDS SUBTRACTS 
AND PROVES ALL RESULTS 














Capacitv from 1 x 1 | to 
999,999,999 x 9,999,999 


9,999,998,990,000,001 


ENSIGN MANUFACTURING CO. 


24 Milk St., Boston, 


A 4 ' Mass 
Factory, Waltham, {°*~” 








U. S. or Canadian Write to us for preliminary opinions on all 
legal matters. No charge unless retained. 


Associates throughout Continental Europe, 
a eC] } Sy Great Britain, the Colonies, South America 


and Canada enable us to investigate and 


25 OO prosecute foreign interests with dispatch. 
. Our Pamphlet for the Asking. 


We pay all expenses and disburse. THE INDUSTRIAL LAW LEAGUE, Inc, 
ments except government fees. 170 Broadway, New York City, N. Y. 
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HE problem as to whether or not 
T “Yours truly” be eliminated as the clos 

ing of a business letter has led William 
Hickox of the Hickox Shorthand School of 
Boston to conduct an investigation as to the 
trend of public feeling on the matter by 
means of sending out letters of inquiry to 100 
leading business and literary men. 

The following article tells of the con- 
sensus of opinion on the subject, which 
seems to favor the retention of this con- 
ventional form of closing a letter: 

The following letter was sent to 100 of 
the leading business houses and literary 
men of Boston: 

“Should ‘yours truly’ be eliminated as 
the closing to a business letter? I claim 
that it should, with the once popular, but 
now obsolete and equally senseless ‘I am,’ 
‘My Dear Sir,’ ‘Your obedient servant,’ to 
be relegated to oblivion. It is always 
meaningless, oftentimes insincere and oc- 
casionally ridiculous. 

“T am writing to 100 of the leading busi- 
ness houses and literary men of Boston for 
their opinion about it. If the majority 
concur with me that ‘Yours truly’ should 
be eliminated as the closing to a business 
letter my advice to stenographers and in- 
struction to my pupils will be given ac- 
cordingly.” 

From the answers received the consen- 
sus of Opinion seems to favor the reten- 
tion of the conventional closing, not be- 
cause it means anything in particular, but 
in deference to a custom that has prevailed 
so long as to be revered for its antiquity. 

President Eliot Against Elimination. 

President Eliot of Harvard University 
says: “I see no more reason for omitting 
‘Yours truly’ at the end of a business let- 
ter than ‘Dear Sir’ at the beginning. Both 
are superfluous bits of writing, but they 
seem to me valuable forms of politeness. 
I notice, however, that the style of tele- 
“Tams is now often used in letters—that is, 
all polite phrases, articles, conjunctions 
end auxillaries are omitted. The result is a 
somewhat Latinized English which lacks 
the advantage of the Latin inflections.” 

President Noyes of the Massachusetts 
Institute of Technology thinks that the 
elimination of “Yours truly” or “some fa- 
wiliar expression” would appear “blunt.” 

The National Shawmut Bank considers the 
closing to be used largely as a matter of 
taste, the cashier preferring “Respectfully 
yours,” while the International Trust Com- 
pany’s opinion is, “Any form of subscrip 
tion is, as we understand it. an assertion 
or statement of the writer’s mental atti- 
tude or intention towards his correspond- 
ent. Long established usage will make the 
change you suggest difficult of adoption 
and slow of recognition.’ 

Lucius Tuttle, president of the Boston 
& Maine railroad, considers “Yours truly” 
or “Yours sincerely” adequate and _ suffi- 
ciently polite. 

Morris, Murch & Butler think that the 
criticism of “Yours truly” would “apply 
equally to any of the conventional forms 
which go to make up the amenities of in- 
tercourse, and would prefer to retain some 
simple expression of civility, even in a 
business letter.” Klipstein & Co. are also 
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The Best Way to Close a Letter 


An Interesting Symposium on the Much- 
Mooted Question of How to Close 
the Letter. 


By William Hickox. 





inclined to be conservative in such matters, 
Invoring no change. 

Mr. Gregory, the manager of the pub- 
lishing house of Lothrop, Lee & Shepard, 
says: “‘Yours truly’ should not be elimi- 
nated. We admit that it is a relic of a 
complimentary closing that was burden- 
seme in its expressions of regard, which 
were often in grotesque contrast to the 
tone of the letter, but we feel that the pres- 
ent age has gone quite far enough in 
stamping out the amenities of business in- 
tercourse, one of which is the expression 
referred to, or its equivalent.” 

Makes a Suggestion. 

Mr. Kellogg, the Boston manager of the 
Remington typewriter, writes: “While 
the constant reiteration of any set phrase 
tends to become perfunctory and meaning- 
less, especially if it be used mechanically 
upon every occasion, we think that some 
courteous expression of good will properly 
finds a place at the close of even a busi- 
ness communication. A phrase that is in 
common use in England (‘Yours faithful- 
lv’) has much to commend it, since it seems 
to imply courtesy, good will and good ser- 
vice, without any touch of servility or ob- 
sequiousness incompatible with dignity on 
the part of the writer.” 

William Underwood & Co. consider the 
“habit has become so firmly established 
that it seems foolish to attempt to break it. 
Notwithstanding its senselessness, it nev- 
ertheless contributes a certain graciousness 
to correspondence.” 

This opinion is shared even by those 
who may be classified as strictly business, 
as distinct from literary men. For exam- 
ple, the president of the Fore River Ship- 
building Company says: “The forms now 
used by the business houses in the United 
States are less ceremonious and polite than 
those used in other countries, and should 
not be further curtailed.” 

Sentiment in Business. 

J. A. & W. Bird & Co. say: “It is the 
custom when anyone calls upon you per- 
sonally to say ‘Good morning’ and perhaps 
to shake hands. This, of course, could be 
done away with, but it is one of those lit- 
tle business courtesies which seem to make 
the wheels run a little smoother perhaps 
end for that reason the writer feels that 
the words ‘Yours truly’ at the end of a 
letter, while they can be dispensed with, 
will, in the majority of cases, be expected 
by the people to whom the letters are sent. 
There is very little time saved to a sten- 
ographer in dropping these words. and 
while some people claim there is no senti- 


ment in business, I disagree.” 

Hutchins-Votey Organ Company agree 
that “Yours truly” as a closing to a busi- 
ress letter is becoming obsolete” and 
ought to be abandoned, “providing a more 
suitable phrase can be substituted.” 

General Bancroft, president of the Bos- 
ton Elevated Railway, does not use “Yours 
truly,” but “Respectfully.” 

Charles F. Pidgin, the author, considers 
“Yours respectfully” more appropriate, but 





suggests that, as persons who write busi 

ness letters are primarily interested in 

making money, “Yours financially” could 

be used without the charge of insincerity 
Has Logical Explanation. 

The chief editor of Houghton, Mifflin & 
Co., asserts that “Yours truly” is capable 
cf a logical explanation, though it has be 
come so extremely commonplace and ts 
such a butt for ridicule that he does not 
consider it a desirable form to use. Like 
all its defenders, he admits that the bes* 
that can be said of it, or any similar phras« 
is that it makes a conventional rounding 
of a letter. 

The Pettingill Advertising Agency thinks 
“Yours truly” should be “relegated to ob 
tivion.” So do the Boston Woven Hose & 
Rubber Company, but Stone & Webster: 
do not quite approve dropping it, though 
they would like to know what the other 
fellows thought about it. 

Arndt, Thompson & Co. say: “In our 
opinion the elimination of needless phrases 
in the closing of business letters would be 
very desirable, in that it would save to 
busy offices much time in the course of a 
year.” The Thomas G. Plant Company 
“generally use ‘Yours very truly’ or “Re 
spectfully yours.’” 

The United Drug Company thinks 
“Yours truly” should be eliminated and 
something new introduced in its stead, but 
to have no formal phrase to close the let 
ter is “carrying it just a little too far.” Ma- 
son & Hamlin Company think that due 
regard to the amenities requires some for- 
mal ending to a business letter, as there 
should be a personal one. 

Almost a Trademark. 

Oliver Ditson Company says that “Yours 
truly is almost a trademark of ours.” The 
founder of this house has been known for 
75 years as “Yours truly, Oliver Ditson.” 
While this fact is widely known, the real 
story is not. Charles H. Ditson, son of 
Oliver, supplies the facts as follows: 

“My father lived for many years at Mrs. 
Barker's boarding house on Harrison ave 
nue, near Essex street; was organist at 
Father Taylor’s Bethel Church and had a 
class in Sunday school there. The custom 
in those days was to say grace before eat- 
ing, even in public places, the duty devolv 
ing upon the most elderly or pious of the 


ccempany. One day, the man who usually 


officiated at this function being absent, O1] 


iver Ditson was asked to say grace. He 
got through all right, but was stumped 
how to properly conclude. After some hes 
itation he closed with ‘We ask this r 
Jesus’ sake. Yours truly, Oliver Ditson.’” 
The legal mind also hesitates to aban- 
don the time-honored closin Samuel T 
Flder would retain t “even in. business 
correspondence.” Brandeis, Dunbar & Nut 
ter “do not see any sufficient r 
king the change.” Whipy le Sears & 
Ogden say that it is a ref they would 
hesitate to adopr.” As an indication of 
ourtesy, even in writing to entire strang- 
ers, it would seem preferable to re 
brupt form of ending a letter Cluett- 
Peabody & Co. are decidedly in favor of 
reform They say “We heartily agree 
with you that it is a superfluous phrase and 
uld be omitted with perfect propric 
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Intense Bran 


Typewriter Carbon 


We believe that this latest product of our laboratory 
will cause a sensation in the carbon paper trade. We 
know of no competing carbon at any price that com- 
bines so many meritorious features, or has so few defects. 
We were simply at a loss for a brand name that would 
even be Slightly appropriate or suggestive. 

Here are the specifications: 








WEIGHTS: Standard Weight (7 lb.) and Featherweight (4 Ib.) 
COLORS: BLACK—A rich blue-black—blacker than the ace of spades 
ding it lor to the last copy in manifolding and until’ 

worn Gail 
PURPLE—A rich reddish purple absolutely different from 
weak violet often called purple in carbon paper. 
BLUE—A ne shade of rich royal blue, made from a new 
ike of our own manufacture. 

INTENSITY: Guaranteed to exceed any other carbon on the market. 

IMPRINT: A irp as ribbon work. 

MANIFOLDING: \\ legibly inifold deeper than any competing carbon. 
We say this advisedly and will demonstrate it against any 

Al n at any price. 

HARDNESS: Moderate—Not by any means soft. 

POLISH: Semi-Polishe Not dull finished nor highly glazed. 

SMUTTING: Wi v the slightest smut under the paper feed rollers 
ot any typewriter 

ERASURE: With reasonable care the carbonwill show absolutely no trace of 
1 complete erasure on the original. 

ADHESION: The carbon sheet remains absolutely et from its copy 
under all conditions. There is not the slightest tendency tor 


lem t together. 
DURABILITY: Seventy copies fr 


irnished regularly in vibrated or “‘jiggered”’ finish; to order 
in straight finish 


m one sheet 


— 


When it is considered that all intense writers and 
heavy manifolders have heretofore been soft and 
smutty—especially on erasure—and that all hard smut- 
less sheets have heretofore been faint writers and poor 
manifolders—the carbon described above is absolutely 
unique. It does not look different from any one of a 
thousand competing brands—but put it to work. 

Samples and prices for the asking. 








BURLINGTON, NEW JERSEY 


Neidich Process caer pany | 
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YOU 
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offer you? 








“Black Diamond Brand”’ 





bons for all makes of machines. 





we offer deserve your attention 






Write for samples, prices and par 





ticulars of this exclusive agency 





Carbon Company 


Rochester 3 






$2,500--$10,000 According to Ability 


THE ONLY PROFESSION IN WHICH THE 


DEMAND EXCEEDS THE SUPPLY 


COST APCOUNTIAE 58 27% for che fit 


us into teachable form by mail, affording a new 
and highly paid calling for Bookkeeping and Ac- 





countants of every grade. Our Course represen 
the practical experience of 40 years of one of 
ablest Cost Accountants and Systematizers | 
world 
interfering with present occupation or 
income. 


1Oss 


CERTIFIED PUBLIC ACCOUNTANCY 





to the big business opportunity we 
We want a good live 


dealer—agent in every city for our 






non-smut carbon paper furnished 


in all colors, and typewriter rib- 






The quality and tmducements 


Don’t fail to investigate this. 





Black Diamond Ribbon & 


New York 





f the 
the 
You can take it in spare hours without 





Is recognized now every where as a profession 


same as Medicine and Law We teach you 


your spare 
fitting you for practice anywhere 


Mail Instruction was prepared and its 
: 7 Yes 


ywactically by Certife 1 
ton yers of highest standing in New York 
Cost Accounting, Theory of Accounts, 
Practical Accounting, Auditing, Com- 
mercial Law, also Bookkeeping and 
_ Business Practice. 


You cannot fail in either Course, bein 
instructive individual suggestion 
We guarantee their practicabill 
Booklet 13 


Our course 


¢ 








Universal Business Institute, Inc. Dept. 13 


27-29 East 22d St., NEW YORK 


hours to pass C. P. A. Examination, 


taught 
Public Accountants and 
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(By Special Correspondence.) 
Altoona, Pa 

MecMurtrie, formerly with the 

roughs Adding Machine Co., of Detroit, is 


F. O Bur- 
now sales agent for middle Pennsylvania 
for the Wales Adder, with offices located at 
Altoona, reports that his business is very 
good, and can use two salesmen He finds 
that the demand for a Visible Adding Ma- 
chine is as great as a Visible Typewriter. 
Who wants to do business in the dark? 
Bristol, Tenn. 

The Albemarle Adding Machine Co.., in 
corporated, $100,000 capital stock, at Char 
lottesville. T. P. Peyton is president. 

Baltimore. 

It has been a long time since we have 
heard from Brother Murrill in Baltimore, 
but his activity is best accounted for by the 
The 


won 


increasing business in that territory 
popularity of the Pike machine has 
for it a fine lot of business, in which repeat 
orders have figured considerable. Two new 
moves have been made, the first 
Mr. Murrill’s Cadillac 30 to facilitate the 
delivery of the machines, and 
leasing of an attractive suite of offices in 
the American building, which are sub-d 
vided to suit the requirements of the busi- 
ness, from which the increasing demand 
for the Pike machines is. carefully and 
handled by an office 


using 


second the 


promptly efficient 
rorce 
Boston. 

W. H. MeFarland, New 
ager for the Adder Machine Co., 
quarters in the old South building 
does not have much cause for complaining 
of “hard times” these days. He reports 
an increase of thirty-five per cent in sales 
of Wales Visible Adding Machines in No 
vember over any previous month. Mr. Mc 
Farland has recently added to his 
force in Boston F. R. Adams Another 
high record is looked for this month. 

Detroit. 

Elmo Lewis, advertising manager 
addressed the “Boost 
last month. 


England man- 
with head- 


here, 


sales 


E. ot 
for the Burroughs, 
ers” of Port Huron, Mich., 

* * * 
Burroughs Adding Machine 
pany of Detroit announces that it will at 
once start all its departments on full time, 
fifty-four hours a week. Of late most of 
the men have been getting in only forty- 
eight hours. 


The Com 


* * * 
\. J. Dougherty, factory manager for the 
Burroughs Adding Machine Co., has pur- 
chased a lot 65x168 on the south side of 


avenue, between Woodward and 
which he will build a residence 
Hartford, Conn. 
Harry Doty, representative here for the 
Wales Visible Adding Machine during the 


Virginia 
Second. on 





past two years, has gore to the Philadel 
phia office for his ail + oe ‘din succet d 
ed here by J. H ieee .u0 has been 
identified with the |. « machine business 
some nine years. | Pe will have charge of 
Connecticut for the Adder Machine Co. J 


H. is a brother of W. H. McFarland, the 


New England representative 





Milwaukee. 
By Special Correspondenc¢ 
Haven, Milwaukee sales nager 
Burroughs Adding Machine Com- 
pany, 419 Broadway, has recently ceived 
one of the new style “Duplex” machines 
and is much enthused over the prospects of 


E. D 


or the 


this, the acme in Burroughs perfection. The 
Milwaukee office has also received a mode! 
of the cross tabulating machine, a shuttle 
carriage machine and a new mod of the 
eighteen carriage, all of which, Mr. Haven 
is confident will add to the already enor- 
mous sales of the company in Wisconsin 
territory. The entire Burroughs office force 
is highly elated over the remarkable busi- 

Up to No- 


‘i 
ness which is being secured 

20, the office had received 100 per 
of its quota and expectations were that 


vember 
cent 
200 per cent of the quota would be received 
by the close of the month. The Milwaukee 
office is looking with longing eyes at th: 
special prizes which will be awarded by the 
Burroughs company in the contest which 
December 31, and 
that a strong fight for a winning place wil 
be put up by E. D 


closes indications are 


Haven and his assist- 


ants 
7. 7 * 
‘A new October record. More than 
fourteen hundred sales and just before elec- 
tion, too Good times are her Bur 


roughs Adding Machine Co.” 

This message, received by E. D 
sales manager for the Burroughs 
in Milwaukee, indicated to Milwaukee busi 
ness men that conditions were on the up 
ward trend and that the Burroughs adding 
machine is a business getter of the highest 
type 


Haven, 


ympany 


* * * 


The Burroughs played a most importar 
part in the recent election in Milwaukee 
when it came to adding up of returns. Five 
machines were installed in the offices of the 
Milwaukee Sentinel, two in the offices of 
the Free Press, three at the Evening Wis 
consin, two at the Daily News, one at the 
and two at the main offices of the 
Western Union Company. In _ addition, 
four Burroughs were in constant use at the 
Republican state central and the county 


committee headquarters 
* * 


TY . 1 
Journal 


\ battery of five Burroughs, furnished by 
E. D. Haven, sales manager for Milwaukee 
and under the management of competent 
operators, made a great record at the offices 
of the Milwaukee Sentinel. Each machin¢ 
used was of the fifteen column variety, reg 
istering both the precinct number and the 
total vote automatically. The machines 
were especially valuable because they show 
ed a constant total by means of a new de 
vice Thus, without totaling figures, the 
operator was able to tell at any time the 
exact number of votes he had on the ma- 
At the close of the polls, T! 
s able to publish an accu 
of the dav’s vote. Best of all, none of the 
figures recorded by the Burroughs had t 
be changed by the board of canvassers 


New York City. 


chine 
tinel w 


H. C. Peters, manager of Burroug! 
Adding Machine Co. here. has just return 
ed from a holiday trip throug 
Mrs. Peters accompanied him 
toured through England, France, Belgiun 
Holland. Germany. Switzerland and Italy 
Needless to say they had a most enjoyable 
time. and doubtless at some later date Mr 


Peters will tell us some his experience 
While in Europe Mr. Peters called at the 
adding chine offices London, Paris 
and Berli 

* * * 

Mr. McCauley, manager of the Burroughs 
Adding Machine Co., is now in England 
with Mr. Forester, sales manager They 
are there with the intention of establishing 
a large sales organization in that country 


and Europe to duplicate what they have in 


America 


* * * 
The Burroughs Adding Machine Cx 
through Mr. H. C. Peters, report that busi 
ness during the past month has been very 


good, in fact, without exaggeration, the 
business is just as good as it has ever been 
The prospects for the new year are ex- 
ceedingly bright, and from present appear- 
ances it looks as if December would be a 
iking month 

Poplar Bluff, Mo. 

he Missouri 


nt 


record bre 


enterprises which 
is the Adding Type- 
manufactures the 
and Dalton Adding 
The factory of the concern is 
lar Bluff, Mo., and Mr. W. I 


of the Missouri sales de 


‘ 


Among 
are coming to the fro 
“ompany. which 
Adding Machine 


writer 
Dalton 
Typewriter 
ocated at Pop 


7 


Currie 1s nager 

partment Through the courtesy of Mr 
Currie. one of the Dalton adding machines 
has been installed in the Globe-Democrat 
office. and has proved to be of assistance in 


This machine 
the work is all 


returns 


keys, 


‘ ompiling election 


employs only ten nd 
“ethle 
San Francisco. 
By Special Correspondence.) 
As the sales records of the 
there is every reason for en 
future of the addit 
Francisco Not 


various 


gencies Snow, 
couragement tor the 
+ 


machine business Can 
only have sales considerably increased, but 
there are some very fine prospects with 
which deals are likely to be closed before 
the end of the year. There are still plenty 
of busi houses in the city that should 
have addi machines, and the number of 
camuiriee fr thie ree is rapidly increas 
. 7 * 

The ] 1 gyn ichi ee 
tect fF ¢ 7 oe k Sactra* associ a 
has be t for Ja y 6, 1909 

* * * 

TI ¢ » fran “isc » hr ch of the Bur 
roughs Adding Machine Company has dis- 
tinguished itself this month. Both the Bur- 
r ughs nrive S. fae individual sales and for 
the larg sales for a territory, have come 
to San Francisco, 1 result of hard and 


persistent work on the part of the entire 


force. The prize f dividual sales went 
to W. W. Cooley. ger for this terri- 
tory, wl made 315 ner cent of his quota 
nd the local agency stood at the head, 
ith 15¢ ‘ o- aia The next 
hichest 1 rd of individual sales was made 
by W. A. Smith. of the San Francisc 
seeney 125 » cent of his auote 


Carl McFarland. formerly chief of the me- 


\ 


~} n + , | rtment of the local 
house. has joined the selling force. 
+ * * 
The Pil ddinge Machine Company’s 


Churchill 


every 


1 1 . P r 
| 1 
) rer ‘ im charoce - WV m 


business 
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Summary Sheets 





ES 


Double Leaves bri 
ther and save 
Numbers prevent writing 
across the page 


avoid the carryts 





ng names and amounts ‘ 
re-writing of names. Guide : 
balances in wrong lines by guiding 
Transfer Columas permit the carry- 
on the same line for the entire year. Folio Indicators 
assist in making quick and immediate reference to any desired account. 
} “ forward or recapitulating of totals 
/ Check Columns obviate the crowding of amount columns with check marks, and 
assist in locating errors In connection with “Goldman's Check System,” the price 
of which has been reduced to $5.00 to stop impostors and meet the popular demand. 
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Valuable dire 
beginn 
venience 
book. 
discounts. 







CHI 





Has 10 Distinct Advantages 


Write For Particulars. 
out. The trial Balance Bookat the 
ler to avoid the common incon- 
f blar : led pages, accompany each 
Stationers should write for prices and trade 


row 


Rockwell-Barnes Co. 
800 Baidwin Bidg. 
ILL. 


CAGO, 
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GOLDMAN'S 











Smallest, Fastest, Cheapest 


Practical and Reliable 


Come Machine 








Caiuy 


Carries Au atical Resets mechan 
Adds, Subtracts, Multiplies, Divides, Etc 
Time-Saving! Brain-Resting 


No Office Complete Without It 


r particulars, agencies and dis ts, address 
ARITHSTYLE COMPANY 
Berlin, W. 8, Leipziger Str. 112 
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The “Utility Dater” 
Bronze Wheels $2.50 


Good for 7 Years 
Automatic Lever for Chang- 
ing Date. 





A self-inking Stamp 
" that prints the date 


sTyLe NOV 26 1908 


clearly, legibly and in correct 
alignment. No rubber 








THE 
“‘Commercial” Numberer 


Automatic, Consecutive, Duplicat- 
ing Steel Wheels, Solid 
Bronze Frame. 
Self-Inking, Accurate, 
Reliable and Durable. 


“it 123456 


4 Wheels. S&. SO 
5 Wheels, $S.OCO 
6 Wheels, B39 O.COO 


THE 
° ” 
“Sterling” Numberer 
Lever Operated Consecutive Ma- 
chine, ~—<—s Brenze 


sTYLE 123456 


4 Wheels. B&.8SO 
5 Wheels, SS.OO0O 
6 Wheels, SSO.OO 





Send for Circulars describing them 
SOLD BY STATIONERS AND HAND STAMP DEALERS 


Wm. A. Force & Co., Makers 


— ) 
NEW YORK CHICAGO 
59 Beekman St. =. ‘iyn, N. Y. 188 MomroeSt 
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EERLESS Carbon 

Paper and Ribbons 

are “made in Canada” 

and bought by hundreds 

of dealers throughout 
the United States. 


HEY buy Peerless 
goods in their own 
interest. 


HEY have found 
that Peerless goods 
are unusual_—in quality 


and in price. 


A* our depot in Buffalo 

we carry as large a 
stock as any manufacturer 
in the United States. 


UR customers know 
that they can rely 
on prompt delivery any 
time and all the time. 


HE Peerless line is 

complete but not 
cumbersome. Selec- 
tion is simple; quality 
unequalled; price a 
revelation. 


F you wish to handle 

better goods at better 

prices, ask for our new 
descriptive price list. 


Peerless Carbon & Ribbon 
Manufacturing Co., Ltd. 


Richmond Street West 
Toronto, Canada 
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ADDING MACHINE NEWS—Continued. 


The Comptograph Company now has 
samples of the new electric adding machine, 


| and a number of business houses are wait- 


ing to give it a trial The Los Angeles 
branch is still making a very satisfactory 
record, and some fine business has been 


done in Fresno recently. The local agency 
is highly satisfied with the electric ma 
chine, which is attracting considerable at- 
tention, and has met with favor wherever it 


has been used. 


> . . 

F. F. Wright, of Glass & Prudhomme, 
agents for the Elliott-Fisher Company, has 
returned from his visit to the east He be- 
lieves that business conditions here com- 
pare very favorably with what he observed 
in the east. There is a large demand for 
the Elliott model machines, which has been 
taken up by many of the coast counties. 
The adding and bookkeeping machines are 
also being placed with some large firms, 
and some especially good sales are in 
prospect 

Wilmington, Del. 

International Adding Typewriter Co 
Capital, $2,000,000 Incorporators: |S. § 
Adams, Jr., J. G. Gray, M. B. F. Hawkins, 
Wilmington. 


ILIONITES INTERESTED IN YET- 
MAN FAILURE. i 

Ilionites are interested in the vicissitudes 
of the Yetman Typewriter Co., which really 
was conceived in this village and where 
the first company was formed, which after- 
ward went into bankruptcy, leaving many 
wagearners without their wages, and sev- 
eral of the local business men with various 
mounts due them Through the interest 
taken by the business men of North Ad- 
ams, Mass., and the glowing prospects pic- 
tured by C. E. Yetman, a new company was 
organized to locate in that city lion 
workmen followed, all with the same re 
sults and the sequel of the affair is shown 
by the following from the New York World 
under date of November 29: “A _ petition 
in bankruptcy has been filed against the 
Yetman Typewriter Transmitter Typewrit 
er Company, manufacturers of typewriters 
ind telegraph transmitters at 20 Vesey 
street It is alleged that the company 
while insolvent, on October 27, made a pref 
erential payment of $500 to the Guardian 
Trust Co. and suffered part of its property 
to be seized under a judicial process in 
Massachusetts. Judge Holt appointed Guy 
Van Amringe receiver. The assets are es 
timated at $15,000, consisting of factory, 
property and machinery at North Adams; 
stock and office furniture. The factory is 
in the hands of the sheriff on attachments 
The company is a New York corporation, 
incorporated on July 13, 1907, with capital 
stock of $1,500,000, and Charles E. Yetman 
was formerly vice president and_ general 
manager. The factory, it is said, was shut 
down for several months, and there has 
been a disagreement among the stock- 


holders 


BOUGHT 215 UNDERWOODS. 

The New York office of the Underwood 
Typewriter Company recently consummat- 
ed a deal on which it had been working for 
several months, by selling to the John 
Wanamaker Company 215 machines. This 
was a good deal and speaks much for the 
boys down there. 





THE “TRIUMPH’S” SUCCESS. 


Tr} Triumph Adding Machin g 
to general sales manager N: L. | rt, | 
a most successful exhibit at the it New 
York show Contracts were made with Ad 
L. Zadig, of Malmo, Sweden, and V. Haa 
taja, representing C. Mannerheim’s Kontor 
of Helsingfors, Finland, both large foreigr 
dealers, for an aggregate of over 600 m 
chines, in addition to a numbe: f local 
sales in New York. This more than met 
the most sanguine expectations and adds a 
convincing argument that the Triumph has 
come to stay. 

In discussing the situation M Eldert 
said 

“We were much pleased at tl Its of 
our display at the New York show I an 
more than convinced that the Triumph, as 
a $50 adding machine, fills a decided want 
particularly since it is simple in struc 
tion and operation. It opens up an en 
tirely new and promising field rhe s 
was our first, but it will not be our last.” 





PROPER WAY TO ADDRESS 
LETTERS. 
\ problem in ma! ethics 
name f the city and that the state 
should be written on the sam: 





dressing envelopes has beet set 
corresponce with the Post De} 
ment at Washington and ad 

of the two-line plan. 

The fact has been broug pi 
sons who address envelopes typ 
writers prefer the single li 
great majority of those using t 
the names on separate lines 

For some time the divisior 
ters has been sending out 
a model form of address, t 
city and state appearing o1 
In the discussion brought about by t 
adoption of this form of address the weight 

f opinion favored a chang: 
plan It also, was said 
names of the city and st 
lines tacilitate the work of the post erks 
in distributing letters 

\ccordingly, in the new Idress cards 
which shortly will be printed 
f the postoffice and that of t tate wi 
be on separate lines. 

TRADEMARK PIRACY. 

Manufacturers frequently 
warned igainst the dangers I pit y 
the trademarks in ntries t] 
have t taken tl { gis 
their marks Many t ¢ 

rst applicant f gistrat oht t 
ust | mark, wit ny 
pt that the eis tual 
own Many cases « S 
egistration hav me t g 
cent Vé Ss in 1 numbe I \r 
untries, to the de imme r ti 
\merican manufacturers. A British 
official in Peru now reports t $ govern 
ment that he is told that an Arequipa 
regular system exists of manufacturing 
spurious labels. One traveler is al stated 
to visit La Paz, Boliva, or year, bring- 
ing with him imitations of known 
labs 

\merican typewriting machines have only 
German competitors Europe \t a re- 
cent display at Grenoble, France, they car- 
ried off all the honors Their use is in- 


creasing every day abroad 
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THE USE AND ABUSE OF HALF- 
TONES. 











By Jas. F. Tobin 
Bill Ny said f Wagnerian music, “It 
isn’t as bad as it sounds.” This might be 
pa I i cerning half tones. Some of 
t! 10t as bad as they look. 
\ half-tone is only as good as its printed 
The finest one ever made will look “fine’ 
only when the printing conditions are sucl 
is to d s good qualities 
The relations between half-tone, printing, 
and results are absolut: Given any par 
ticular half-tone and quality of paper and 
f good printer, the result can be predicted ac 
curately 
. The 175-line screen lls for the best coat 
ed paper—first class printing—and a press . a oe ° 
can Gh ts "en For Forty Years Discriminating Buyers Have 


The 150-line screen is just a grade lower; Voiced Judgment in Favor of Weston’s Ledger 


1 coated 1 














it requires od « d paper, good print 
ing, and a good pressman to handle it. and Record Papers. 
The 133-line screen is the all around busi- : b 
ness sé -reen. Runs well with ordinary print- A book made of ‘‘Westons for use on your 
ee rt ee ee desk, or for sale on your counter, will enlist you in 
pers” and show good effects. The 150, 133 “Weston” majority. 
120 ens can be electrotyped with e> = " 
lent result From the selection of the stock in the rag room 
The 100-line screen is sufficiently open for » oe, 
| orlntine: on machine-Galhed enue through duster beater, Fourdrinier, calender and . 
reteclace ty de 1ourt | screen 


cutter —throughout the entire complex process of 


The 80 to 65-line screens are “newspaper 


-reens.”” Good for cheap circulars and fast manufacture to its preparation for shipment — ‘A 
eye pene be stereotyped a ” Weston product shows the influence of our 40 years 4 
halt-tone with a vignette finish shou a 
I with 1 paper, where the 


a rere 


experience. 
Through their use the perpetuity of the records 










For trad journal uses either a square 
h or without a line around it . : . ie : 

' ut are une juestionably the of the nation state — county — municipality and , 

a al t itl < 7 ; : d 5 A 
cuts t business of every kind, are assured. ’ 

ht An inspectior f the half-tones in the or i 

dinary trade journal will show that for “out- By common consent of users and makers of 
line finish” 100-line screens print best. P ’ 

Sine oat wna tad nat vet base a account and record books—both the “‘old-line”’ and i 

e : : ; < “9 sates ; 7 ~ ny “és e ’ . . t 
half-tones. The engraving processes are loose-leaf”” record and ledger papers are divided 
improving so rapidly that it is always worth 


‘ } y if cec 
while consulting a good engraver before or- into two classes 


dering cuts, so as to keep up to date.—Sell- 


ite eh eR on 


Weston’s—and the Others 


NINETEEN NINE. 


By Frank Rutherford. 


We are yking forward to the time, 
N y ft at election’ 
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There are twenty-nine questions that might be asked by a critical buyer of 


a typewriter ribbon; but the following five points are all that you want to know 


and the answers are easy. 


Will It Write Clean and Bright? The best imported fabric and colors used 
in the new process Du-Ra-Bul ribbon, guarantees unusual brilliancy and 


clear work. 

Are the Copies Clear and Strong? Du-Ra-Bul colors are used in our formulas 
make instant copies that will not fade 

Will It Fill Type? In Du-Ra-Bul ribbons the ink is not merely put on or 
soaked into the fabric; but is squeezed through and intoevery bit of the rib 


bon fibre 
ribbon so peculiarly inked, that it will not rub off 


It is our new process and the new process is ours, that assures 


Are They Economical? It is necessary to import the fabric and colors to 
make Du-Ra-Bul ribbons good enough to guarantee longer wear than the best 
of other makes. Du-Ra-Bul ribbons make the best kind of business corre 


spondence with less ribbon cost per year 


Are They Reliable? The new process Du-Ra-Bul ribbon is used, not once, 
but now, by various departments of the Government at Washington, American 
Express Company, Westinghouse Electric & Mfg. Co., and others of national 
reputation, where office system is a science and supplies must always prop- 
erly do the work for which they are intended, 


PROGRESSIVE DCALERS appreciate the terms of our introductory trial offer 
which is promptly sent on request 


THE DODGE COMPANY 















4 


-[R)-sUL_~Carbon Papers 


an - 


Inked Ribbons DU 


Factory and General Office: 
SYRACUSE, N. Y., U. S. A. 























No Mopping, No Dust 


This light row is moistened from the reservoir just 
enough to deaden al] dust and cut the dirt fr 
without wetting. No dust rises and the floor is left 
glossy, clean and dry. Cost is less than one 
year per 5,000 square feet 


For Office, Factory and 


MILWAUKEE DUSTLESS BRUSH CO., 





COPPER PLATED STEEL 
RESERVOIR 


SWEEPS 2 
WIPE 


STROKE 


DISINFECTS 


WITH ONE 





them for you 


m the floor If Eastman Kodak Co., The Roycroft Shops, 
Westinghouse Electric Co., Allis-Chalmers, Swift & 
Co., 6,500 School Boards, 450 Colleges and Universi- 


inliae o . . 
Golar per ties, etc., find these profitable, there is a profit in 





Store Room AGENTS WANTED 


Tell us what kind of floor you have and we will send you the right 


brush for that floor express paid, on approval. 


123 Sycamore Street 
MILWAUKEE, WIS. 











DORNETTE DESKS. 


There are shown herewith illustrations of 
several features of the Dornette line of 
desks \ line which through the sterling 
merits of the product and a policy of fair 
dealing on the part of the manufacturers 


has been brought to a commanding position 
in the field Dornette desks are not only 
sold throughout the United States, but are 
handled in all quarters of the world 

The J. Dornette & Brother Company, of 
Cincinnati, is one of the oldest and most 
esteemed desk concerns in_ the United 
States The Dornette brothers began their 


‘ 





A ROLL TOP PATTERN 


7eCT 


cabinet making experience in I 
for nearly forty years have been e 
in desk business in Cincinnati 

They went to the Ohio city from Ger 
many in the early seventies and began the 
manufacture of desks in a little shop in 
the lower part of the town, and having been 
schooled in the teachings of thrift and hor 
esty, incorporated those principles in tl 
manufacture of desks, which were early 


' 
+ 


risen to a commanding place in the trade 
rs have 


; known for their reliability, and have rapidly 


From time to time the broths 
been compelled to move to larger quarters 
and still the fame of their product increas 


ed, until in 1882 they moved their factory 





A SANITARY PATTERN 


the suburbs, where a large plant was 
built, but this again grew inadequa 
ce since then additions have beer 
until now the plant employed in the mam 
facture of the Dornette desks is one of 1 


rgest and best equipped in the country 

One of the main principles of the Dor 
nette brothers has been not to incorporate 
*-heap material in their product Chis fact 
has, it may be stated, made t line dis 
tinctive In the matter of igh-grade 
roll top desk, for example t nstruc 
tion they use the utmost care in putting t 
gether the interior work, yet which t 
visible to the casual ey [his is more 
true than in any other class of their cab 
inet work. They aim to secure the drawer 
sides so that they will always run true, and 
in bracing them so that they t ve 








A Pr Oh 





way in varying changes of temperature or 
climate, the thing which has tried the temper 
of the modern business man more than any- 
thing els« Next, they carefully select the 
best and tl roughly kiln-dried wood, with 


specially selected lumber for the sides, so 


that they will not swell and “bind” but al 


ways be s h-working Che outside or 
“case,” which is always visible to the eye, 
is given the greatest attention in construc- 


tion, so that the interior work will be well 


protected The finish comes next in order 
of building This takes seven distinct op- 
erations and requires two weeks of time 


This gives a high-class desk, a finished 
product, and one that will stand the ravages 
of climate, time and rough handling. 

The writing bed of their desks is “built 
up.” It is five-ply, surrounded by a rigid 





4 COMBINATION ROLL TOP 


frame made of selected wood. It cannot 
split or 

[The company’s other products receive the 
same skill and attentio1 In no single pat 
tern do they deviate from a fixed method of 
construction They manufacture an exten 
sive line of office desks in roll top, flat and 
standing patterns in various sizes in golden 
oak finish, but will ero any special finish 
led to their line the 
now popular Sanitary patterns, and are pre 
pared to furnish every desk required in an 
office in these lines, in the beautiful square- 
in golden oak or 


desired They have ad 


edged or Mission effect 


“special” finishes The line of typewriter 
desks is equally noteworthy 

The company’s catalogue “20E” contains 
a minute description of the full lines, which 


enables tl ler to talk desk construction 


in a convincing manner. 





H- A- DOUBLE R. I-S- _BURG. 


it uir at the Elhott 


Hunter is now settled in his own home 
Mrs. Hunter and Hunter, Jr 
early part of the mont! 

Hunter, Jr., three and a half old, 


by years, is following in his canal foot 


arrived the 


reasured 


steps, and spells Harrisburg like this head 
ing 

C. H. is getting out some great advertis- 
Ing | 1 printed matter for the Elliott 
Fisher Company these days. There’s a new 
piece of liter iture every week or so: there's 


gingering up messages to the sales force 
constantly Part of a recent one reads 
“The salesman th rs out sole leather 


and puts up a personal appeal gets more or 
ders than the one that wears out his 
breeches and writes letters. You never saw 
a successful salesn wearing patched 


pants, but many of them have had their 
shoes ] led.” 
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Dealers 


“PULL 


tape, straps 
quicker, better 





, Write for Samples 


FASTENER” does all that string, 
and rubber bands do. Does tt 
and easier. Yet it costs no more 


than rubber bands 
A bulky pa ircel, clumsy bundle, or dainty package 
are all the same toa “*PULL FASTENER.” Place around 


e package aad onl 


that’s all. ‘Binds with a grip of 


steel; fastened or loosened in a second.”’ 


“PULL FASTENERS" are mz 


form—for every purpose Over 38 


ide in cord, tape, webbing and strap 
different styles, sizes and prices. 


“PULL FASTENERS” are used and endorsed by Government Officials, 
Banks, Attorneys, Business and Professional men in every walk of life. 


We're starting an aggressive adver 
business magazines. Advertising m 
elected names. 


al iled to large lists of specially s 


tising campaign in the December 
atter and samples are also pa 
This means that 


in your district will become interested in and buy “PULL FAST N- 


To see is to buy, and to buy is to use regularly. 


LET US REFER INQUIRIES TO YOU. 


WRITE ON YOUR BUSINESS 





LETTERHEAD FOR FREE SAMPLES AND AGENCY TERMS. 





THE PULL FASTENER COMPANY, 308 Cox Bidg., Rochester, New York 




















Improved Triplicate Shipping Receipt 
‘ten Uniform Bill of Lading 


Standard Form Approved by the Interstate Commerce 
Commission 
Triplicate form put up in pads of 50 sets 
each, for use in detachable covers. The 
most convenient way to handle your ship- 
ments. We furnish these with R. R. print- 
ed in to your order, also name of shipper 
printed in two places at topand bottom of 
ading; or we can furnish them with R. R. 
and shipper left blank. 

Not printed Pads of 50 Sets, per Pad - $0.00 
“ “ 10 “ “ 500 “ se 2 5.00 
Printed 20% “ 1000 “ ~ « + «+ 12,00 
Cloth Detachable Covers ce se es 
Size 84x9 inches. 

Give name of R. R. Co., when ordering 
printed forms. 


Mather Improved General LedgertCo. 


Manifold Book Department 
WELLSVILLE [INEW YORK 








THE 


CLE 


ROTARY LINEOGRAPH 
AN SIMPLE EXPEDITIOUS 


plete, 8 lbs. Prints anything from a postal to a foolscap. 


Ihe most modern, simple and rapid duplicating device on the market. 
I M PO RT A NT Lineograph Machines are sold without restrict- 


ing the user to purchase or use our supplies, 





tain 


for Pri eL 








We make tl 


the great red 


112 FUL 


e best and scientifically adapted materials, regardless of 

tion in our selling prices from those which hitherto 
i are under no necessity to resort to expedients other 
erior excellence of our goods to retain patronage. Send 
ts and Desc riptive Booklet. 


THE LINEOGRAPH COMPANY 


Makers of Duplicators and Supplies 
TON STREET NEW YORK, U.S. A, 



































DEALERS can make money by selling this useful novelty. 


mi ——t nes view 


PROTECT YOUR CHECKS WITH THE 


“ALLIGATOR” CHECK PROTECTOR. 


Write for prices. §S. 1. Atwater, 603 Broadway, New York. 


oo 
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COMMERCIAL STATIONERS’ SECTION 





EVIEWING the Field of Specialties, 
Staples and other Office Supplies of 
particular interest to the Commercial 

Stationer. 











OF “OFFICE 
APPLIANCES”’ 





UIDING the modern Stationer in the 
G sale of office appliances Showin 
how to successfully handle such an 

other goods of the trade. 











The Problems of 1909 


HI year 1909 is soon to be born. 

Again, there is a passing of 

events and a contemplation of 
new things. What the stationer is 
thinking of for the new year; what his 
problems are and what bearing all this 
has on the trade may be of interest to 
the general reader. 

The present year has been rich in 
opportunities and rewards, quite re- 
gardless of the so-called “hard times.” 
Business in general perhaps has not 
been so brisk nor quantitative, but all 
have got along just the same and the 
stationer states that he is satisfied. 
That is enough «in itself. 

But out of the year now closing have 
come certain things that were not so 
apparent at the close of 1907, and they 
indicate a trend that is worthy of much 
thought. That a comprehensive idea 
of what the problems are a number of 
representative stationers were inter- 
viewed in Chicago and elsewhere. It 
is regrettable that a fuller expression 
from stationers over the country could 
not have been had but many reasons 
entered into the cause. But the fol- 
lowing will point out some thoughts at 
least : 

Charles A. Stevens: 

There are many problems that con 
cern and are now bothering the com- 
mercial stationer. I would not at- 
tempt to enumerate them. But I am 
led to this conclusion: 

“The advertising proposition, with 
us at least, is a big problem. We have 
just contracted with a man to take 
charge of a department to be devoted 
to advertising and mail orders. We 
shall spend a large sum of money in 
this department and, of course, expect 
to get it back. But I think that the 
advertising problem is getting to be a 
serious matter with the stationer, since 
it is now the most effectual way of go- 
ing after business. I recall an instance 
that happened the other day. 

I ate dinner at the Chicago Athletic 
Club with a friend who introduced me 
to two gentlemen. One of them said: 
“Oh, I know you, Mr. Stevens, you 
are of the firm of Stevens, Maloney & 
Co. I have heard of you.” Now, I did 


not know that man at all; it was just 
the effect of the little bit of advertis- 
ing. we have done. 

Maintaining the standard of prices is 


Some Things that Are Interesting the 
Stationer. 


another serious problem. If the sta- 
tioner will get the price high enough 
so that he can make a decent profit 
and keep it there he will have solved 
much of the difficulty that now lies 
in his path. 

A third, the stationer should keep 
his stocks moving. It is a good policy 
to move old stock, even if such goods 
have to be sold at less than cost. If 
such goods remain in the shelves it 
means an expense for interest on the 
investment, taxes, insurance and shelf- 
space, and at the same time goods are 
continuing to depreciate in value. On 
the other hand, if sold, the proceeds 
can be invested in new and market- 
able goods which can be turned at a 
profit. On the face of things, this 
does not concern some stationers but 
it is a serious problem and affects vi- 
tally his business. 

Henry Sawtelle: 

The coming year looks bright for 
the stationer. I do not believe that 
there will be any great pickup before 
spring but it is coming as conditions 
appear to me. 

The chiet thing of interest to my 
mind is concerted action all along the 
line. There is nothing like a long, 
hard pull together. That at the very 
outset harmonizes the situation and 
renders an otherwise difficult situation 
comparatively easy of solution. That, 
however, is being accomplished rapid- 
ly and the coming year will undoubt- 
edly see the work well in hand if not 
entirely so. 

The trade is in a healthy 
stationers are bending every effort to 
meet modern demands and are suc- 
ceeding, too. There is nothing slow- 
pokey about them, as | see it, and 
therefore nothing to worry over. 

\dvertising is a big problem. Cir- 
cular advertising is coming to be a 
most important factor in the station- 
ery business and should be prosecuted 
with all vigor. 

Specialties will need more attention 
than ever. The time is come when the 
market for specialties must be made; 
that is, the stationer cannot hope to 
remain idle and expect the customer 
to seek him out. The salesman must 


shape; 


pave the way and demonstrate their 
value. I do not think the stat‘oner ap- 
preciates this as much as he should. 
Fletcher B. Gibbs: 

The chief pre Iblem is to be good and 
not feel sorrow over it. This means, 
of course, that the stationer must do 
the right thing. 

But I feel that 1909 is going to be 
a mighty good year. The indications 
are surely of that character. I could 
not single out any one or two things 
that constitute the biggest problems; 
they are all big—every problem. But 
the stationers must work together and 
keep plugging for the good of the 
trade. Just as I have pointed out on 
several occasions, co-operation is the 
key to it all. Work together is the 
slogan. 

Dwight Jackson: 

The biggest problem was settled 
last November. Now, that that has 
bred confidence and optimism I feel 
that the new year will bring all the 
stationer wishes. I can see a big 
change and one for the better in all 
respects. Of course, there are trade 
conditions, such as advertising, price 
maintenance and similar things that 
need adjustment but those I look upon 
as things to be adjusted as they arise 
It is hard to contemplate what are or 
will be the biggest problems. The 
stationery business is one of those pe 
culiar things that cannot be measured 
in perspective; it has to be handled as 
conditions arise. 

The general situation being good, 
harmony in the ranks, I can see noth 
ing to disturb the trade whatever 
E. Y. Horder: 

The biggest and most serious prob 
lem is maintaining a_ standard in 
prices. This has been recognized for 
some time as a large proposition and 
one which has bothered the stationers 
But there are some things yet to be 
done before it is settled. 

It is hard to do otherwise than to 
meet the competition offered by de 
partment stores and that hurts the 
trade. But if the manufacturer would 
stipulate the retail price, the difficulty 
would be overcome at once. But that, 
I fear, would not be received with ap- 
probation by the department stores. 

I find no trouble in maintaining the 





prices in standards and no _ great 


trouble in the minor articles. I per 
sonally push those things in which | 
can make the most money, and since 


they are the standards, I rarely am 
bothered about maintaining the prices 


Henry C. Bainbridge: 


One of the greatest evils of the trade 
is the tendency to depreciate and 
cheapen the quality of paper used in 
office stationery \ paper  water- 
marked “linen” n and frequently 
is 1 nd | In the early 
davs of rd index systems, the card- 
board used had to be good rag stock, 
capable of being folded without break 
ing, and to stand erasures like a ledger 
paper. Now, in order to meet the de 
mand for cheap eg ls, Index Bristol 


means nothing, cardboard being sold 


The stationer should try and culti 
| stationery, not 

idy stuff but letter, billheads and 
envelopes, blank books, filing systems 
and card indexes made of paper which 
will last so that their successors may 
read the iS hereon, 
D. S. Spe 

Relatin 
for the year 1909, I believe that condi 
itions are such that the sales will be 
increased and show a reasonable profit. 

[ also believe that it is highly neces- 


sarv for all stationery houses to use 


rry: 
e to the prospective business 


41 


great care relative to their expense ac- 


I am afraid that the expense for ad 


vertising, light, heat, insurance, etc., 
is increasing more than the profits. I 
therefore think that all stationers 
should be reful to see that their ex 
penses do not increase to such an: ex 
tent that the profits will show a de 


SIEBER & TRUSSELL IN CHI- 
CAGO. 


Sieber & Trussell Company, well 
known | leaf house of St. Louis, 
| S eda ( i ) bran *h 
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[ 9 Chicago brancl 
v k, and have 
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NEW MEMBER OF STATION- 
ERS’ BOARD. 


\t the regular thly meeting ol 
the board of trustees of the Station 
ers’ Board of Trad New York, the 
Fulton Rubber Type Company. of 
Elizabeth, N. J., was unanimously 


elected a member of the board. 
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How It Injures 
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Maintaining a Standard in Prices 


Trade Integrity. 


ing the incentive for men to work— 
good wages for good work. 

In the case of the farmer, he did land 
something—he landed the land. The 
price cutter lands nothing. He puts 

brake on the wheels of progress. 

\VWhat shall be done with the price 
er? Bad as he has been found to 
be to kill him would be a crime. To 
transport him would be to shift the 
burden to others. He should be taught 
the right view of the principle and by 
continued education made to see its 
importance, to himself and to the 
trade. It is quite impossible to make 
this thing work revolutionarily. You 
cannot just say he must quit and then 
force him to quit. By a simple proc- 
ess of impression lead him through the 
darkness and eventually he will see 
the light. 

\ prominent dealer said the other 
ay: 


sat? 
LL 


“It is impossible for me to keep from 
utting the price to certain of my cus- 
tomers. They buy in large lots and 
vhy should I not favor them, if I am 
villing to stand the loss? Then again, 
| have particular friends who I feel 
degree of interest in and since they 
io things for me, I feel like doing 
things for them.” 

hat sounds very good. Oftentimes 

is well founded. But just the same 

hurts trade. That statement per- 
aps has been communicated to other 
representatives in the trade and they 


I'll do the same as a matter of self- 

protection.” 
\nd so it goes. There results, to 
that extent at least, no standard in 

ces. Of course, there is no “price 
utting,” but there is a damage that 
amounts to the same. 

\n association of men, meetings for 
scussion, will help do away with the 
ractice. It is easier to say no to the 
riend than it is to remedy the evil. 


SHEPPARD’S SELLING FORCE 
DINES. 


Lhe se lling force of the E. C. Shep- 
rd Company, New York, was re- 
ently tendered the annual dinner 
vhich this enterprising and fast grow- 
house gives every year. 
(he dinner was given this year at 
e new residence of C. E. Sheppard 
Washington Heights. 
he boys were royally feasted and 
he banquet proved a highly enjoyable 
one. As a fitting climax to the even- 
ngs entertainment Mr. Sheppard took 
them for a spin in his big touring car. 
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Getting More Business 


margin of profit above the manu- 

facturer’s cost is too small under 
existing circumstances. They state 
that the manufacturer should help to 
increase the profit by reducing his 
cost. The manufacturer replies that 
since he has to make the market he 
cannot do better than he has done. 
These problems between manufacturer 
and dealer are, of course, important 
and must be fought out between them 
both. No doubt they will adjust them- 
selves in due time. 

But the dealer should circumvent 
the difficulty as much as possible by 
the employment of every possible 
means to develop sales; he should in- 
augurate the best plan possible looking 
toward sales promotion. If he fails 
to take advantage of such he is ignor- 
ing a splendid chance to widen the 
scope of his field. Many are doing it; 
some are not. ‘There is not a fixed 
campaign among all dealers. 

Without any question local condi- 
tions are different. No two localities 
are alike and for that reason no two 
can operate the same. But all may 
work along similar lines, adapting a 
campaign to the peculiar needs of the 
community or the territory. 

The Campaign. 

The manufacturer has shown time 
and again that he is quite willing to do 
all in his power to advance the inter- 
ests. of the dealer. This follows as a 
matter of course. But it should not 
be taken to mean that he will assume 
the initiative in all cases. The dealer 
must do that and with all the force at 
his command. 

A rational and effective campaign 
can be divided into three classes: 1 
Telephone. 2. The Mail. 3. The In- 
vitation. They co-ordinate each other 
and will greatly help in all cases. 

First, the telephone. The dealer 
should have a special list of his cus- 
tomers and prospective ones. The list 
should be as complete with all neces- 
sary data as possible. Each customer's 
or prospect’s card should bear the in- 
formation as to the number of times 
called on or matter sent, such as let- 
ters or advertising literature. With 
the list before him the dealer can di- 
vide it into groups and every so often 
step to the phone and call up his party 
and extend an invitation to call and 
examine a device or just make a call. 
The effectiveness of the telephone is 
marvelous. It will make a greater im- 
pression than anything else. 

A New York advertising agent has 
the record of spending more money for 
long distances than is spent by the 
steel trust. He uses the phone on 
every possible occasion to get business. 
He reasons thus: “The man at the 


Can dealers contend that the 


How the Dealer May Increase the 
Sales of His Territory. 


other end, on being informed that he 
is wanted at the long distance, con- 
cludes that it must be important busi- 
ness. Naturally he gives his caller 
more attention and interest.” This 
same agent, who lives in New York 
City, has been known, when desirous 
of landing a piece of business in New 
York City, to go over to Brooklyn 
and phone him. But the company with 
which he is connected never has ob- 
jected and you know it would have ob- 
jected unless the man got the business. 

So with you, Mr. Dealer, use the 
phone; use it often. It will pay your 
bills on many an article. 

The mail, as the second proposition, 
is not used often enough. Uncle Sam 
has a most efficient service, quick and 
sure. This department can be divided 
into special list and follow up, and 
special advertising literature with your 
own imprint. The mail campaign 
should be prosecuted with all possible 


vigor and intelligence, and the manu- 


facturer will co-operate with you at all 
times. The special list for the tele- 
phone applies only to the city in which 
you live. And the telephone list never 
should be a mail list; the two always 
should be separate and serve special 
ends. But your mail list will never 
cover your entire territory and should 
have the same information as to the 
customer or prospect as the telephone 
list. Get the data; know who your 
man is and what he is using. Have a 
detective department in vour store; be 
your own sleuth. , 

The special advertising literature 
will do much for you. Tell your 
manufacturer that you want special 
advertising literature with your own 
imprint, and this to be mailed out regu- 
larly, not sporadically. Follow it up 
with other kinds, with something that 
will appeal to the man whose trade 
you seek. The manufacturer will 
surely do all in his power to aid you 
in this respect, because it is to his in- 
terest as much as to your own. But 
work it for all it is worth. Incessant- 
ly keep at it. You will be surprised at 
the results. 

Other Ways. 

Another way of supporting the tele- 
phone and the mail in your campaign 
is to send out written invitations to 
your customers to call and inspect a 
new device or article. Do not wait 
for the article to come; get one and 
keep getting one, always have on tap 
something worthy the especial atten- 
tion of the customer. Keep fresh; 
don’t stagnate. If you send out 100 
invitations, and get only five callers, 
you have done well. If you sell one of 


those five, you have paid for the invita- 
tions, and who knows what else it will 
bring ? 

The window display has _ been 
spoken of in these columns time and 
again and the dealer is no doubt full 
of that sort of thing. But it might be 
emphasized in this instance with all 
due propriety: Don't do like the fel- 
low over in Ohio who had one-six- 
teenth of an inch of dust on his win- 
dow articles; in fact, you could not see 
the articles for the dust. By all means 
have a good window display; change 
it every few days. And center the dis- 
piay with a good feature. Pick out a 
series of things, no two alike, and use 
them as features. A Chicago concern 
the other day had an unique display in 
the window and in the center was a 
small stand with two men-automatons 
using a certain fountain pen—the point 
was to show the facility of its use. 
The display attracted hundreds, and it 
is safe to say that there were many 
buyers out of that lot. Do the same 
yourself. Get the people in front of 
the store, even if not one goes in to 
purchase. 

The game for the dealer is constant- 
ly to push. And to keep fresh in the 
minds of the people of his community 
what he has to sell. It is hard to con- 
ceive how any dealer can lose out on 
such a basis. There are lots of them 
winning today. And all you need to 
do is to plan a campaign and push it 
for all there is in it. You will land 
some one, some time, some way. One 
means two, two three, and so on, in 
geometrical progression. 

A dealer out in Kansas, “bleeding 
Kansas,” the other day decided that 
there must be a greater diversity of 
line, if he was to get the business that 
rightly was his. He instituted a small 
printing card machine, put it in the 
window with an attendant and demon- 
strated that he could furnish personal 
or business cards himself on the “short 
order” plan. He did business from the 
start and at the end of the month his 
general sales showed an increase. He 
states that he has another novelty that 
he will put in soon. 

One never can tell what means will 
do the work. If one thing will not do 
it, something else will. Novelties have 
their place the same as other things, 
but they will aid the dealer often. 

BOOST CLUB DINNER. 

The November dinner of the New York 
Boost Club was held at the Aldine Asso- 
ciation November 19 at 6:30 Speeches 
were made by Colonel S. S. McClure, pub- 
lisher McClure’s Magazine; Daniel Carter 
3eard, Hon. John F. Murray, Everett J 
Wendell and Martin Conboy, of the New 
York bar. Judge Moore presided 
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About Show Windows 


Some Helpful Hints for the Stationer. 


OODS displayed over and over 

again in the same old way 

cease to attract, for who will go 

deep into your sales rooms when they 

see nothing at the entrance to entice 
them? 

Some of our friends redress thei 

needs 


glass 


because the 
some when they have noth 


windows, 
cleaning, 
ing else to do, and others because it is 
customary; but the up-to-date hous« 
gives the window special attention 

Next in importance to the location 
of a store is the benefit derived from 
the show window, as it is not only an 
index to its contents, but plainly indi 
cates the progressiveness of the estab 
lishment. 

To a certain extent the reader of 
this article is engaged in the sale of 
staple articles, or rather the tools by 
which an office man slaves, and his 
goods are no more attractive to the 
office man than school books to the ay 
erage school boy 

Must Force Displays. 

It is therefore y to fore 
your displays upon the public 

You can divide your lines into two 
classes, first the staples, that the pub 
lic of necessity must buy, and the spe 
cialties, novelties and labor saving cd: 
vices that the publi 
to buy. 

A window 
after the display has been replace 


necessary 


mav be induced 


should sell foods long 


suggestion is to show you 


and the 
staples in a manner that will conn: 
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our pencils and other items, and when 
thev use bands, erasers, etc., that they 


1 


be reminded of dear old Schnitzel 
One Thing at a Time. 

When you show a labor saving de- 
vice whether it be a typewriter or any 
other specialty allow the entire win- 
dow for its display, don’t fill it with 
all of your specialties, as you cannot 
induce the public to believe that you 
have revolutionized the whole busi- 
ness 

Give them one article at a time, and 
you will get the best results. Explain 
the merits of this device in expressions 
that mean something. Such signs as 
“Best on Earth,” “Will last forever,” 
etc., have no meaning, and it would be 
much better to invite the customer in 
to see a few good features that you 
specify. What the device can do, how 
it does it, and the advantages it really 
possesses, printed on your display 
cards, will be more productive of sales 
than a big list of disadvantages that 


it does not possess. 
You may be able to demonstrate the 
latter is learned in 


+ +1 
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NEW OFFICERS FOR PITTS- 
BURG. 
The Pittsburg Booksellers’ and Sta 
s’ Association last month elected 
he following new officers: 
Geo. H. Alexander takes the place 
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t Harry P. Davis as president, and H. 
Lee Mason is second vice president, 
vice Geo. H. Alexander, elected presi 
dent. 

No change has been made among 

the other officers of the various com 
miuttees. 
For the benefit of those subscribers 
10 wish to have a recent record of 
the association’s officers, the following 
list is appended: 

\. W. McCloy, first vice president; 
Robert Crawford, treasurer; Chas. H 
langbein, recording secretary; Chas 
H. Clough, corresponding secretary. 


Stationery Committee—Charles  H. 
Clough, chairman; G. O. Wylie, Elmer 
kK. McKown, Chas. H. Langbein, 


Christian Kirsch, Robert Crawford, A 
W. Met loy, Tr. Book Committee H 
I.ee Mason, Jr., chairman; R. S. Davis, 
\. B. Holmes, Albert Gough, H. D. 
Burke, Robert Gibson, George F. Den 
niston; and Edmund W. Arthur, at 
torney. 

The secretary, Chas. H. Clough, an 
nounced that the annual dinner will be 
given on Tuesday, Jan. 26. In writing 


to him for making arrangements for 


hat night, address Mr. Clough in care 
f Wm. G. Johnston & Co., 900 Penn 
CTILIE 


STATIONERS’ ANNUAL BANQUET. 


Che banquet committee requests that 
rs take notice of the fact that the 
| Annual RB n vet of the ~f 


Technical Supply Co. 








Io! 


\ssociation of New York will be held at 
the Hotel Astor, on Wednesday evening, 
January 13th, at 6:30 p. m. 

On receipt of notice from the committee 
will you kindly make prompt response on 
account of the large number who attend? 

This will be of great assistance in making 
irrangements for seating, etc. 

(Signed) N. A. Hanau, 
Chairman. 





AN APPRECIATION FROM M. 
MUNDELL. 

M. Mundell, representing Mittag & Vol- 
ger, takes occasion in this issue of Office 
\ppliances for expressing his thanks to his 
customers and friends throughout his terri- 


tory His letter follows: 
Chicago, Ill., Nov. 12, 1908. 
To the Editor of Office Appliances. 

As the year is about drawing to a close, 
when we all look back and figure up our la- 
bors and endeavors and results for the year 
just closing, and figure for the next year’s 
work and efforts, we look back with pleasure 
and satisfaction at the things accomplished, 
and resolve to do even better the next year. 
Now as Christmas and New Year are fast ap- 
proaching I thought of some way to reach my 
customers who are scattered over the entire 
American continent. I don’t know of a better 
way to reach them than through the columns 
of Office Appliances, for go wherever you will, 
if there is a stationer, a typewriter agency, or 
an office supply dealer, there you will also find 
Office Appliances, a magazine which to-day 
stands pre-eminently as the best and leading 
trade journal in the country. I know of no 
stationer, dealer or typewriter office where this 

surnal is not on the list, so through these far 
ind ever-reaching columns I will now thank 
all my customers in the name of Mittag & Vol- 
ger, and then for their past patronage and 
courtesy to me. It has been my aim to treat 
my customers fair and square, honestly and 
honorably, giving them what I really think and 
how to be the best product in the line I repre- 
sent 

Wishing them all a very Merry Christmas 
nd many Prosperous New Years, 

I am, very sincerely, 
M. Mundell. 










Our inks 
depend entire- 
ly upon the follow- 
ing proved superior 
qualities for establishment 
in popular favor. 
They have the proper consistency 
to give them perfect flowing qual- 
ities—neither thick nor ‘‘blotty.” 
They dry readily without undue 
incrustation of the pen. 
In any climate they keep in per- 
fect condition in the bottle 
unless frozen or left uncork- 
ed for an immoderate 
length of time, or mixed 
with other inks. 


Our Blacks Are Pure Carbon 


inks made from the best mater- 
ials procurable, perfectly com- 
pounded to give all the desirable 
qualities demanded by the most 
critical draftsmen 

They are absolutely 
opaque and under 
the microscope will 
be foundfreefrom 
minute cracks 
present in 
most oth- 
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for Vertical Filing. 


There is no other line of filing envelopes 
and wallets in the market that can compare 
favorably with ours for variety of styles and 
durability in use. 
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‘ ’ TE MAKE Paperoid of several 
different thicknesses, but all thick- 
nesses are of the same quality of 

stock. The lighter quality is used for mail- 

ing purposes by Banks, Trust Companies, 

Lawyers and others sending valuable papers 

by mail; also for filing small quantities of 

papers. Medium weight is used for large 
flat wallets, and for all expanding sizes. 

Then we make an extra heavy grade for 

hardest usage. 


“Paperoid’ is a coined word and secured to 


us by Registered Trade Mark. 








The accompanying cuts show a few of our 
leading styles, but we have many others, 


Pochut, Showinn and can furnish anything your special busi- 





ness may require, no matter how small—no 
matter how large— the goods or the quantity. 


We have recently more than doubled our 


capacity for manufacturing these goods, and 
will be glad to send samples and give 


prices to any who will write for them. 











‘PAPEROID 


Wallets-Folders-EinvelopesFile Pockets 
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Removable 
Card, 
Full Panel. 












Paperoid Folder, 
with 1 inch 
Expansion, for 
Vertical Filing. 










Paperoid Filing 
Pocket, Showing 
Drop Front 












Combuiation Paper- 
oid Filing Pocket, 
Open for Reference. 






ALVAH BUSHNELL COMPANY 


92 MARKET STREET, PHILADELPHIA, PA. 








THE ELLIS TIME STAMP. 
The Ellis Time Stamp, manufactured by 
the Eureka Blotter Bath Company, of 6217 
Wentworth avenue, Chicago, ts a decidedly 


clever stamp and is receiving much atter 
tion from the trade. 

System in any business is the most in 
portant element that makes for success 


Lack of system is a more direct cause 
half-success or failure than any other el 


ment. [There can be no perfect systen 
without knowing what time a thing was 
done and how long it took to do it Time 


important element in the cost 


is the mos 
of anything and it is necessary to keep an 
accurate record of it It is also important 
to do things promptly and just as impor 


tant to know that they have been done 
promptly 


The Ellis Time Stamp is a perfect sy 
tematizer It will show the ex time 
day, hour and minute when certain work 
was commenced and when it was finished; 

} + ) ] - - 
when a telegram, letter or package was sent 





THE ELLIS TIME STAMP 


and when it was received; when documents 
or papers requiring the attention of various 
departments were received and disposed of 
by each of the departments, etc In short, 
it 1s a time recorder that saves time, de 
tects carelessness, fixes responsibility and 


establishes the basis for computing cost. 
The Ellis Time Stamp is so simple it 
needs but little explanation It consists, 
as will be seen from __ cut which 
shows the actual size, of a special watch 
movement, stem winding and ste ting, 


set in a nickel plated case On the lower 
side is a rubber dial, similar in appearance 
to the one on the face, and from which the 


impression is taken. The hands of this dial 
move automatically and _ simultaneously 
with the hands on the face On this page 
is shown an exact impression. The stamp 
dial can bear such words as “Commenced,” 
“Finished,” “Received,” “Sent” and such 
other words as may be desired 1 may 
also bear the name of the person or con 


pany using it. 

Where it is necessary to guard against 
fraudulent manipulation a_ stamy 
furnished which can be set only by the 
son having the setting key 

The Ellis Time Stamp is guarantee: 
be correct in material and workmanship, 
and all repairs not necessitated by careless 
ness or abuse during one year from date of 
delivery, will be made.free of charg: 





A PRACTICAL COIN WRAPPER. 


We show herewith cut of Youman’s Coin 


Wrapper, a remarkable little article which | 
occupies a large place in the favor of the 
trade because of its popularity with the 
users throughout the country. The sim- 
plicity and practicability of the device com 
mend it at a glance. 

It consist f a tough fibre sheet 7% by 
4% inche with one end trimmed obliquely 
and gummed. There is printed on the sheet 
the amounts which the wrappers may con- 
tain f the different coins The patented 
feature which makes its value so great con 
\t hol » placed in tl 
sheet that when the coins are wrapped in 
the roll the numerals showing the amount 
and the coin denomination appear in their 
respective openings For example, th 


wrapper holds $10 in halves or quarters 


When these coins are placed on the sheet 


and the wrapper rolled, the amounts show 
| h tl pening he accompanying 
p nd in proce 


The cashier is 1 * wot ¢ the necessity of 
ith a stock « 
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YOUMAN’S COIN WRAPPER 


various s wrapper The Youmans Wrap 
per econor es his working space. The 
trouble which cashiers frequently experi 

1 wrappers through 


varying thicknesses of new and worn coins 


b uliar construction 
this sheet It takes care of old and worn 
I ew ones. Other unique 
features re space n the wrapper f 
names both bank and depositor. The 
pri ¢ t dealers giv < them a generous 
profit If purchased in lots of 25,000 the 
wrapper re furnished with imprint with 
out ext hare This affords an oppor 
tunity which should not be overlooked by 
he deal work up good business it 
thi b 1 her la g 
wr i! ty, it 
the nan 
wr 
I ( r Card i 
te that 
hold 
I 19 ts » that i 
of } in which 
hy + 
saa 
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The Most Com- Carbon Papers, Transfer Papers, Stamp Rib- 
bons, Carbon Rolls, Typewriter Ribbons, Type- 


plete Line..... writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 


J. A. HEALE & CO. 


MANUFACTURERS =) 























\\ 
) The mark of quality 


94 JOHN STREET $3 NEW YORK, N. Y. 


yp () 














The Navan Order Book 


n the globe. The 
stant oy f orders 1 are receiving proves that 


IT Is A ‘PART OF EVERY 
mitrigireigatamcagle OUTFIT 


One reason w i] n will have no other when they have used this 
b is because it has 


A oes - ADJUSTING CARBON 


This means, FIRST, NO LOSS OF TIME 
SECOND, NO SMUTTED FINGERS 
SPECIAL PROPOSITION TO DEALERS 


THE SIMPLE ACCOUNT SALESBOOK COMPANY 


FREMONT, OHIO, U. S. A. 


Sole Manufacturers, a Manufacturers of A unt Systems, and Counter Pads for store use. 


















we A TALE SHORTENED 


“Factory Grade” 
Typewriter Platens 


The only exclusive platen concern 


AMES & FILSTEAD 


(3 PLANTS) 
332 Dearborn St. 108-110 Duane St. 1649 Champa St. 
CHICAGO NEW YORK DENVER 







For the Trade Only 
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HE following system has been 

tested and proven very satisfac 

tory. When a salesman hands 
in the route or a list of towns he is to 
visit on his trip, the name of merchant 
in every town on the route is copied 
on a separate blank, of which a carbon 
is made. This sheet also has the buy 
er’s name, when possible, the business 
and rating; and, if he is a customer, a 
memo. on the reverse side i¢ made, by 
the Sales Manager, of the sales of thie 
past three months, and any other no 
tation which would be of benefit—sa, 


1907. 
January .$ 15.50 
February Midas o> 1+. 27.40 
March 193.90 


, 


We have him interested now and 3 
depends on you to make the account 
grow. 

The original kept in the house book 
or volume, the carbon given to the 
salesman, who is instructed to check 
opposite the class of articles sold, and 
to fill in the other blank spaces, and 
return the slips or blatfks from each 
town. These blanks are actual siz 
and printed on one side. Used by 
salesmen in '4-inch price book cover, 
filed and kept for reference in the 
house in prong file. 


Kinds of Blanks. 


These balnks may be arranged to 
suit any kind of business, and salient 
prints noted on which information is 
desired ; 

Or, for buyers as well as sellers; 

For grain, wool, fruit, or other buy 
ers reports to the house; 

For adding machines, typewriters, 
agricultural implements, etc 

A little Loose Leaf Memo. Cover is 
filled with sufficient sheets for a day 
or two and particulars may be noted on 
one of these sheets during his visit to 
each customer. Should the salesman 
call on a prospective customer, for 
whom he has no sheet, he fills up one 
of the blanks with which he is sup 
plied. 

These sheets are sent in daily by the 
salesman, and the information copied 
on the blank in the house book, or 
these original reports are filed in a spe 
cial cover, for each salesman, arranged 
alphabetically by town, or as may suit 
the user. When the salesman goes 


over the territory again, he is given 
copies of the blanks used on his last 
trip, which recall the former visit, re 
fresh his memory and give him ad- 
vantages he could not otherwise have, 
and the result of his second visi 
ported in like manner as the first, by 


is re- 
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Salesmen’s Reports or Book 


By F. W. Risque. 


(Taken from “Loose Leaf Books and 
System for 
Mr. Risque. 
rights reserved.) 


General Business,” by 


Copyrighted and _ all 


return of both old and new blanks on 
each customer This record alone 1s 
one of the most valuable in the hous 
It gives the date of the visit; if sold, a 
reference to the character of 
goods; if not, why not, either becauss 
the merchant is stocked up, absent, has 
a grievance or ordered from another 


briet 


house; what goods, of a competing 
line, he handles, and brand of same: 


prospects for future business; buyer's 
name (when there is a special buyer 
for this class of goods), and remarks. 
When these cards reach the home of- 
fice, correction, if any, is made on the 
house list and such notations as may 
be thought valuable for future refet 
ence. 

Should the 
on which the customer wishes quota 


salesman report a date 


tion or request prices on special goods, 
notations for future, ete., the card or 
slip is filed in the “follow up cover’ 
under the proper date for attention 
lhe memo., date, ete., is noted as at 
tended to on card and it is again moved 
forward and filed to come up at a fu- 
ture date, say, 5 to 10 days later, in 
regular course, should no results have 
so far followed. The original card is 
also marked with date memo. and what 
day put forward, the original being ref 
erence to the other slip. 

These blanks are printed on thin, 
tough linen paper. The house book or 
cover, three inches thick, will hold 
1,000 of these sheets or reports, and 
may be indexed under towns arranged 
alphabetically. and under each town 
the names in alphabetical ortler. Thus 


in subdivision “A” all towns beginning 
, 


with “A.” in subdivision “B” all towns 
belonging with “B.” ete \ page of 
vellow or manila paper might subdi- 
vide each town, so that under “A” 


i¢ 
there may be 10 or 12 towns, but be- 
tween each town there is a_ yellow 
page. Every card between these vel 
low slips (or in any one town), is ar 
which 


ranged alphabetically, enables 


vou to find the name desired, or one or 
many in any town at a moment's no 
tice 
Different Uses. 
This same system may be used by 
Life and Accident 


tising Agencies, etc. 


Insurance, Adver 
This system can be used advantage 
ously in any business in which outside 
detailed information is required or in 





Form Index 


which solicitors’ reports are depended 
upon. 

In such cases there is no necessity 
of copying reports, as they may be 
filed as turned in, by date, maturity 
class, location, alphabet, or solicitor’s 
name. 


The little book, 3 inches thick {) 
inches high by 4 inches wide, holding 
these slips, is called the Book Forn 
Card Index, because it is a card index 
in book form. It is of the prong fil 
class 

ne great advantage of this Book 
Form Index is its portability 
names of customers of any one te 
tory or state be needed for reference, 
the office bi \ is instructed to hand you 
the particular volume wanted without 
the necessity, as in consulting the old 
card index, of being obliged to go to 
the card index case, have the special 
cumbersome drawer brought to you, o1 
the loose cards laid on your desk 

In the latter case, the order may be 
disarranged and the cards mixed, o1 
mislaid and some lost. 

The Book Form Card Index can be 
opened instantly for the removal or in 
sertion of leaves, the leaves turned and 
ecards found much more quickly tha 
the ordinary card index. The former 
has all the advantages of a book, in 
cluding the ease of finding a certain 
page without the disadvantage of pass 
ing backward and forward over the 


the case in many old fashion¢ 
indexes, 

Another advantage in daily reports 
is that the slip relating to each cu 
tomer is separate and distinct from the 
others and all the information about 
that party is together. It relieves the 
salesman or solicitor of writing | 


“WC 
t 


etters 


and also obviates the objection § so 
often found in letters, namely 
two or more customers may be report- 
ed on one letter sheet which prevents 
filing the information separately un 


less separated and copied after reach 


ing the office. A minor clerk can have 
all new cards going out and tabulat« 
those returning and attend to all the 
routine except action by the Sales 
Manager 

This system requires but one clerk’s 
time and gives most satisfactory r 


sults 


AMERICAN BANK NOTE CoO. TO. 


MOVE. 
| ' Bank } | 
‘ ngements 
123 s Hunt's P . 
N York, and there \ 2 
bu t ccommodate 1 Phe 
expenditure ill tot S$? 000.0 


MILWAUKEE STATIONERS DINE. 
Phe 


receiy 


the 


N 


Manuf 


thing 
the 
work, 
to Fle 
cag 


Milwaukee Stationers’ Club, which 


d right h fellowship from 
tio1 Association of Stationers and 
everal weeks ago, deemed 

rticipate in some- 

y of instruction, covering 

fits of association 

2 ded an invitation 

B. Gibbs, president of the Chi 

Ss , to address the club. Ralp! 
sol the C. S. & R. B. Company, 
H. Hamlin, western manager of the 


& Pease Company, arranged the 
ided in making the affair quit: 


a 
Gibbs _ talked n association work 
dwelt n some facts which he h 
ied from a careful study of the work 
cal and national associations. His ad 
is given in full elsewhere in thes: 


Ritz presided in his usual happy 


r, and after attending to some busi 
in an informal way, introduced Mr 
s, who did not deal in statistics at al 
spoke in such convincing m 
S ike a convert of any present 
ght previously have been dispos« 
1 the purpose of the organization it 
1 way 
very busy man in his regul 
Gibbs is never too busy to 
ti ssist in this work of prom: 
d to the representatives of the tw 
turit g establishments the Milwau 
ub tended f thanks for the 
‘ 1, 
g sisted that tl 
1 1 one is it is t 
1 dealers worl 
led the meeting were unani 
in the expression that the Milwauke¢ 
yn d done remarkably well wit] 
it irganization. Much enthusiasm 
i ted on every hand 
nt who participated in the in 
discussion nditions and the 
f i them were: 


president of the Diamond 
) 1 


t South Side Book 


ed f ¢] Hend Ramford 


r QD 


rti Vv in - ccord 


ses f the gathering, were 

1 for various reasons Mr 

1 Mr. Baum had other 

tend ta wtuch ehnid ant. ta the 
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Is Your Line of 


Typewriter 


lo 


ff) mpshire 4 Paper 


“2 
HWond 


Bringing You 
Maximum Profit? 






















Leaving us out of con- 
sideration this is a 
question you should 
answer to yourself. 


There is a certain class of our customers 
ind prospective customers that should use 
1 paper of unquestionable character and 
juality Do you sell these people paper 
If you do, your typewriter paper line is 
profit it should. There is not only more 
rade goods, but they are much more 





ir customers 


Old Aaumpshire Dond 


And now let u K ua tew more pertinent questions. 
Is there a better known paper than Old Hampshire Bond? 


Is there a line advertised so extensively? 


Is there a line superior in quality? 

Is there is a lit 30 attractively boxed? 

Is there a line offering more liberal discount? 
A fair answer to t e questions is all we ask. 


Write u nd we v talk the matter over. 


the World ¢ : 
, tvely DAAWV AD) 


' 


Hampshire Paper Company 


markt 





SOUTH HADLEY FALLS MASSACHUSETTS SOMONE 


j 
R; 

















> nein el ont 
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ANOTHER STATIONERY STORE FOR 
CHICAGO. 


Chicago will have another stationery 
store February 1. The firm will be known 
as Burr-Vack Company, and will be located 
at 330 Wabash avenue. The capital stock 
is $10,000 

The gentlemen concerned are L 
in charge of the stationery departn 


| ? 
L. Burr, 


Counting House Paper Fasteners 


Packed, sizes 1 to 4, in round brass boxes of 100 each, 


10 boxes to a carton. Full count. Superior quality. 


Round and Fiat Heads Furnished with or without Washers 



































| 
LOUIS L. BURR 
A. C. McClurg, and John J. Vack, head 
salesman in that department Arthur J 
Lloyd, of W. G. Lloyd Company, blank book 





makers and manufacturers of Perfect Ac 
count Books and loose leaf specialties, will be 
the third party, but will not be a ( 


Dealers should get our catalogue Hl ne ee ee 
which shows the complete line y 
of ‘‘Thomas”’ Specialties. 
, LIBERAL TRADE DISCOUNT 


THOMAS STATIONERY MFG. CO., Springfield, Ohio 


New York Office, 537 Peari St. Chicago Office, 515 Baltimore Bidg. 











Originally 
Designed in | 
1868 
Not Expen- | 
sive But 
Very Good | 















The MEAD #2 


Is used by nearly ALL. PROMINENT STATIONERS for producing 
FINE ILLUMINATED STAMPING 


For this work it is unequaled because of nusual 
DURABILITY 


CONVENIENCE — ACCURACY 





These presses are made of Best Materia) and Workmanship — aah tas 
LEADING FEATURES as P Pia 
Space back of die: long, straight bearing of slide nut cut from sol- 
id casting, low point of contact of end of screw. positiveness of r to ( hicag 
versing of die and counter and volute spring. No adjusting to keep | exy : i thesess 
in working order. in? — “ 5 
Presses I built 36 years ago are still in good working order | L¢ burr id \ a 
. 1, = g 
Small size will stamp dies 1} in. square or | x 3 inches | assot vith A. ¢ Ic ew | 
Large size will stamp dies 2 in. square or 1} x 4 inches and . wughly the 
WRITE ME FOR MORE COMPLETE DATA ti They are 
A, G. MEAD, Machinist, 264 atientic ave, soston mass, | th ern 1 of high | 
ac 














Mr. Burr has been connected with the buy 
ing end for 28 years and Mr. Vack with the 
selling end for 20 years 

The new company will have a location in 
the immediate vicinity of which there is no 
stationery house. The closest by several 
blocks is A. C. McClurg, and for this reason 


it was considered advisable to seek a situa- 








JOHN J. VACK 


tion in close proximity to large houses and 
yet free from stationery stores. 

The line will be office stationery almost 
entirely Mr. Burr stated that little at- 
tention would be given for the present to 
office specialties other than those most 
common to the stationery interests. 


THE HEAVY TOUCH. 


“When in anything typewritten you see 
the periods and comas punched black and 
deep,” said an experienced typewriter, “you 


may know that the work was done by a 


beginner or by one who had not yet done 
ut rk to have acquired a perfect 
u 
‘et tl leep punching of the 


points is very simple. Natur 
ally enough the beginner at  typewriting 
plays upon all the keys with equal force, but 


is the types attached to the keys present | 
unequal amounts of printing surface it fol- | 
l t] l f pplied to all the keys | 


e or less unequal printing on 


~eie 
For instance, a certain amount of force | 


ipy B key might produce of that | 
ty] impression he paper, but the | 
sal pplied to a period might drive | 
t! int, cl hrough the paper 
In u for beginners on | 
the punch holes in the paper 
ds 
¢ s in her art 
realize that some types must | 
n others and 
mes | black 
r practice she 
tically, to de 
t ind signs until 
bl uce typewriting 
le tist in effe 
a itiful. 
g the good we 
d com] 
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Loose Leaf Forms 
and Devices 





Each Item 
Carried In 
Stock, Ready 
for Delivery 


Safety Lock Ledgers 
Flat Back Ledgers 
Russia and Corduroy Transfers 


Spring Back Holders 
Secure Jointed Post Binders 


Peerless Keyless Binders 
Empire Solid Post Binders 
Zar Jointed Post Transfers 
Rex Screw Post Transfers 
Leather Tabbed Indexes | 


Round Back Ledgers | 


in 8 Sizes 


Entirely 
Interchangeable 
Sheets and Indexes 
Will Fit 10 Styles 
of Binders 


Canvas Tabbed Indexes 
Ledger Ruled Sheets, 9 forms 


Do you realize what this means to youP 


With this combination you can meet the demands of 


any customer. 


The Twinlock line is the answer to the loose leaf problem. 


A LOOSE LEAF 
EVERY OFFICE 


Catalogue L Mailed on Request 


Write today for our exclusive agency plan. 


The Saintock Company, 
MANUFACTURERS 


430 Main Street, CINCINNATI, O. 


IDEA FOR 
NEED 
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EXCLUSIVE AGENCY 
WANTED IN EACH CITY 








MOORE’S MODERN 
METHODS 


Profi 4 


There is more profit in our goods than in any other 
line of office supplies, and there is no competition. 






Easy to Sell. 

"Moore’s Modern Methods" keep ledger and office 
records at less expense than any other method, therefore 
they are the most saleable. 


Re-orders Your's. 


We already have 50,000 users of our goods in the 
United States and we will turn over to you (provided you 
become our agency) all the business which we now have 
in your city. We will also refer to you all inquines we 
receive from your city in response to our heavy general 
magazine advertising. 





















IF YOU ARE INTERESTED, WRITE US AT ONCE 


John C. Moore Corporation, 


ROCHESTER, N. Y., U. S. A. 

























WHAT IS A LOW PRICE? 
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SELLING 


THROUGH DEALERS. percentage of profit, averaging over 100 


[he John ( loor Corporation [ 
IX te! 2 have been sellir l tior y 
their line f ofhce supplies direct to cor Modern Met sir y is 
sumers Si! the establishment of the busi tunate tor he will carry an exclusive line 
s in 1839, are now marketing throug! which there 1s an immense business 
t s n d 9 
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‘SILK GAUZE” | 
Carbon Paper and 


Typewriter Ribbons 
A 








Have gained their present 
high reputation because we 
have conscientiously given 
the very best that present 
day knowledge can produce 


in these products. 


We have an unique ad- 
vertising proposition to pre- 
sent to dealers, whom we 
fully protect; and also lib- 
erally supply them with 
samples and advertising 


and Blotters, Erasers, etc. 


We manufacture many 
other kinds of typewriter 
carbon paper; also a com- 
plete line of Pen and Pencil 
carbon and Two and Three 


colored Ribbons. 


Samples sent to bona fide 


dealers upon request. 
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Fletcher B. 


T the dinner given to the Milwaukee 

Stationers’ Club in the Pfister 

Hotel in Milwaukee, by Ralph B. 
Wilson and G. H. Hineman, of Chicago, 
last month, Fletcher B. Gibbs made the 
principal address and in his usual happy 
vein made some strong points on associa- 
tion work and its bearing on the stationery 
trade. Mr. Gibbs’ address is given in full 
as follows: 
Gentlemen: 

Aside entirely from the honor and pleas- 
ure of being one of your number this even- 
ing, I am here because I am in hearty ac- 
cord and sympathy with just such meetings 
as this, and with the purpose for which I 
understand your association is organized; 
and that is, the education of manufacturers, 
jobbers and retailers in the fundamental 
principles of production and distribution, 
and in the application of those principles to 
the requirements of profit-making. 

Co-Operation Is Economy. 

The co-operation, through organization, 
of closely related business interests for the 
purpose of securing united action upon 
measures of policy and reform affecting 
our mutual advancement and prosperity has 
become a recognized and necessary feature 
of present-day business economy T will 
have to confess that I am not entirely fa 
miliar with the commercial conditions as 
they relate to our particular line of busi- 
ness in Milwaukee, but presume that they 
do not differ widely from those existing at 
other points in the United States. 

Through the indiscriminate cutting of 
prices, few stationers have been making an 
adequate profit on their sales—many have 
been suffering actual loss, and not a few 
would have been compelled to retire from 
business had not other departments of their 
business enterprises come to their rescue 

Few retailers have understood what it 
actually costs to do business, and this lack 
of knowledge has been very largely re- 
sponsible for the careless throwing away 
of profits. 

A few years ago the situation in Chicago 
had become so distressful that relief was 
imperative. 

The only recourse seemed to be the slow 
process of education, that is, to teach the 
inexperienced the the cost of doing busi- 
ness and the prices necessary to make in 
order to insure a net profit. 

In Chicago, the sale of stationery is not 
entirely confined to those firms known as 
stationers It is handled in large quanti- 
ties by several department stores, the 
wholesale notion houses, by the notion de- 
partments in several of the wholesale dry 
goods houses, by the wholesale druggists. 
grocers, hardware merchants and wood and 
willow ware concerns, by several school 
supply houses, by the retail dry goods 
houses, artists’ supply houses, by the two 
great Chicago grange supply houses, and 
by numberless small stores who handle 
such goods in conjunction with periodicals 

To assemble all these varied interests in 
any plan requiring a reconstruction of their 
individual methods of figuring expenses and 
profit, seemed, after a careful review of the 
situation, to be impossible of achievement 
We therefore concluded to ignore all inter 
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Gibbs’ Address at Milwaukee 


The Chicago Stationer Speaks at a Dinner 
Given to the Milwaukee Sta- 
tioners’ Club. 





ests outside of those firms who were recog- 
nized as stationers, of which there are about 
twenty in Chicago. 

The department stores constituted the 
only competition which the retailers had to 
fear, and this competition would continue 
to exist no matter what prices the retailers 
made. 

It is the policy of the department stores 
to sell staples under the standard price, 
and if that price is $1.00, the price of the 
department store will be 95 cents; if the 
price is cut by the stationer to 95 cents, 
the department store will go down to 90 
cents. If the stationer goes up, the depart- 
ment store follows, as the latter will take 
all the profit it can get, but considers it 
necessary to be a few cents under the 
market. 

This, you understand, applies only to 
staples. On other goods, the department 
store is not so particular, and usually makes 
a price that will help the annual dividend 

The Chicago Stationers’ Association pro- 
vides for several classes of membership: 
Firms maintaining business establishments 
devoted to the manufacture and sale of sta- 
tionery, who are termed executive mem- 
bers; firms engaged in manufacturing goods 
handled by stationers, or the Chicago 
agents or representatives of such firms, 
who are termed auxiliary members; and a 
few employes—salesmen or department 
managers—of stationery firms, who are 
termed individual members. 

The executive members, to whom are re- 
ferred all questions of finance and policy, 
meet once a month around a dinner table 
at one of the leading hotels. The associa- 
tion, as a whole, meets once each quarter; 
and once each year, in January, we cele- 
brate with an annual banquet, at which we 
usually have an attendance of about three 
hundred, and at which; this coming Jan- 
uary, we hope to see present a large at- 
tendance from this association. 

When the Chicago Stationers’ Associa- 
tion was organized, its object was first 
given out as sociability, “To promote and 
foster a feeling of friendship and fraternity 
among the members of the trade,” to which 
was added for the purpose of paving the 
way to what its promoters hoped later to 
accomplish, “And to afford opportunities to 
discuss topic of business interest.” 

The framework was thus constructed, as 
you can readily perceive, with a view to 
bringing together, on a social plane, all 
the varied interests of one of the leading in 
dustries of a great city. 

Our first endeavor was to become ac- 
quainted with each other, and with better 
icquaintance came a better understanding 
f conditions. 

We began to regard our competitors with 
more respect and confidence, and to indulge 
in a certain amount of introspection relative 
to some of our own shortcomings; and 
when this condition has been reached, a 
point has been arrived at when our minds 
are receptively open to reforms. 

The Question of Prices. 

The question of prices was one of the 

first to be considered. In these modern 





times, no merchant expects to make an 
abnormal profit in marketing staple com- 
modities. Notwithstanding, however, that 
goods of this class are sold upon such close 
margins as to make indispensable the closes 
scrutiny of the expense account in order to 
earn even a legitimate return upon the 
ital invested, there are many dealers who 


will not hesitate to cut established prices to 
attract customers. 

Our first task, therefore, was to educate 
this class of dealers, and it included every 
member of the organization. It was ac 
complished through an exchange of opin 


ions and experiences and many interesting 
surprises were developed. 


In discussing prices at which staple goods 
should be sold, widely diversified opinions 
were expressed, indicating in mat it 
stances a total lack of knowledge as to the 
cost of conducting a retail business. This 
necessitated a review of the expense 
count, and it was really surprising to se¢ 
how closely we were finally compelled t 
get together in our figures upon this ver 
important item, when studied in detail fron 
the viewpoint of such a varied experien 

While each line has been thoroughly cor 
sidered and the percentage required for ex 
“pense and profit carefully figured nd 
prices finally determined upon, which seem 
ed to be equitable and just to both dealer 
and consumer, the members of th 
tion have never entered into any agreement 
to maintain prices. 

Such a compact has not been 1 ssary 
as self-interest, combined with the k1 v] 
edge of the absolute necessity of adherence 
to figures known to be correct, has bee: 
sufficient to keep all our members li 

From the beginning of things, ] 
sought wealth, luxury, power, fat by 
means more or less selfish, and the thought 
of surrendering individualism and entering 


an association requiring co-operatiy 
has a tendency to jar the susceptibilities of 


one who has been accustomed to i end- 
ence of thought and movement Self-inter 
est is apt to be our guiding moti nd it 
is not always easy to adopt vf 
mind that will enable us to subsc to 
movement for the general welfar 
ly when we feel that the benefit 
us will be unimportant as comp it] 
what others will receive 

These and many other obstac! were 
overcome in the Chicago Stationers’ Ass« 
ciation in a surprisingly short ti: nab 
ling us, without delay, to comme: Ipon 
our program of education 

In the early days of the work of r as 
sociation, some of the larger and old S 
tablished houses were disposed to hold 
back, being actuated by a disinc] te 
disclose, for the benefit of their vounger 
competitors, information which |! beet 
acquired by costly experience 

Some of the younger houses 
adjustment of prices would deflect business 
to their older competitors, as it might 
naturally be inferred that customers would 
prefer, where prices were upon an equal 
basis—to trade where they would ve the 
advantage of a large and experiet 1 sales 
force and a more varied assortment f 
goods to select from. 

Our members, however, as_ individuals, 
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Did you ever hear of a solid busi- 
ness foundation built with cheap 
“anything-to-sell’’ goods? 

There is no advantage in cost of 
materials or processes of manufac- 
turing. There is big advantage in 
the methods of handling. I wish 
you could see the careful way we 
have in our coating, sheeting, cut- 
ting, packing, inspection and ship- 
ping departments. This makes the 
wonderful uniformity of 


M.S. 
Carbon Papers 


(“The line that can’t be matched”) 


They are sold on a basis of fair 
profit, under an absolute guarantee 
of satisfaction and protection to 

ie dealer. 


Sold in 


typewriters are made. 


MANIFOLD 
UPPLIES CO. 


55 Warren Street 
NEW YORK U. S. A. 


A. L. FOSTER, President 


country where 
Write 


every 
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Writing Business Letters 


Some Requirements That Should Not Be 


HE man who built the first type Overlooked Today 
writer might also be credited with —— importance 
having signed, sealed, and delivered By May C. Moore. riting | 
to the self-supporting woman what might (In the Chicago Inter Occ lession 
be termed her “Declaration of Industrial ;, ' : \ court 
Independence vithout discovering how many of the em experien 
No other event in the history of our i: ployes are men and how many are women port 
dustrial progress has opened up such an Se Sen dox . a aoe , testimony 
wide field of opportunity as has the advent ere in the showing come hop 
of the modern typewriter. It is the “open Revolution in Sentiment. ber of tin 
door” through which an army of womet Strong testimony this regarding thi The re 
have marched to peaceful victories in th ution of public sentiment in be f of 00-word 
erena of industrial combat oman’s position in the profession of stet who by 
Just by way of contrast, let me here r graphy, but not stronger than the stati Vocabulary 
cite an incident that may serve to empha tics which show that in 1900 85,086 wome1 ell the diff 
size the remarkable change in public senti ere earning their living as stenographers in moder 
ment rewarding the entry of women into nd that of all the ; rivate secretaries, ste1 Study 
this inviting field and at the same time  ographers, typewriters, et fully three t rily 
show how successfully and completely sh ne are womet cent 
has taken possession of it. Unfortunately it is true that among techni 
In 1867 Mrs. Burrows occupied the plac: vreat majority of stenographers the pi nught 
of private Secretary to William H sc WwW rd 1 prev t! t the sol requirement ) | re ¢Xtst 
at Washington, D. ¢ She was the first he protfessiot1 s to be able to manipulate The 
woman stenographer employed at the 1 the typewriter keys and take ditcatior t pondent 
tional capital, and in order to keep her sured spee \] f which is mis hooks us 
secret the fact that a woman was actually . ft comy 
filling such a position, she was requested to These are the mechanical lette vriters merous 
ion only her initials when drawing het lhe great crying need t the business pt t 
pay vorid today is 1 the stenographer rereoty] 
That was forty years ago Today the in by the use of brains as we Ene 
best stenographers in all the departments indite i good business letter. rdi 1 
at Washington are women and a couple of tone, correctly punctuated and p 
ears ago Secretary Cortelvou, when Post n clear, unmistakable Enelisl rl 
master General, said in a public address It has been only in recent years that hould 
“you may search the nnual reports nd business men have begun to learn the value tvle 
the statistics of the postal department f good letters as business getters 
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is found in the universal sale of the 


I-P Loose Leaf Price Book 





a Style. 





Aside from the special uses 
the great adaptability fits 
office forms, which may 
indexed and easily acce 


The Mechanism of the I-P Book 


is marvelously simple, effective and durab] 
rials and binding are of the highe bl 
universal adaptability l sj 

made it the most extensively sold of all 


iT) 


It is the Favorite of the Dealers 


because it is the favor of the users It 


stock in all practical si , eight ruliu 


Sold Through The Trade Exclusively. 


Write for Prices IRVING-PITT MEG. CO. 


and Catalog KANSAS CITY, MO. 
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We make the best 
carbon papers and type- 
y writer ribbons that can 
” be made, and we sell only to 
dealers. We are the only com- 
pany in the world that does not 
sell either to consumers or to cat- 
alog houses. Think this over and 
decide if this isn’t the sort of house you 
prefer to deal with. 


Carbon Paper and 


Typewriter Ribbon 


**The Pink 
of Perfection’’ 


Selling these goods means satisfaction for the 
dealer as well as the consumer. We advise buying 
“Carnation” but we also make and sell Aurora, Maple 
Leaf, Clover, Diamond and Thin-O Carbon Papers. 


Our typewriter ribbons are made from the best grade of nain- 
sook, in all colors, to fit any machine. They are indelible, 
non-filling and give sharp, clear letters always. 

Give us the chance to co-operate with you in making 

your business more profitable. 


Miller - Bryant- Pierce Company 


Main Office and Factory: AURORA, ILL. 


















The Only 
ger That Protects 










Strength Without 


Y II h 
5 Flat Opening, 7 aated 
Weight or Balk and Durabili 
Every business man and bookkeeper should know that but one 
S 0 r e key (Yale) is needed to lock and unlock, and open and close the 
g mechanism of the Mann Yale Loose Leaf Ledger —no 


et can be inserted or removed without the Yale Key. 
The Mann Yale Ledger fits the severest service of any business. 
Being equinped witha Yale lock givestothe leaves all the security of 
i book, andthe *' Mann’ is the only ledger permitted by patent 
ea Yale Tumbler Lock —it is the on'y ledger that protects. 
wild be able to get a Mann Yale Ledger from your 


’ 4 si) 
Mann y ale Lock stationes; but if he does not have it, you ha better com- 
nicate direct with us. Those at all interested in the 
os Lject of “loose leaf’? ought to read our copyrighted book- 
The Interchangeable Leaf Ledger."’ It is 





I! of information and is free. Send for copy, 


; & 1g your business 
Y Willixm Mann Comoany, 527 Market St.. Mila. 








Style of Advertisement 


sition to give your customer what 


Every statior e t rt ‘the only ledger that protects,’”’ and 
eby add ¢ the tation of the Yale Lock 

You have t rl I rt tter grade loose leaf binders, so why not let it 
Mar You t tome something exclusive in addition to 
be \ 


r: it has back of it sixty years’ reputation as a 
1 loose leaf ledger should have and many entirely 


The Mann L [ eek good returns ‘for their cash. It is not a 
m the way to the repair shop—it is built for 


our publicity in your behalf 


William Mann Company 
Makers of Loose Leaf Devices, Blank 
Books, Copying Books and Papers CG 
529 Market Street Philadelphia 
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THE BLACK 
LITHOGRAPHIC 
CO. 


Sole Makers of 


Snyder S eB & Black 


Stationers Specialties 
EE ESTELLE LEE ROG 








QS&B quality and the 
largest variety, made with 
the single purpose of the 
customer’s entire satisfac- 
tion insures continuous 
business for stationers. 

@S & B Stationers Spe- 
cialties are produced in the 
largest plant in the world 
for the production of notes, 
drafts, receipts and other 
“used every day’’ business 
forms. 
G@S&B 
cate line of receipts, orders 
for goods, orders for money 
and package 
bound with flexible leather- 
ette covers with stamped 
titles on top. First edition 
sold in a week. 


More New Goods to Come! 


@S&B products will be 
shown to the trade through- 
out the country by 


WALTER H. FURLONG 
GARDNER P. REED 
HENRY J. TURNER 


We expect that every sta- 
tioner shall see the 5 & B 
enlarged line. The goods are 
profit builders. 


The Black Lithographic C0. 


WALTER H. FURLONG, Gen’! Mgr. 
Main Office and Factory, 
914 Walnut St., Philadelphia, Pa. 
Western Office: 209 State St., Chicago 


the new dupli- 


receipts are 
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(By Special Correspondente. ) 
Boston. 

Walter F. Nickerson, formerly of the Co- 
lumbia Engraving Company, announces the 
opening of a superior line of seasonable 
cards, novelties, social and commercial sta- 
tionery, at 134 Summer street, Boston, 
Mass 

Beatrice, Neb. 

C. D. Moore, who has conducted the 
seatrice Book and Stationery Company 
here for several years, has disposed of his 
business to Dr. D. A. Meese, of Lincoln. 
Mr. Moody will move with his family to 
Texas. 

Chicago 

The Clinton Press; $2,500; printing, pub 
lishing and manufacturing stationers; A. H. 
Drew, B. J. Brown, William Navigato 

* * * 

The Thomas Stationery Company, of 
Springfield, Ohio, has taken out papers to 
do business in Illinois, capital $1,000 

* * * 

George E Cole, of George | Cole & 
Company, has retired from the presidency 
of the Legislative Voters’ League, a posi- 
tion which he has filled with much distinc- 


tion. 
* * * 


The Chicago Stationers’ Association will 
hold their annual banquet January 16 at the 
\uditorium Hotel 

* * * 

Ogden McClurg, of A. C. McClure & 
Company, has been selected as a member 
of the committee of 100 which will have 
charge of the Abraham Lincoln birthday 
celebration February 12, when President 
Elect Taft will be present. 

* * * 

Frank S. Graham is the Chicago manager 

for Carter-Crume Company, of Buffalo 
* * * 

It is a source of much satisfaction to the 
many friends of Walter Furlong that he has 
been chosen general manager for Snyder & 
Black, Philadelphia 

* * * 

The new store of Collins and Goldman is 
making a splendid start in view of the pan 
icky conditions 

* « * 


Burr-Vack Company is the firm name of 
Chicago’s new stationery store that wil 
ypen February 1 at 330 Wabash avenue 

* * * 

‘Uncle George” Onley was recently laid 
up at the Grand Pacific Hotel with sickness, 
but is out on the road again 

* * * 

The Dennison Mfg. Company have vacat 
ed their Franklin street store and moved 
to their new building on Randolph street 

Cleveland. 
The Columbus Lithograph Company, 
hich is now located in West First ave 


W 
will, shortly after the first of the 


nue, 


month, begin the removal of its plant to its 
new factory in East Fifth avenue 

The new plant is two stories high, of 
brick and concrete, and has a ground plan 
of 214 by 170 feet 


There are hundreds of 





windows on all sides of the building, and 
it is said to be one of the best lighted 
structures in the city. The lithograph de 
partment will occupy a part of the new 
building, while the envelope manufacturing 


department will be greatly enlarge: 

When the new plant is in full oper 
the envelope department will have 
pacity of 3,000,000 envelopes a day, and so 
far the company has not been able to make 
the envelopes as rapidly as it can sell t 
Recently Samuel J. Murray of Cincinnati 
was elected a member of the board of di 
rectors of the company Mr. Murray is 
one of the best known men in the country 
in the printing and lithographing trade, be 
ing vice president of the United States 
laying Card Company and also of the 
United States Printing Company 

Decatur, III. 

Haines & Essick have moved into their 
new store on North Water street It is 
one of the most magnificently appointed in 
the state. This is a popular firm | 
is doing finely 

Little Rock. 

Fire originated in the rear of the Dodd & 
3rothers’ book store, Fifth and Main 
streets. caused a property loss estimated at 
$100,000 The buildings destroyed wer 
those occupied by the McClendor Drug 
Company; W. M. Branch, grocery 
Ifshment; W. J. Olsen, market; Dunhan 
Shoe Company, and Dodd book st I 
partially insured 

Milwaukee. 
(By Special Corresponder 

Although Milwaukee _ station 
meeting with a satisfactory business | 


1 


the election, all of the leading \ 
report that trade is so brisk that they are 
working over time to fill orders The H 
H. West Company, Siekert & Baum, the H 
C. Miller & Co., and the Stationers’ L 
Leaf and Supply Co., are especial 
pleased with trade conditions 

* * * 

The Miller loose leaf typewrit« l 
binder, manufactured by the Stationers’ 
Loose Leaf and Supply Co., is proving t 
be most successful Dealers vi r 

+h 


handling the new binder are meet 
a lively business with the articl 
placed on the market only about six months 


ago 


O. E. Parsons, manager 


ing department of the Standard Paper ( 


pany of Milwaukee, was recet 
the prize offered by the Inter ( 
respondence Schools for the twe 
striking displav advertisements t ved 
by graduates More than 1.000 , 
submitted in the contest 
* * * 
Leading paper manufacturers Wi 
sin have been predicting that the count é 
will soon witness one of th 
print paper famines in the his 
industry wing to the low stage water 
in all the »vower rivers in the wood pulp 
grinding districts of the northw Re 
cent rains have eliminated some t] 
ger, but it is said that abnormal rai: 
be required to make possible the . of 
r 


filling the great demand of consumers 


A. Edmunds, one of the best known paps 


manufacturers of Wisconsin and chairman 
of the Wisconsin Republican state tral 
committee, a recent Milwaukee visitor, said 




















N00. $100.000 ar 





that for the past few weeks all of the wood 


nanufacturing plants of Wisconsin 


been forced to run at half capacity 
that there was cause for the greatest 
Practically every wood pulp plant 
operated by water power owing to the 


hat steam power would increase the 
least five times 


| 
production at 


rintendent of the 


ing department of the H. Nie 


ken Company, Milwaukee, recently died 


ium at Oconomowoc, Wis. Mr 


Clausen was 62 years of age and had been 


d with the H. Niedecken Company 
past forty-seven years. 
- * * 
k of the Eckhardt Drissen Cor 
Green B iy W 1S., has been pur 


é 


chased by members of the Eckhardt family 


the business will be conducted unde 
name of Eckhardt Bros. A com 
f stationery and office supplies 


experience in the business, will b« 


L. and E. A. Wright of Rocl 
ve closed a deal by which they 
ver the plant of the Fond du I 
Company at Fond du Lac, Wis 


Baker Paper Company. Oshkos! 
stock, $15,000; incorporator 


Baker, Gussie M. Baker and 


New York City. 

< ( my ny, New Yu rk, 
SUA) Incorporators W F Durye 
{ H M. H. Durvea, No. 108 


Noves Company leased for 
Company t Dennison & Sons f 
f vears four floors of the 
Nos. 17 to 21 Cliff street throug! 

Alley ntaining 35,000 square 
Dennison & Sons space has been 
Francis & Loutrell and t 
a - 
« 4 Cal 
New Haven, Conn. 
~ | lope ( npat 
$2,000,000 5 rst mortgag 
‘ ire be used 
. WOW) ent bonds, why! 
$174.000 ( rt 
ynstructior 
tow) Oy . we of ‘ ‘ Springfi 
t< 
St ( 
~ 75 
\ ~ 
‘ "wel “e 
¢ ) 
1 $3 cof) 
k of 1 $1,576,890 
¢a]l « rit , over S5 000 
‘ 
- rning r the past 
ng beer <« times the annual 
ges on these bonds of $100,000 
new bonds are serial and mature 


' 
$150,000 lots at y 


from 191! 1934 inclusive 
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ied. Walter Eckhardt, with ten 








That Seal Stands for Quality 


‘Ideal’ quality means excellence in every minute detail of 
manufactur This ‘Ideal’ quality is insisted upon in all 


Carter’s Ideal 
Typewriter Ribbons and Carbon Papers 


Ideal Ribbons are most durable, of a non-fading color and put 
up in a way to attract the best trade. They give clear sharp 
copies and do not fill the type 

Ideal Carbons are of different kinds to fit the varying needs of 
all classes of work. But every sheet of carbon, of whatever kind, 
is of ‘‘Ideal’’ quality 


THE CARTER’S INK CO. 


NEW YORK CHICAGO 


BOSTON 








ciass Inkstand Sets 


“CAPITOL” 


SET No. 31— 
Crystal Cut 


SET No. 30 


Pressed Glass $2.50 
“The Capitol is the Highest Achievement in the Making of An Inkstand” 


CUSHMAN & DENISON MPG. CO., 240-242 West 23rd Street, New York 











The HANDY Memorandum Desk Calendar 


The Most Complete and Practical Memorandum Pad Ever Offered to the Trade! 

It is handy because in its daily manipulation all the user has to do is to 
turn over a new leaf. It has a larger surface for memorandums than any 
There is no tearing off the leaf with memorandum on and 
‘1y, but memorandums made in January can be preserved 
) the main calendar pageis the day of the week 
lay of the month, flanked by calendars of the preceding and 


ember. ( 








ling mont] It is mounted on a neat nickel-plated stand 
th rubbers on feet to prevent scratching the desk. Size of 
heet, 3x4 inches 

A. A. WEEKS MFG. DEPT. 


Mfrs. of Stationers’ Hardware and Glassware 
Ot A. A. WEEKS-HOSKINS CO. 354 Broadway, NEW YORK 
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HIGGINS’ 


Trade. 





Drawing Inks, Blacks and Colors 
Eternal W 

Engrossing Ink 

Taurine 
Photo Mounter Paste 
Drawin 

Office P. 
Liquid Paste 

Vegetable Glue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 


Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins Inks and 
Adhesives. They will be a revelation to you. 


AT DEALERS GENERALLY 


riting Ink 
ucilage 


Board and Library Mucilage 


aste 

















CHAS. M. HIGGINS & CO, 2c ie and “Adhere 


Oniginators and Manufacturers 








_ Office and Factory, Brooklyn, N. Y., U.S.A. New York—Chicago—l .ondon 








Your Calendar 


For Next Year 


THE RAND 




















Best Memory Jogger Plenty of Memo Space 
Adjustable to Any Angle 


Pad with Stand Wk 
Pad On!y 25k 


Trade Supplied by 


Henry Bainbridge é&- Co. 
Wholesale Stationers 


99 and 101 Williams St., New York 








r 





“THE BEST LINE” 


OF 


TYPEWRITER 
CARBON PAPERS 


‘“‘and we can prove it.” 








Sold at the lowest possible 
prices, quality considered 

















(Incorporated) 
MANUFACTURERS FOR THE TRADE 
OFFICE: FACTORY: 
96 John Street 180-182 Centre St. 
NEW YORK, N. Y. 





Send fo 
Catalogue 
and 


Discounts 


J.M. ULLRICH & CO., 


(Established 1884) AGENTS WANTED 





Red Baby Vulcan ink Pencil__ 







Manufacturers of ‘‘Juco,"’ ‘Independent’ and “Vulcan” 
STYLOGRAPHIC AND FOUNTAIN PENS 


135 Greenwich Street, (Thames Building.) 


PRICE 


$1.00 
New York, N. Y. 

















Pittsburg. 
The first trade group represented in tl 
Pittsburg Chamber of Commerce to take 
advantage of the provision of the bylaws 
authorizing the formation of associate 
boards more directly to promote busi! 
are the booksellers and stationers, I 
this afternoon's meeting of the board of d ' 
rectors the application of these members 
to form such a board will be acted upor 
Plans are being formed for the cr 
of other boards representing other brar 
of business. The idea of forming associ 
boards was incorporated in the by-! 
the chamber | the purpose of making that 
organizati T ti more direct benefit t ts 
members 
e+ » 
Philadelphia, Pa. 
David D. Elder, aged 70 years, a ret 
wholesale stationer, died last month 1 
Masonic H Broad and Ontario street 
if apoplexy le was born in Daupl 
county, near Harrisburg, March 16, 1838 
Coming to this city he went into the whol 
sale stationery business as Elder & Cor 
pany, and later in the firm of Elder, Gre 
meyer & Bentley, wholesale stationers a1 
wallpaper dealers, at 432 Walnut 
from which he retired in 1893. He was 
member of Pennsylvania Lodge, No. 38 
F. and A. M. He became a resident 
home February 20, last 
‘ Rockford, III. 
\. H. Waterman, formerly manage 
the Illinois Stationery Company 
bought out t ock and fixtures of 
supply department and the commercial st 
tionery department, and is now doing I 
iess at the old stand under the 
Rockford Office Supply Houss 
Springfield, Mass. 
Springfield people are greatly pl 
that the United States Envelope Com}, 
s to hasten the building of the new 
velope plant Cypress street ( 
such a larg: stry is to be | 
its g ing list 
Vancouver, B. C. 
P. A. Briggs, formerly with J. | 
f Ot the Wilson St Ol 
Company Winnipeg, is nov th C 
& Stuart Stati y Company 
RUMOR OF CHANGE. 
It was rut ed in Chicago the first 
month that William J. Mullin, presid 
the Midland Paper Company, would 1 
from that c rn on the first of J 
When seen Mr. Mulli t 
probability 1 vould sever S 
t time, but that his plans f 
; hy P + 1 
propos be 
1] for the pre 
This g s tl rem r 
M d P ( pany ¢ 
jualific nd strong 
r sey l ve vas in g 
icati t of Yawr & 
Rochest ssumpti 
sidency comp 
ng salty { 
what senate 
\ ssu SUT 
CHANGE FOR S. T. BUCKMAN. i 
Stephen 1] Buckham, who enjovs ‘ 
uaintance in the stationery 
oined the selling force of the well-kn 
house of Thaddeus Davids Company, 95 
97 Van Dam street. New York 

















LOOSE LEAF? 





(By Special Correspondence.) 


Milwaukee. 


(By Special Correspondence.) 


i 


W. J. Schuh, traveling representative of 
Supply 
Milwaukee, has returned to 


the Stationers’ Loose Leaf and 
Company 
the city after an extended and most suc 
cessful trip throughout the West. 

x * * 


The price book and loose leaf record 
book recently put on the market by the 
Stationers’ Loose Leaf and Supply Com- 
pany of Milwaukee is meeting with much 
and is being taken up 


favor from the trade 
yy leading dealers all over the country. 
* x - 


The Adams Blank Book Manufacturing 
stock, $5,000: 


Company, Milwaukee; capital 
incorporators, Bernard Dilweg, Walter A 


Stewart ae Ella M. Mengel 
New York City. 


The Clark Loose Leaf Company, 217 
Pearl street, have decided to sell direct 


ning only those trade ac 
eld by t 
San Francisco. 


B Sneci l c: yondence. ) 


H & Smith Company is making 

display of “M Modern Meth 
h they have a large stock 

[ & | sending out large 

se roods to the mer 


larger towns of the Coast 
the revival oF | business, have bee 


nding out large quantities of circulars 
d d ster ep up wi hase theif 
ng Biase Bh This use is 
vetting large local trade - ee 
_ * 

Baker-Vawter Company has moved 
its San Francisco office from the Kohl 
building t the Monadnock building, on 
Market s 1 Third. Thomas Deer 
ing, who was formerly manager for this 

iny S Fr . 1s now in charge 
loose leaf department of the 
Union Lithograph Company, and his place 
I I d by Randolph Pre 
COMBINATION GIFT SET. 
Ir de t the L. E. Waterman C: 
incate its customers in the ude of th 
Check Book Pen it has sicinad 
rights iT ne of the be 
nd complete Pocket Met 
that tl narket affords 
I t grade leath 
} } e leat id 
lake nsis 
= a eanee aad 
I I ar¢ leat 
| lette Tl 
ere ho ak 
ith b 
| $350. ar 
in Vv h 
pl ( they are r 
I n ( gift 
G as in tl 
2 1 T ickages 
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In selecting 
portant thing to 
They not only tell 


the exact weight 


nes are beautitu 


Store and Ho 








Useful Christmas Presents 


POSTAL 
consider is reliability. 

The PELOUZE POSTAL SCALES stand for both 
durability and reliability 

istantly the cost of postage 
in cents on all classes of mail matter, but al 
» in artistic designs— 
ippropriate for the large Business House, fice, 


themselves in stamps 


EVERY SCALE WARRANTED 
salers 
rour dealer cannot supply 
on receipt of price 


The y Wi S00TI pe y 
aved 
APA‘ ¥ 
National 4 it 
Unior It 
Columbian Ibs 00 For sale by leading ( 
Sta Ib. 1 PELOUZE Seale. If 
Cres it 


you, we prepay express: 


alogue P. 


Pelouze Scale & a a . 403-413 Ohio St., Chicago 


SCALE, the one im- 


so give 





CAPACITY 


Mall & Exp., 16 Ibs., $5.00 
Commercial, 12 Ibs., 3.75 


‘Insist on getting a U-8. - > 4 Ibs., 2.50 
Victor, - tbs, 2.00 








81, 1 79 — _ cae p aoe 8 < oa : t * 


pleasing 


JAMES. ADAIR, Pittoburs. Pa. 











THE AMBART PUNCH 


The Only Really Practical Office Punch on the Market 
Fool-proof—Indestructible—C onvenient 


Liberal Discount 
To The Trade 


Send for Catalog 


THE BARRETT BINDERY CO. 


181-183 Monroe Street tt CHICAGO 











binders. 
to get out of order. 


ready for use. 


pay roll envelopes, 
ments, etc. 








Combines all the good features of the other ACME 


Simply constructed, with few parts, it is not likely 
Has automatic action, always 
Drives a broad, flat staple. 
thinnest and penetrates the thickest paper. 
venient for filing letters, binding vouchers, fastening 
packing statements, legal docu- 


Leading Jobbers Sell the ACME BINDERS. 
Illustrated List Furnished Dealers’on Request. 


ACME STAPLE C0., Ltd., 500.8. 12th St, Philadelphia, Pa. 


THE 
ACME 
No. 
BINDER 


Increases in popularity 
with every day’s use. 


Holds the 


Very con- 
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TYPEWRITER 
RIBBONS 








CARBON PAPERS 


I. M. C. 


@ New management, new 
policy, mew machinery, 
new processes. 


@ Everything new and 
up-to-date. 


@ Second to none in hard 
finish varieties of carbon 
paper. 

@ Prices commensurate 
with quality. 


@ Pencil and Pen Carbon 
Papers, all kinds. 


@ Ribbons of all kinds for 
all typewriters. 


@ Two colored and three 
colored ribbons a_ spe- 
cialty. 


@ Agents wanted every- 
where 


@ Special attention to 
large consumers. 


q Price lists, and sample 
carbon paper, to responsi- 
ble parties. 


@ Write today—you may 
forget it tomorrow. 


Indeliba 
Manufacturing 


Company 
Rochester, N. Y. 
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! 
| WALTER FURLONG, R. R. PRES. 
It will surprise his friends to learn that 
Walter H. Furlong, general manager of the 
Black Lithographic Company, Philadelphia, 
has been elected to the presidency of one of 
the future great railroad lines of the west 
Walter’s railway connections will not inter 
fere with his business in lithographic special 
ties. It is supposed that he may be called in 
consultation with E. H. Harriman at times 
The road is the P. V. & P. C. line, upon 
| which all of Walter’s friends are promised a 
free ride, notwithstanding the interstate com 
merce enactments lhe line penetrates a 
pleasant country and has a good future. Good 
business is bound to come to all patrons of 
the line 


A CASE OF MISPLACED CON- 
FIDENCE. 

Edward Foy, president of Edward Foy & 
Company, Dallas, Texas, one of the best 

| houses down that way, was recently the 
| victim of misplaced confidence that while it 
| has not shaken his faith in human nature 
has made him a bit cautious. It seems that 
Mr. Foy engaged the services of one W. M 
Edwards, with whom he made a contract to 
sell his lines of sales books, registers and 
supplies. He advanced him money, but 
Edwards, on his arrival in Shreveport, La., 
drew on Brother Foy for a twenty, deposit 
ing Foy’s samples as security with the hotel 

| that the draft would be paid and an ac- 
cumulated hotel bill also. It is reported 
that Edwards went to Indianapolis and 
from there made an arrangement with the 
Merchants Sales Book Company of Chicago 
to represent them in Texas, making at the 
same time contracts with two Dallas firms 
to represent them. Mr. Foy would be glad 
to learn of Edwards’ present whereabouts 


SAFETY FOUNTAIN PEN AND 

PENCIL HOLDERS. 

| The accompanying cut illustrates this 
article which continues to grow in popu 
larity as it becomes better known. It fits 
any pocket and holds securely one to s’x 

! pens or pencils. It prevents breaking of 

pencil points and absorbs ink from leaky 





A SAFETY FOUNTAIN PEN HOLDER 


fountain pens. The manufacturers call spe 
cial attention to it at this time as inexpen 
sive little Christmas remembrance appro 
priate for use in many instances. It is sold 
by all jobbers, but 15 cents in stamps will 
bring a sample from the makers, the Valley 
City Novelty Grand _ Rapids, 


Michigan 


Company, 





In life, cheeriness is the ace of trumps, 
| and always wins the trick.—Sunshine Books 





| “T forgot!” won't do in business. 





CHARLES LETTS & CO. OF LONDON. 

Although it is by their Diaries that the 
name of Charles Letts of London has be- 
come so far and well known, their business 
is by no means limited to the production 
of those articles. A glance through their ' 
general catalogue reveals departments for ' 
the production of Art Publications, Fancy 
Goods, Commercial Requisites, Stationery 





etc. 

The adoption of modern methods and ap- 
pliances in their own business has proved 
such an immense gain in efficiency, and has 
effected such an economy in working, that 
they recently created a department which 


specializes the supply of modern office 
equipment of every description. 
They manufacture an unique series of 


sectional vertical filing and card indexing 
cabinets and have probably the most com- 
plete line of loose leaf ledgers and other 
binding devices on the English market. 
The scope of this department may be 
gathered from the fact that it issues a com 
catalogue entitled “Business 


prehensive 
containing no less than nine 


Appliances” 


sections, including loose leaf devices, ver- 
tical filing appliances, card indexing § ap- 
savers, business 


pliances, business timé 
publications, business systems and advertis 
ing novelties. This catalogue is very beau 
tifully produced, and being constructed on 
the loose-leaf plan, is always up-to-date, a 
very, necessary arrangement, seeing that 
new and improved devices are continually 
being added, the motto of the department 
being “everything a little better.’ 

They have also a special advisory de 
partment, and retain a staff of professional 
1rganizers, who are in constant demand by 
clients all over the country, for analyzing 
and scientifically 
and office methods, 
for the more economic operation and pro 


treating general business 
and instituting reform 


motion of business. 

Below is given an extract from a booklet 
issued by Charles Letts Company that tells 
something of the business device depart 
ment: 

“In a word, every labor-saving device 
which experience has proved to conduce to 
economy in production will be found in- 
stalled in our Manufacturing Departments 
Twice in recent years one of our firm has 
been to America, and there has visited the 
chief cities of the states, and many of the 
large printing factories, and having thus 
acquired a practical knowledge of American 
methods, and particularly of their labor- 
saving devices, a considerable economy has 
thereby been effected in our production, 
and as a result Letts’s Diaries 


Charles 
’ | ° 
while excelling I 





others in general con 
venience, and in every detail of manufac 
ture, compare also more than favorably on 
the question of price. They offer, without 
doubt. better value than can be obtained 


elsewhere.” 


GOOD LINE OF DESKS. 


The Feige Desk Company, of Saginaw 


else 


Mich.. whose advertisement appears 
where. is one of the best desk houses 
the country. The line is strong and adapted 
to all modern office needs. The comp 


will be pleased to furnish particulars 


special patterns 
This company has secured space in tl 
exhibition in Chicago for the 


furniture 
ry and July, and the entire 


months of Janua 
line may be seen there 
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Plain sed Bands hasec Plain Band 
0.12, $2.5 Oo ; $3.5 ».22,$2.™ 0.12G.M.M.$ 
No.13, 3.5 0 ; ( 9.2 1) ».13G.M.M 
No.14, 4.00 0.14G ri 00 0.14G.M.M 
No.15, 5 6. 0f § 15G.M.M. 6.0 
. +.M.M. 7.0 


Also Chased "lain Iso Platr Also with § 
and Mottled ) Band on Cap j 


Popular Gift Styles 
tire line The Cl 1 

pens Dealer 

will receive the larg 


Catalogue on Request 


Pompetian 
Trave er's ink Filler 
$7.50 


Write 


Cc] 


Broadway, N. Y. 


1 sold ] 


n Co., 


ee eve ry rs 


L. E. Wate ma 


Silver 
Filigree 


No. 412, $5.00 
No. 414, 7.00 
No. 415, 8.50 
No. 416, 9.50 


Also made in 
Gold Filigree 


s in our en- 
er mounted 
ying them, 


Traveler's Filler 
25e, 


pply. This is one of the best sea- 
ntly satisfied customer. Through 
rmonize with your store trimmings. 


BOSTON CHICAGO SAN FRANCISCO 
MONTREAL LONDON MEXICO 
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IKE all other vocations, the stenographic 

profession has its peculiar following; 

people in the business world, yet with 
no conception of business ethics or business 
courtesy, and whose education and personality 
are not such as to warrant success in this 
particular line of work 

The typewriter employement manager 

comes in contact with all classes, and learns 
their eccentricities and their shortcomi:gs 
Here one sees the pathetic as well as the 
amusing side; learns to “salt down” things 
that are said, size a person up at a glance, 
and keep a mental picture. Attired tn the 
latest fashion, with all the fads in the way 
of hairdressing, ornaments, beads and 
bangies, the would-be stenographer will 
rush up to the manager's desk, and, with 
out asking if her application will be taken, 
will ask: “Have you got any twenty or 
twenty-five-dollar positions?” “No? Well, 
1 don’t want a place, anyway, except in the 
downtown district, and I simply won't work 
where there are a number of other girls, 
and I must have Saturday afternoons off, 
and I want short hours.” One employment 
manager told such an applicant that should 
such a position offer he would take it him 
self 


Chen there is the other extreme, the girl 
who does not know how to make a neat ap 





_—— 


Leaves Always Perfectly Flat. 
No Bulging or Curving Pages. 


Complete outfit includes covers, rings 2nd twelve sets of leaves for refilling. The paper is adapted 
for pen or pencil. Made in two sizes, 44xS in., and 54x8} in. 
Write for terms to the trade. 


American Business Supplies Company 
147E Congress Street 


__ 







way bill 





easily and can’t flop back. 


No copy-holder is required—the book stands upright on its covers. 


constitutes a perfectly sanitary system of letter press copies 
in the bath assures even distribution of moisture to the cloth, at the same time 
i mustiness or mildew. The patent chemical surface cloth 

lwe affords clean, clear-cut copies. There are more Eureka 
Baths in use than all others combined. The wire net in the composition makes 
them unbreakable. They are furnished in all sizes from corresp< 
Sold through the dealers 


precluding bad odor 
with non-raveling e 
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The Manager 


By Adrian Sims. 





pearance; does not know what to buy; 
does not know what to wear, and puts on 
her clothes in a careless, don’t-care way 
There is no profession where personal ap- 
pearance counts so much, and here again 
the employment manager has trials No 
matter how small the salary, or how po 

the ofhces and appointments may be, th: 
employer appreciates having a stenographer 
who possesses a good personal appearance: 


ind is’ blessed with good personality; in 


fact, he really insists upon it. On the t 
phone, or otherwise, he is calling for 


stenographer “Send me the kind of pet 


son you would like to have sit at the desk 
alongside of yours,” he will say. The man 
ager looks around at those waiting in the 
office, and with a sigh turns to the fil 

ipplications and begins to look for some 
one to fill the requirements. The “menta 
pictur comes up as each application is 
taken out the file, and after 1 long 
searcl the practical looking, = sensibly 
dressed girl is remembered and sent 

while the others wait and wonder why 


\ rather amusing type is the little begn 
ner, short dresses. no experience, just ou 
f business college, who insists on working 
in a “private office.” It is to be wond 
what kind of training she has had at hom 
cl 1 that she should not kn ] 


iverage private office is not a place for pt 
motion; nor is every private office the | 
for a young, inexperienced girl, esp: 
in the large cities. It is needless t 
that some of this class wait a long tin 
Chen there is the girl who does not 
to work; who gives up a good posit 
ause she is asked to work overtim: 
ionally, or to work on Saturday 


ons, matinees and other amusement 


ing ot more importance to het 
bread and butt 
\bout the hardest class that the e1 
ment manager has to contend with 
non-reporting \ person of this 
accept a card to call on a certain 
ver and then fail to do so becaus: 
les ft t ality W t “h 
ize witl f mplexion,” as one sal 
as = S she vants t ‘ 
methin tte ir, worse stil | 
vant the card give 
pany Q anothe ds 
het ne a. ting 1 b 
ept the t t S sies 
ips w he thie ug 
rs icker t S 
ners >| S te avis t 
Tn: I vevel s 
r did pt the pos 




















The Best Seller We Have Ever Offered. 


- “ZENITH” Stenographers’ Note Book 


Costs no more than the ordinary note book. The leaves can be turned 
Every inch of writing surface can be used. 


Saves Time. Nerves, Money 


The Eureka Bath and Cloth | 


The composition 


| 





THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S.A 
6215-17-19 Wentworth Avenue 


Price, $1.00. 


ndence to 
Write for Eurcka Booklet. 


Boston, Massachusetts 
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The most responsible dealers in 
this country seek the agency for the 
Globe-Wernieke “Elastic” filing cab- 
inets, made in wood and steel. 

Only one of these agents has ever re-: 
signed after once securing our line. 

Whyr 

Every business man of any experience 
knows that such conditions could not exist 
unless the goods were right—and the prices 
were right. 

We have exclusive agents at most all 


important points, but where not represented, 





we are always ready to negotiate with reput- 
able dealers. 
Catalogue and agency terms on appli- 


cation. 


She Globe“Werenicke Co. 


CINCINNATI. 









































Fits position of Doors 


Convenient size and easy Greatest Variety of Filing ; 
and Windows 


to handle within limited space 











aa a 


121 




















122 





OFFICE APPLIANCES 


























The Evol 


ution of an Idea 


The Story of the Weis Mfg. Co., of Monroe, Mich. 




















HE oft-repeated statement that 
“there are no opportunities for 
young men like there used to be” 
is not new. It belongs to no age or period. 
The man without initiative has conjured it 
into a mountain of limitless height not to 
be climbed. In some form or other it has 
done duty for all generations as excuse for 
inaction. It was heard in Sparta in the 
complaint of the youth to his sire upon the 
shortness of his sword. The reply of the 
Grecian warrior, “Add a step to it,” con- 
tains the secret of success, which some men 
of all periods have attained 

It is the man who adds the step to the 
short blade who finds himself in position 
to compete with his adversary The man 
with initiative, having an idea and energy 
to develop it, finds no dearth of opportun 
ity. He makes his opportunity. 

The story of the Weis Mfg. Co., Monroe, 
Mich., is nothing more than the story of 
a young man who had an idea and had the 
energy to force an evolution of the idea 
into a prosperous business 

The Beginning. 

The Weis factory and the multiplicity of 
office devices made there might be said t 
have been squeezed from the mouth of a 
small paste tube For when Andrew L 
Weis started the business in Toledo, Ohio 
about ten years ago, two little articles, a 
binder and the pattent paste tube, con 
stituted his stock in trade. His entire cap 
ital consisted of small savings from weekly 
wages, a strong faith in the future of the two 
specialties and a determination to establish 
them on the market He inaugurated a 
policy of selling the goods through the 
dealers, prepared a publicity campaign, then 
took off his coat in a factory not larger 
than his present office, and went to work 
at the bench. 

The Growth of the Business. 

The Binder and the Paste Tube soon 
found favor and kindred specialties were 
added one by one. The demand was aug 
mented by more good advertising in the 
best general mediums Improvements 
were made in the manner of packing. The 
goods were put in attractive display car 
tons and special assortments were arrang 


ed Soon the original factory was out- 
grown and in three years a new plant was 
built Here seemed adequate provision for 


the growth of the business for years to 
come, 

But the man with the idea had more 
ideas—energy was multiplied—more new 
things were added and in two years the 
plant that was to house the business for a 
long period proved too small. 

During the years the office cabinet, file 
and card index business had grown to be 
one of the largest branches of the business 





A. L. WEIS 


Che manufacture of these goods necessitat 
ed a large plant There must be rail 

sidings, dry kilns and lumber yards \ 
site along the Lake Shore railroad at Mon 
roe, Mich., afforded the requisite facilities 
ind here the present tactory was built 


three years ago But enterprise does not 
stand still and sectional bookcases were 
added The plant and business’ of — the 
Peninsular Book Case Co., Ant (Arbor, 
could be purchased The line was good 
one but could be greatly improved Che 
thing was done and “Weis” Sectional book 





cases are now contending with o 
tures of the line for first place. 
There were obvious disadvantages in 


ning factories in two cities. Concentration 
was essential, so the- Ann Arbor equipment 
was moved to Monroe and a large additior 


built to the south end of the building 
The Fresent Factory. 

The factory is a two-story, a half-below 
ground basement, making it practically 
three stories, brick structure 383 feet long 
The old portion of the building was built 
three years ago, while the portion last 
added is but completed and ready for « 
cupancy. The entire plant is therefore 
all practical purposes, new. It is equipp¢ 
with the most modern machinery of the 
highest standard. Paralleling the lengt} 
the buildings is siding which brings the 
car floor to the floor level of the w } 


+ 


On the opposite side of this track is a large 

warehouse for surplus raw materi tl 

power house and the dry kilns Back 

these is another siding for receiving 
lumber and fuel. 

Power is secured through two big d 

nnected Triumph electric generat 

The Departments. 

The great-variety of product natu 
vides the plant into three divisions 
metal, wood and paper. The met 
vision embraces all articles manufactu 
metal such as clips—parts for binder 
stands—scales, et The wood 

kes in Sectional Bookcases, desks 

ce filing devices, while the paper 
provides for the rticles made fror b 
board and paper and cardboard 
these divisions is sub-divided int 


nents where each article is manu 
Fach section has been arranged 
view to the greatest convenience and 
omy in handling the material and 
ed product Supplies are received 
floor level and passed to the respecti 


partments. They are passed along in 
manufactur to receive the 
uches near tl starting point whe 
e loaded s at the d or f 
nent 


The Wood-Working Section. 
The building f the bookcases. des} 
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OTTO T. WEIS 


files necessarily requires the most space. 
The new building is devoted entirely to this 
branch of the business ‘he equipment is 
the best that could be secured. The ar 


rangement is ideal The dry kilns stand 
between the outer siding and the main 
building The lumber is unloaded in the 


yards and taken direct to the dry kilns 
From here the process is continuous. The 


lumber is passed into the sawing room 
where selection for the various uses is 
] + vurhach 1? » : . @ 
made, a et whicn 1 is cut into prope 
engths The operation of edging follows, 
when the stock is ready for the planers 
stickers, sanders, et From the attention 
the machine room it 1s carried to th 


cabinet makers of the different branches, 
where it is given the shape and form of 
the article to be produced. The next step 
in the process is the finishing room, where 
painters or stainers add the color and finis] 
which is to identify it With the comple 





H. DENNY | Di 


tion of the manufacture the article has 

reached the store room where it can be 

loaded into the car just outside the door 
The Paper Section. 

The paper or fiber section is one of the 
most interesting in the plant It is sub 
divided into many departments Here th 
cards for the card index cabinets are cut 
ind the patent photo mailing envelopes and 


t 


other paper specialties are mad Here 
so in separate department are produced 
he Box File and the “knock down” verti 
ber board file, both of which are among 


company’s best sellers 


The Metal Section. 


In the metal section are the rapid produ 
ng clip machine turning out thousands of 
these popular little articles. Here the Weis 
Beam Postal Scale is produced, as we 
he desk tray and all other metal specialti 
Included in this section is the metal 1 


THE PRESENT FACTORY OF THE WEIS MFG 


BLANKEMEYER W. T. HUGHES. 


chinery department, for the company not 

only designs many of its own special ma- 

chines but builds them on the premises. 
The Line. 

The Weis line is unique in its variety. It 
embraces a wide range of stationers’ art- 
icles from clips to bookcases, including: 

Card Index, Trays, Card Index Transfer 
Cabinets, Card Index Transfer Trays, 
Check Files, Clipping Files, Clips, Common 
lie Binders, Desks-Flat Top, Desk Stands- 
Swinging, Desk Trays, Document Files, 
Envelope Scrap Books, Envelopes-Security, 
Folders-Vertical File, Guide Cards, Invoice 
Books, Legal Files, Letter Files, Loose 
Sheet Holders, Account Files, Bill Files, 
Binders, Book Cases-Sectional, Box Letter 
Files, Brush Tube Paste, Carbon Paper, 
Card Index Cabinets, Card Index Cards- 
Ruled and Plain, Magazine Binders, Mag- 
azine and Catalogue File, Manifold Sheets, 














124 


Mucilage Bottle, Office Tickler, Paper 
Fasteners, Paste, Paste Bottles, Photograph 
Mailers, Statements, Statement Files, 


Swinging Attachable Desk Stands, Trans 


fer Cases or Files, Typewriter Stands 
Swinging, Vertical Files, Security, Pigeon 
Hole File Boxes, Pigeon Hole File Box 


Cabinets, Pin Trays, Postal Scales, Scrap 
Books, Second Sheets, Sectional Book 
Cases, Stamp Racks, Typewriter Desks 

The great variety of goods means some 
saving in transportation costs, as the dealer 
can make up mixed carload shipments 


The Organization. 


There is an interesting sentimental sid 
to the Weis Company It is composed of 
six brothers Before the business was ad 
vanced very far upon its successful c 
competent men were required. There 
five other “Weis” boys following different 
vocations, each of which could bring som« 
One 


its areet 


were 


thing of value to the organization 
by one they joined the staff. Not only was 
a splendid fraternal spirit thus 
the business but a further impulse 
given to its advancement. The relationship 


created in 
was 


Increased grow th 


meant concerted action 

was assured The founder's division of 
labor resulted in multiplying the result 
For the creative power and the driving 


force were also multiplied 


The Personnel. 
\ cis 


president of the con 


Andrew | 


pany and director general of its affairs 
Otto T. Weis is ecretary and treasurer 
handling the finances and credits 


Wes, 


! 
wilo 


Frank N 
pert machinist 
also builds the 
plant. 


vice president, is an eN 


not only designs but 


special machines used tn the 


Edward J Weis is general eastern and 
southern representative 

Harry C. Weiss superintends all orders 
and conducts the correspondence dep 


ment of the business 
William C. Weis is 

manufacture of all 
Three other loyal adherents to the com 


superintendent ot 


branches 


pany have contributed no small portion to 
its success—these ars \ H. Denny, | I: 
Blankemeyer and W r. Hughes Mr 
Denny served the company for several 
years at the main office and knows the line 
and its business thoroughly He was grad 
uated into manager of the New York 
branch office two vears ago and is giving 


good account of himself 
Mr. Blankemeyer is an old field man, cov 
ering the northwest and central 
Mr. Hughes looks after the western busi 


States 


ness and has made a host of friends f 
himself and the company 
Success. 

It is a litthe more than ten years sine 


Andrew Weis added a step to a very short 
sword 
both by himself and his company co-work 


Many steps have been added sinc 


ers. This united effort has made a flour 
ishing business. The company has had a 
deserved measure of success It has been 
and is now imbued with a spirit not found 
in attendance upon failure \ large sign 


which hangs on the wall to greet the visitor 
on entrance to the 
It reads, “A smile 
sentiments are 
throughout 


Where 


office is characteristic 
fits 
expressed in the 
the plant 


such 


any face Similar 


same way 


sentiments prevail is in 
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FORMER PLANTS OF 


variably found an atmosphere of « 


ment which means pleasure in the work 
Me isured by the standard of a New Jersey 
corporation or Wall street enterprise, The 
Weis Mig. Co. might have no place in th 


but 


category ol 
ed by the 
something 
rative employment for many people—som« 
added to the 
kindly and 
those employed and having made from s 


concerns measu! 


SlLCcCct .s 
something done 
the 


standard of 


contributed in way of lu 


sum of happiness 


thing 


through encouraging spirit to 


small beginning large " 
a policy of fair dealing with tl 


The Weis Manufa 


have achieved pronounced success 


through 


fellows, turing Comp 


OFF FOR THE SLUICEHEAD. 


H. Pembroke, of the Pembroke Stat 
ery Company, manufacturing stationers 
ice outfitters, of Salt Lake City, Is now 
mining in the West, havi 


veins of lead 


or 
engaged tn 
earth d 


some 


promising 


copper with silver and gold manifestations 
rlittering 


The company’s prospectus is 


the basis on which stock subscriptions ar: 
solicited is different from the usual minine 
speculation proposition Mr. Pembroke 


favorably known to the trade, being a men 


ber of the national association 


rit WEIS MEG ( 


DENNISON & SONS TO HAVE NEW 
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THE BUSINESS SHOW, 


By Frank Rutherford. 


We are apt is es, and the many 
fights we've w mn, 

We are right rroud of our Jackies,’ and the 
work t hey ha done 

But the glories of America will ne’er one whit 
decreas 

While unconquered stand inventors in the times 
of piping |} 

The searcity of labor here has shown inventive 
minds 

There is money in devices—in machines of dif 


ferer Kinds 
4nd how to transact business, and do it some- 


I t {ju A. 

Proves the value o f inventions, and a right 
smart Yankee trick 

5 they ve gathered for review, on a compre- 

Just all that’s est and finest, for the busy 
business mal 

And if you wish to know 1 simply have to go 

And inspect the novel features of the New 
York Business Show 

Phey e ma nes that write your letters, and 
will do it wondrous well 

In fact, they're really marvels and do every- 
thing but ll 

Machines tl make out invoices, and monthly 
statement too 

Will add, s t t nd mult ind show o 

it 
th vill soon t 
f the t 

Machines t} id ID] 1 that, and do 

Machines that ir letters—each envelop: 
will sé 

Machines t t ddres v? I by the thou 

I 5 1 om 

J ta t t t and finest for the busy busi 

Ss f vou wis t ‘ t w t double vour 

I st , e of. , f, Sane f the New Yor 
Ik ? ~ Ww 


zx of pressing 


t il £., £ ia 1 t 
Ww | 
I Id a I iriz 
iT 
I I ( hav } 
i 
I mprovement 
Y sl war j 
wi 
iW we t 
nhe 
I ‘ my 
he 
J i aan) 
your i r in tl 
race 
Just inspect t I ‘ fé t S f the New York 
B S ‘ 


EXPRESSION OF SYMPATHY TO 
MRS. SCHLENER. 


[he Stationers’ Board of Trade of New 
York has 1 1 the following ex] ession 
‘ hy, | | hit \ 
Scl Ty 

Ne } N 
Mrs. Johr A. S ner 

Minne M 
De ir Mad 
The tr St I ( I 
f New Y t d 
Mr J \ > ) 
ta b 


H. M. CONDIT 


“SHOP TALK” _IN NEW GARB. 


Shop Talk,” pu C.S.&R.B 
{ nT ' t< ppe:; nes 
twle 4 
e ft ‘A } 
Pr } he mt 
sid he back 
ae ’ ‘ Buny on 
Up D lever and 
will Throug!l 
st iff ] 
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“Sterling” "(ey nibbes 


GIVE CLEAN COPIES AND NEAT ORIGINALS 














Don’t write only for today or tom: 


a lasting impression. 


row; write for posterity. Make 


USE THE “Sterling RIBBON 


Don’t write in a thick and muddy 
im pression. 


way; write legibly. Make a lasting 


USETHE “Sterling RIBBON 


Don’t write with a poor copying 


ribbon; ‘‘write for keeps.” 


USE THE Kesainal RIBBON 


Don’t crowd the blame on the machine; write through a good ribbon. 


Make a lasting feistwenaton 


USE THE ‘Sterling’ RIBBON 
GF We want to quote our terms to Dealers who have a demand for GOOD Typewriter Ridboas 











NATIONAL CHEMICAL COMPANY, 41 W, 16th St, New Yor 


in Sales Agents, Bar-Lock td., 1 


18 Upper Thames St., London, E. C. Eng. 














L. S. TOOLE 


Member “Chicago Statione re’ 
Association” 


Manufacturers’ Agent 


and Jobber 
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AND STATIONERY 
SPECIALTIES 


17-21 Quincy Street, Chicago, Ill. 





*“COMPLETUS” CABINETS have NO EQUAL 


DEALERS are indin it the BIG- 


G on 
WRITE TODAY the i 


Just 
Pull out 
the 
Slide 

spi Vocknaty.. 


Typewriter 


Cette Cabinet 
Co. 






N.Y. 
U.S. A. 











Are You Getting Your Share 


tific 


KALE MARK 


of the 


Big Profits 


many Stationers are get- 
ting from the demand for the 
U.S. AUTOMATIC PEN- 
CIL SHARPENER? Ba 


Geta Sample at our Expense. 
Send a Postal Request 
for one NOW 


Automatic 
Pencil Sharpener Co. 


Inc. 


Spring and Crosby Sts. NEW YORK CITY 








It's Advertised in Leading Magazines’ 
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SALMAGUNODO!I 


HE typewriter industry promises to 
Mark 


recent 


develop some Twains in a 
short time if a 
It is not strange that it has 


many 


instance 15s 
any criterion. 
not done so long since, for there are 
bright minds associated with the different 
companies, minds that have plenty oppor 
tunity to see the ludicrous side and to 
profit by it if they are of that bent. 

referred to above concerns 
the Omaha 


The instance 
M. O. Plowman, manager of 
branch of the Smith Premier Typewriter 
Company. Plowman by nature is much 
gifted in the humorous of life; indeed he 
may be called with entire propriety a 
whimsical humorist. He demonstrated that 
a short while ago in a cafe in Omaha and 
ever since the sobriquet has stuck. It hap 
pened this way. 

Plowman accompanied two of his friends 
into one of the prominent cafes of Omaha 
He is a corking good judge of a perfecto 
He does not drink, and therefore concen 
trates his vices on smoking. He knew also 
that one of his friends enjoyed a good 
cigar. So he pulled one of his choice per 
fectos from his pocket and turning to his 
friend, said: 

“Here, John, is a fine piece of goods. I 
want you to try it.” 


“Thanks,” replied John, “but I'll smoke 
this on the morrow.” 
“All right,” returned Plowman, “here's 


another you can smoke during the mean- 
time.” 
Kidnaped. 

Apropos of typewriter men, did you ever 
hear of a typewriter man being kidnaped? 
Well, that is precisely what happened a 
short while since in Chicago. But the vic- 
tim got off easier than e Cudahy did 
when Pat Crowe turned trick. 

Harry Adams, one of the best of fellows 
and a fine salesman, now connected with 
the Underwood Chicago office, boarded 
a street car for his home one evening not 


long ago. He had a copy of an evening 
paper and was intent on its pages He 
noticed a striking femine personality sit 


ting hard by, but took little thought of the 
fact that she was fastening her attentions 
on him. It might just as well be stated in 
the beginning that Harry is a handsome 
chap, strong features and a kindly 
All the time he was reading the lady was 
looking over his shoulder, also. This he 
noticed but dismissed it with the thought 
that women frequently do _ such things 


eye 


Suddenly the woman gave forth a burst 
of laughter. 

“What in the devil is the matter with 
her,” reflected Harry. He dared not ask, 


so continued reading. But 
the woman, geyser 
emitted violent streams of mirth. It 
out after that only once. By that time 
Adams had reached the getting off point 
which would lead him to his home on Dear 
The woman alighted, also 


every 
like, 
broke 


Ot course, 


lew minutes 


born avenue 

“A charming day,” she interpo;sed 

‘A delightfully charming day,” saith 
Harry. 

“And can you tell me where street 
is, my dear sir?” asked the feminine 

“That’s on the south side. This is the 
north side,” responded the kidnapped. 

“Oh, indeed. How stupid of me (And 


do you live near by? she asked. 
“Close by, in fact,” he returned 
“Well, 1 thank you for your information, 


anyway. Oh, by the way, here is my card 
I should like to have you call sometime 
when I hope to repay you for your kind- 


ness,” she concluded and turned to go. It 
was one long siege for Adams, but he pulled 
out of it 

Snorer in Trouble. 

It seems that out in California the cli 
mate has a prediliction to arousing the lat 
ent snoring proclivities in men. Men who 
have been known to cure themselves of the 
habit find that it returns when they get to 
California. It may be the balmy air and it 
may be something else, nobody knows. 


Anyhow, Paul Divver, that distinguished 


traveler for Mittag & Volger, of Park 
Ridge, New Jersey, during a recent trip 


to the coast had an experience that may 
last for a little while, at least. Divver 
snores, snored and is snoring. Any 
jugation of the verb brings as a 
the fact that he snores. One night when 
en route from Angeles to San Fran 
what is called the “Owl Limited’ 


con- 
result 


Los 


cisco on 


Divver ran amuck the snoring habit. He 
had been to-berth some little while when 
all at once he began to rip ’em off at a 
lively rate. This naturally enough awak 


ened others in the car. But no notice was 
taken of it until the next morning when the 
men were preparing their toilet. One 
portly personage who looked as though he 


could snore a bit himself uttered with much 


distress 

“There was some one in the car last 
night who knows how to snore all right.” 

“Is that so,” replied Divver. “I wonder 
who it could have been?” 

“I'd like to know,” he returned 

“So would I,” said Divver. 

After the men had_ returned to their 


berths Divver, having some thirty minutes 
Frisco was reached, leaned his head 
risc , 


and took a nap. Directly 


before 


back 


in his seat 


friend of the I! 
the habit 


out one 


him was_ his 
quiring disposition Presently, 
returned and Divver gave 
long gasp through the portals of his head 


opposite 


again 


That was enough for his compatriot across 
the aisle. 
“You did it,” he exclaimed as he sh 


Divver by the collar of his coat. 
It Pays to Lose Hats. 
It pays to lose your hat in a cafe 
theatre or other public place, if you are on 


to the game. If you ever lose yours, d 
reader, don’t for goodness sake give up 
and conclude that you must go forthwit! 


and buy another. Just use your wits as tl 
following tale will illustrate. 

Otto Brown, of Otto Brown & Company 
carbon paper house of Indianapolis, has t] 
trick down right, but he had to be told how 
to work it. He was in New York last sun 
mer and accompanied by a typewriter sup 


ply manufacturer friend of his went to 
luncheon in a cafe in City Hall Square 
Now, this typewriter man has been well 


Any man who has 
knows the angle of 
there is an exchange 


schooled in exchanges 
ever sold typewriters 
making a deal 
machine involved 


where 


Otto wore the ordinary stiff straw hat 


When they got up to leave the cafe, lo and 


behold the straw was gone. In its plac: 

was a panama, but of different size. 
“What in the dickens am I to do,” he 

said to his friend. “Here I have no hat 


Thunder, I hate to buy another one 


On the inside of the hat was, of course, 
the mark of the hatter. His friend said 
on looking at the mark: 


“Come with me, “I'll fix it for you.” 


“They went to the hatter. The friend 
said to him just as they were entering 

‘Tell him it doesn‘t fit and that you want 

new hat.” 

He did se The hatter bit fast 

‘All right, my friend, I'll give 34 
new one for $2 to boot,” said the hatter 

‘You’r responded Otto 

It pays to lose hats in City Hall Square 
CHANGE IN DEPARTMENT NAME 

Snyder & Black, 200 William street, N 
York, have changed the name of t 
specialty department to the Black Lit 
graphic Company, in order to el 
contusion which may arise by reasor 
the removal ; i othce and manuf ) 


turing plant for that 
from New York to 
Black Lithographic 
914 Walnut street 


branch of the business 
Philadelphia Tr) 


Company is loc 














& CARBON 


RIBBON excer news 
a. 


(By Special Correspondence.) 





Chicago. 
Chas. E. Dodge of The Dodge Company, 
Syracuse, N. Y., manufacturers of the fa 


ribbons, stopped over in 
Chicago for.a few hours the first of the 


n Ss re from the West 
he g ts to make 1 
os 
New York City. 
The Durabul Company is new n 
the carbon and ribbon filed here. S. C. Dol 
S I Lox Manuf 
turi ( S The 
; ) . 1 4 for the w 
tl Dod ( ss will ge 
k D B t ribbons 
« t t de 
* * * 
Philit & S00 Greenwicl 
rbon copy sys 
ten nd manifold | ks for business 
h i ‘oO I is been in 
cr ising tremendous thar the last week 
We have doubled ir output and increased 
. else f . 1 / cent. until 
now have 250 men ir ir employ. Since the 
ae Octob e been working 
rt of our force unt 10 ‘clock at night 
Since election our orders have increased 
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we have been compelled t rder more 


printing presses and more machinery. We 


ve been buying paper by the carload and 
ink by the ton. When the textile indus 
s started up we felt the effect at once 
orders for manifold books.” 
New Orleans. 


Charles E. Dodge, general manager of 
the Dodge Company, makers of the famous 
Du-ra-bul goods, made a business call to 
this g the past n We 

< ( if \\ suck ecuring 
’ is | S 1 ribl Ss, at 
h Si s will be 1 th 
as 


Rochester, N. Y. 
[The Crown Ribbon & Carbon Mfg. C 


R ste N \ nave t issued new 
here is 1 I 
+ ‘ those 1 este il 
bt | ey wi S¢ d 
yon 1 e | 
f bu Qg ir ¢ 
* * 
C OW. Re ™ 
Ribb & ( M ( S| 
] { () } 9 
; H d 
n P 
San Francisco. 
by Sy] ] ¢ rres 
V. D 
% a e city 
. * 
I } ¢ Ing 
nD n ( rte ( I 
I b city f tl 
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business picking up all along the line. He 
leaves for the east this week. 
* * * 

Joe Gottlieb, of the Coast Typewriter 
Supply Company, Pacific Coast agents for 
the Kee Lox line, wants his many friends 

know that he is building up a nice type- 
writer supply business on the Coast. Over 
ne hundred agencies in as many Coast 
towns are now selling Kee Lox ribbons and 

irbon papers. The company’s offices are 
the rendezvous of Eastern typewriter sup- 
ply men who visit the Coast, and Mr. Gott- 
ieb leaves no doubt that they are welcome. 
lle states that large shipments to Hawaii 

nd Manila caused a notable increase in 
during the last month. From 
present indications the Coast Typewriter 
Supply Company will surely be an increas- 


factor in the Coast trade. 
* * x 


business 


Phe Klimax Karbon Company has occu- 
ed new rooms in the Chronicle building, 
ere stock can be kept to supply all or- 

Mr. Tomlinson states that the busi- 
ss continues to show a steady growth. 





NEW INTERNATIONAL CARBON 
AGENTS. 
C. D. Jocelyn & Company, 41 South Fif- 
enth street, Philadelphia, has just been 
pointed the distributing agency for 
Pennsylvania, for the International Carbon 
Paper Company of New York. This is a 
1d move and means much to both par- 
Jocelyn & Company is the agency also 
the Simplex Manufacturing Company 
nd the Francis Package Sealing Machine, 
both strong specialties, and no doubt will 
continue to do big things for all parties. 
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THE “LITTLE GIANT” TANK 


GEM DESK CALENDAR 








THE “NEW JUNIOR” TANK 





THE LITTLE GIANT 
COPYING TANK 
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GEM DESK CALENDAR 


THE NEW JUNIOR 
COPYING TANK 


A dependable, satisfactory tank, made 

sell for lower price than The Little 
Giant. Finished in black enamel with 
id striping and nickel-plated trimmings. 
Fastens to desk or table with wood screws. 


Retails $7.50. 


Copying cloths for the New Jun.or— 
72c per dozen 








THE SAM’L C. TATUM CO., 


3306 COLERAIN AVE., 
New York Office, 185 Fulton St. 


Cincinnati, Ohio 




















GOOD WILL 


CARBON 
PAPER 


@, Your special im- 
print brand will be- 
come well known if 
you advertise hard, 
push hard and give 
your customers the 
best goods. Infe- 
rior carbons ruin 
your Brand Name | 
and are dear at any | 
| 








price. 
@, Our Carbon Pa- 
pers are under im- 
print with the Lead- 
ing Dealers and 
Stationers every- | 
where. 
@. We do not sell | 
the consumer. 

WRITE TODAY 


| 
DITMARS-KENDIG CO. | 
| 


New York, U.S.A. 
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Look at These Loose-Leat 
Transfer Ledgers 























i» -— This = as 


—_ ee ~- ran sler Ledger, mad 


ay be y increased by add Vhis 


e without eer either | covers or ae. Cannot be 

for use as a transfer ledger and it may also be used for any pur 

pose where a good serviceable, expansible f red for holding 
sofany lescriptior 


Stationery is Like Jewelry 


¥ . fe . et 
You know some jewelry firms get a reputation for And 
selling “‘plated goods’’---low grade stuff. They get a ‘ 
certain class of trade---transient mostly. This 
Other jewelry firms are known for the quality of 0 
the goods they sell---solid stuff. Good designs. 


They get the trade that comes back regularly 
and sends its friends. The firm that sells 


Sieber @ Trussell’s . tis 
Loose-Leaf Boolis =:===~-. 


Post Binder, we have succeeded in manufacturing a 
r superior to any device of this kind ever pre- 
f post binders. 


gets business from the great big houses, and 

the smaller houses that appreciate system and ‘ f 
quality. The firms that find out where they can get good 
goods, office labor-saving devices, and then stick to the 
people they can buy them of. You should take this hint. 











Send for our Catalog of Loose-Leaf Books — Free 


SIEBER & TRUSSELL MFG. CO. 
4001 Laclede Avenue 
ST. LOUIS, MO. 


And 
3 This ¢ 


























Vest Pocket Unimatic Loose-Leaf Memo Book 
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PENG PENCIL 





(By Special Correspondence.) 


Cincinnati. 

The Jas. Holland Gold Pen Company re- 
port a good business being done, which is 
in marked contrast to the earlier months of 
the year. The Holland Company are wide 
awake manufacturers, who do not let any 
opportunity go by for consistent advertis 
ing, and the merit of their gold pens and 
the age of the house bring in the results. 

Memphis. 

The struggle for a fortune left by Ber 
nard Lowenstein, the wealthy dry goods 
merchant of this city, and later of New 
York and Europe, was renewed here the 
last of November. The fight is carried on 
by heirs in Chicago, New York, and var 


ious parts of Europe, where Lowenstein 
resided and visited during the last thirty 
years of his life 

Bernard Lowenstein came to Memphis 


before the civil war, and by selling lead 
pencils he laid the foundation for a busi 
ness that has been developed into one of 
the most prosperous of the Southern States 

The complainants allege that Lowenstein 
died in November, 1906, without issue and 
unmarried, and that he left an estate of 
more than $1,000,000. They charge that the 
instrument filed in the probate court here 
on January 30, 1905, and purporting to be 
Lowenstein’s will, was not his last testa- 
ment, but that the executors dictated its 
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contents so that they would become heirs 
to the fortune. 


Milwaukee. 


Milwaukee is the only city west of New 
York that can claim the distinction of hav- 


ing an establishment which handles foun- 
tain pens exclusively. The new Fountain 
Pen Shop, located in the new Caswell 


building, 108 Grand avenue, under the 
charge of W. H. Lampertine, has been es 
tablished recently and is meeting with ex- 
cellent success. Mr. Lampertine, after look 
ing over a number of cities, concluded that 
Milwaukee was the most promising field 
for an enterprise of this nature Every 
thing in the fountain pen line, all makes 
and all styles, can be found at the new 
store. The Conklin pen automaton, an 
unique piece of mechanism which displays 
the advantages of the Conklin self-filling, 
non-leakable pen, is attracting considerable 
attention 


Pittsfield, Mass. 


William Nugent, of Pittsfield, received 


from New York November 26 the 45 foun 
tain pens which were stolen by Harry A 
Pope, who entered several North Adams 


stores, from his store last spring. He sold 
them to David Rosenthal, a commission 
broker in New York: The pens were taken 
in charge by the New York and 
Rosenthal was placed under arrest on the 
charge of receiving stolen property and the 
New York police refused to give up the 
pens while the case was pending. Rosen 
thal endeavored to get the pens on a writ 
of replevin on the ground that he was in 


police 


nocent of any wrong doing in buying the 


pens from Pope. 





Among Pope’s effects were found letters 
from Rosenthal. were put in the 
hands of Lawyer P. J. Moore, who sent 
them to New York. These placed Rosen 
thal in an entirely different light, and when 
shown the letters he consented to have the 
pens returned to the owner without further 
trouble. These pens were valued at about 
$200. J. W. Hefferan, of Northampton, aiso 
recovered pens stolen by Pope from his 
store last spring. These pens were also in 
the hands of Rosenthal. The discovery of 
these pens led to the arrest of Pope 


hese 


Pittsburg. 

Establishing a precedent for Magistrate 
Frank J. Brady’s court by giving bail for a 
jury hearing on a disorderly conduct 
charge, the representatives of the Carey 
Fountain Pen Company made another move 
in their fight the police department 
November 20. 


Fined, they determined to carry the case 


with 


to a higher court. Attorney J. J. Gold- 
smith, representing the defendants, H. S 
Myers, a traveling representative of the 


firm, and H. Jacobson, the local manager, 
with an armful of legal documents and 

confident smile, opened the case in Centra 
station at 10 o'clock. Although no wit 
except the defendants themselves 
appeared for the prisoners, the prosecutio1 
presented a dozen. In completing the case 
Magistrate Brady fined each of the prison 
ers he manager, Jacobson, was fined $50, 
and Myers was assessed $25, with an alter- 
During the 


several rival 


nesses 


native of each going to jail 
production of testimony, 
neighbor merchants 


against the pen men 


appeared to testify 








The Largest Expansion Loose Leaf Device Made 





l-in. back expands to 34 inches. Minimum capacity, 


2-in. r 


Made to Sell Complete for 


alli 


t2" Stationers should write for special dis- 
counts and information of our entire line. 














£00 
Ample room for handling 1n both 


Watch this space 
next month. | 


200 ordinary she 


he OPALLA 


MAXIMUM EXPANSION 
Perfectly Flat Opening Loose Leaf Books 


‘ets; Maximum capacity, 400 sheets 
- Fs LOOO 






Opalla Loose Leaf Book Co., 56 Fifth Ave., Chicago, III. 














One, who represented the Bromeier 
candy and popcorn concern, next door to 
the pen store on Fifth avenue, near Wood 
street, was asked by the attorney for the 
defense if it was not true that his estab- 
lishment had caused the collection of 
crowds by the demonstration of candy- 
making. He answered that it was true. 

Magistrate Brady asked: “How long 
since the crowds have not gathered in front 
of your place?” 

A laugh was caused by this answer 
“Since the Carey Pen Co. moved next door 
with their cartoons.” 

General Ordinance Officer Murry Liv- 
ingston and his assistant, W. H. McGrady, 
testified against the men. They claimed 
the streets were blockaded by the crowds 
which gathered in front of the window 
The attorney for the pen company then re- 
sorted to Section 7 of the constitution, in 
which, it appears, the displaying of cards is 
permissable Livingston produced his 
“pocket ordinance” and he attempted to 
show that the collecting of crowds was 
against a city ordinance 

Shelbyville, Tenn. 

The Kastor Pencil Slat Mill started up 
last month under full steam and a large 
number of hands are employed. We hope 
it may have many years of successful oper- 
ation 


NEW SHOW ROOM FOR QUEBEC. 

J. C. Harrower & Company, of 111 Moun- 
tain Hill, Quebec, Canada, recently opened 
a large show room on Peter street, which is 
the center of the business district there— 
the “Wall Street” of Quebec. The com- 
pany intends handling up-to-date office ap- 
pliances of all kinds, principally loose leaf, 
systems, sectional furniture, adding ma- 
chines and the like. 

The company now represents the Rem- 
ington, The Universal, the Addressograph 
the Edison Mimeoagraph machines, which 
shows the extent of their line 3ut it is de- 
sired to add the first mentioned specialties 
ind to that end are open to communica- 
tions from manufacturers 


A WARNING TO JOBBERS 

H. C. Lavette, manufacturer of Lavette’s 
Patent Envelopes, for mailing photographs, 
214 South Clinton street, Chicago, is send- 
ing out the following notice 

At this present writing my surplus stock of 
my Patent Photo Mailing Envelopes is almost 
exhausted and orders are coming in so fast I 
hardly can keep up with the demand There- 
fore I am sending this same notice to all job- 
bers to crder in time, because I may be ham 
pered in obtaining the material to furnish the 
goods My envelopes are not a novelty but a 
staple articl Good at all times. It pays you 
33 1-3 per cent profit and your interests are pro- 


: 
tected at all times, as I have done for over 


seventeen year The reason of me giving you 
this early notice is because I want to ship 
goods upon receipt of order, and I want to be 
prepared to meet all orders promptly There- 
fore from now on place your order one month 
in advance «> that I will be able to comply 
with your request promptl) Thanking you 


kindly for past favors and hoping to hear from 


THE MONARCH SYSTEM. 
The Monarch Manifold-Book Company, 
of New York City, i new booklet gives 


most comprehensive idea of its pen and 
ink bill-charge system which covers the 
specialties: bill and charge systems; trav 
eling salesmen’s order books; buyers’ or 
ler books; requisition books; factory work 
tickets and many others. In fact, the com- 
pany makes every style of book, pad 
blank in manifolding stvle to use with 
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Why the TRINER Postal Scales 


are the Only Positively Accurate and Sct- 
entifically Perfect Automatic Scales made. 


BECAUSE—They do not show any varia- 
tion, no matter where the article is placed 
on the platform, they register always 
correct. 

They are constructed entirely of the best 
Cold Rolled Steel; absolutely no castings 
to break in transportation, and are hand- 
some in design and finish. 

Sold by all Leading Stationers. 
If yours cannot *upply you, we 
will prepay the Express charges. 


TRINER SCALE & MFG, CO, 


PRECISION POSTAL SCALE : a IDEAL POSTAL SCALE 
Capacity, 41bs. by }0z Price $2.50 !255-57-59 West 2ist St. CHICAGO, ILL. canacity, 2 ibs. by pos. Price $1.50 
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and 
Cheapest 

























Made of Finest Quality German Sliver 
Can be Instantly Attached te any Grade of Paper or Cards 
Have proven wonderfully successful in nearly every 
country on the Globe, especially the 
Bras to Write on, with Celluloid Windows or Shields 
folded over the blanks to protect the writing from becom - 
ing soiled. Their superiority in meeting this long felt want 
{is apparent to every user and they are pronounced by all as 
6 SIZES The Best, and Mest Durable Adjustable Tabs Made 
Very little extra trouble in Inserting the inscriptions, but when Sone, they” 
are there to stay and wear for years. Also made with Plain Cards or 
Various Printed Characters with Celluloid Adhered Over the "Printing 


They look like Polished Inlaid Ivory and wear like Iron. oY is impossible to soll 
them permanently; one rub will make them as bright and clean as new, th 
handled with greasy fingers. Made with a TIGHT GRIP FOR BOOKS or 
a MILD GRIP FOR CARD SYSTEMS s80 they can be slipped on without shift- 
ing the bands or scratching the cards. If you will try a few you will want more. 


Lowest Prices to Consumers; Best Margin to Dealers. 








CHICAGO BUSINESS SYSTEM CO., C, 100 E. Van Buren $t., Chicago. 














The “Red Raven” Stylo 


(Registered) 
An American Fluid Pencil Made in America 
On Which the Consumer Pays No Duty 


Superior to Any Other, of Any Style 
Any Color, Finish, Any Shape 
and at Any Price. 













Send for prices and 

discounts on above, as 
well as for our well known line 
of “RIVAL” FOUNTAIN PENS. 


Established 1885 


This style made in 
red and bla k an 
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all black ru 

We use only D. W. BEAUMEL & COMPANY 

inum Points Office and Factory, 37 Ann Street, NEW YORK 
f wax SEALS CHECKS CORPORATE SEALS POCKETNOTARY METAL CHECKS 





@°on 


WE ARE NOT AGENTS FoR THESE Gooos 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 
NAME PLATES, METAL CHECKS, 
he ee eerie ron carnooue 


ae MEYER & WENTHE 
92 DEARBORN ST. - 
CHICAGO «RUBBER STAMPS 



















NUMBERING MACHINES 


-( ARE YOU A MANUFACTURER 


of office furniture, supplies or equipment of any kind and do you seek foreign trade? 

















If so, don't fail to be represented in the 
January Foreign Special 
f Office Appliance It y you ouncements to a host of buyers in other 
countries who will read t pt number w itl great interest. See advertisement 
page 16. at | vrite for rate 








~( The Office Appliance Co., 303 Dearborn St., Chicago 





renee. 





As Good as Any---Bette rthan Many 


JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORK. 
Manufacturers of 


Carbon Paper 


Typewriter, pen, Pencil and Fuli 
Carbon. 
Guaranteed Non-Smut. 
Long-lasting, Clean Writings. 


Typewriter Ribbons 


For all makes of machises. Will give beat 
service and insure satisfaction to users 


Write For Samples 
and Prices. 











RIBBONS and CARBON PAPER | 
Contracted supplies in large or small quantities 
PLAIN and DECORATED BOXES 
HAVE YOUR OWN IMPRINT BOXES 
SNELLING & SON, Manwagurer 1 
SO. BROOKLYN. N. Y. 














| 





“Right-in-Sight” 
Py 
Holders 


have a_ joint flexible 
arm as pliable as your 
own arm, s0 
you ean ad- 
just copy to 
any position 
or angle 














You can use them with any make of Typewriter or 


Adding Machine, or even Elliott - Fisher Billing 
Machines, at any height or any angle. Shield will 
hold Copy Books, Loose Sheets, Cards or Books 
with Stiff Covers. 


CHAS PERFE TLINE INDICATOR 
Saves Eye-Strain—Increases Efficiency 
Line Indicator, 25 Cents Extra 
The IDEAL Copy Holder for schools teaching “‘touch 
system" work; promotes confidence in keyboard by 
hiding it, yet does not obstruct view of work. 


Some of our dealers and agents have equipped 
whole city, county and state offices. 


DEALERS Write, Fer Our SPECIAL 


TERMS TO THE TRADE 
For Sale by the Leading Typewriter Manufacturers 


Combined Tool Company ‘“;="" 
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(By Special Correspondence.) 


Denver. 
The Office Equipment Company, handling 
a business office, includ 
ing time office furniture 
and agents for the Monarch typewriter, r« 
November 10th with W. Aldreg: 
manager. W. F 
Mrs. W 


everything used in 
recorders, safes, 
organized 
as president and general 
Webb becomes vice president, 
\ldrege, secretary, and Miss J. M. Nesbit, 
treasurer. The company has from 
the Empire building to larger quarters on 
the ground floor at Fourteenth and Champa 


Auditorium 
* * 


moved 


streets opposite the 

* 
W. B. Canon, handling the typewriter 
end of the Office Equipment Company, re 
good. W. B. always has a 


new talking point for the Monarch 
* * + 


ports business 


Norton S Bobo has severed his connec- 
with the Office Equipment Company 
putting in his time showing th 
new time recorder 
Hamilton, Ohio. 


Supply 


and is 
merits of 


The Offic Company has moved 
Burns building on High street t 
second floor of the Rentschler building 
over the Forbes & Todd Company 

The Office Company 
nd its stationery 


& Todd and will 


furniture 


mm the 


Supply has sold its 
business to Forbes 
deal exclusively in office 
Forbes & Todd 
have sold to the Office Supply Co. their fur 
niture business and typewriters and wil! not 
future. This 
specialization of the 


and typewriters 


handle them in the arrange 


ment 1S a businesses 


There was report that the two busi 
nesses had consolidated Both parties de 
nied this but a consolidation is not 
probable some™téme in the future 

Indianapolis. 

There is in Indianapolis, Ind., at 131 E 
Market street. firm of office appliance 
dealers who, though but a year in the busi 
ness lready outgrown their present 
qu to the extent that the show rooms 
ire not half large enough to handle the 
ve f business entrusted to them 


Fulton, located at 


This firm is Evans & 


131 FE. Market street 

Pri to their entering upon this business 

ent Mr Walter Evans was vitl 
Bobbs-Merrill Co., of Indianapolis, acting 
in the capacity of buyer, while Mr. Guy 
Fulton, the other member of the firm, has 
been for some time head road salesman for 
the Globe Wernicke Co., Cincinnati 

This firm is exclusive agent in Indi 

polis for Globe-Wernicke. Luce. Cw 

Lock Loose Leafe Ledgers, and also tak« 

( \. B. Dick Company feeding 

macl ; and mimeographs here—in fact, 

their entire lin is of the most reputable 
New Orleans. 

Dar Pierson Co., Ltd.. the progress 
ive office utfitters, have recently secured 
the agency for Elliott addressing machines 

ve ilready placed several outfits 
this city Their new house organ, “Office 
Talk,” promises to be a trade winner, show 
ing as it does, in a bright, snappy way, nov 
elties in office appliances as well as giving 


its readers short talks on topics of interest 
[his concern is making 
furniture and filing 
opened up new 
irged salesrooms where they are 


arranged in an up- 


to office workers 
specialty of office 
ibinets, and has recently 

ind enl: 

showing a complete line 
date mannet 


Raton, New Mexico. 


The Raton Publishing Company, 110 
South Second street, are extending thet 
ne of office supplies and stationers’ goods 


nd would like to hear from all manufa 





turers who | new and quick selling of 
ce devices kinds. They publis! 
laily paper which has a large circulat 
nd manufacturers and jobbers would 
ell to get in line with them 
South Bend, Ind. 
The “Typewriter Shop” is a new concert 
here, to deal especially in second-hand and 
rebuilt machines B. A. Tuttle is sales 


Terre Haute, Ind. 


Emil J. Yansky has just started in busi 
ess at Terre Haute, Ind., as wholesale and 
retail dealer in office outfittings and type 
writers. Mr. Yansky started in the right 

iy by subscribing to Office Appliances 
He would lik t receive catalogs and 
prices from manufacturers of the different 
lines of office supplies 

Toledo, Ohio. 

The Toledo Multigraphic Specialty | 

ny is the n name of Mermaid Specialt 
Company. They are located at 1311 M 

o ateeet 


Topeka, Kansas. 


Supply Company 


st been app gent for eastern Kar 
s f the H ge H Marvin Safe ( 
vy of Hamilt Ohio, the largest 1 
turers of safes d vaults in the w d 
1 will short eceive a consignment 
mples in tl the latest imp 
ts ins ture Phe { 
lusive this comp 
departure, heretofore their busine 
. taken ( b tT ive il y rep S 
ae 
f tl 1 \ 


KEEP YOUR ENGAGEMENTS. 


[here are few, if any, rules 
nore important and yet more light! 
lected than that of promptness in keeping 
ppointments Maybe you can waste r 


own time by being late in keeping eng 


ments and feel that the loss, if any, is 
affair But it is also the affair 


iting You waste 


wn 


in you keep 


If your time is worthless, mayl 
not He may conclude that his tim 
th more t im than you are 
Only the 1 1 careless wil se ft 
f the least fford to ; 
oseness in keeping engagements. It 
be hard to acquire the fixed habi 
vavs being on time, but it can be 
it is worth while to do it 
(,reat busi ess men h ive this h ib t N 
poleon would not have been Napol 
for his unfailing ymptness. Men of gre 
iffairs whose tin most completely t 
re usually on time. It is they who 
best the value f time and the importance 
f saving it by being prompt.—Mac 


Monthly 


Che way 


he faithful in evervthing.” 








ADAMS BRASS 
BLOTTER BATH 


FOR AN 
ARTICLE 
ALWAYS WET 


BRASS 


el ee a 
SERVICABLE 
METAL 





IS MADE OF IT 


and de tha i ¢ rd L plece 
) niturea lesk or safe (Gert n 
proof 1 fiber, tough as 
leathe né box and lid 
Can't rust. Costs’no more than the in 


Our Silk Bound Antiseptic Copying Cloth has no 
equal. Send for sample. 








ADAM'S MFG. COMPANY 
2231 Market St., Philad iphia, Pa. 















BEST 
CORNER 
MADE 


DON’T FAIL 


To investigate the 
merits of The ‘‘Burlin”’ 
Vertical Filing Cabinet 

for Blue Prints. 


FOR 





Drawings, Tracings, Plans, 
Maps, Artists Proofs, Sketches 
and large sheets of all descrip- 
tion That Should not be Rolled. 


With the “Burlin"’ they are IN- 
DEXED and filed VERTICALLY 
in lar manilla POCKETS, keep- 
ng them flat, clean and where you 
ndany one in a MOMENT'S 











TIMI rhe “Burtin”’ Cab net Is tructed ATR TIGH1 
s ROC fr t “i up, forming a 
tabi to ins - on ts, or usec rlight work. Fitted witt 
anilla ets or envelopes hung on rods with a capac 
ity ‘a 4100 ¢t When clos occupies but 
square feet of floor space Can be equipped with lock 
that it can be rolled t uit if desired 


oamtere so 
Saves}Time, Money and Gray Hairs 









Used by A ( Engineer \ Art 
Galleries, 5 M 

fact ers . 
I ste O a Offices 
M z ¢ hundreds 
r = ~ Wood, 
B P Quart f 
Oa Ma Har 

solr yf Ar 

the t 

priced file for this 

work. Order from local dealer, 


or write the manufacturer for 
catalog and prices 


D. J. BURLINGAME 


First National Bank Bidg. 
CHICAGO. 














The foll wing edit rial on Geor 
ole, the well knowr Chicag Stati 
vas taken fron orn nisaes lt 


hampions, reform gained a reformer whose 
inflinching courage, whose fighting ardor 
se sincerity and ability hrougl 








oe of “practical e 
litics” he has whisnel on many a hard | Typewriter 
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IMPROVED 


- PROUDFIT 


LOOSE LEAF DEVICES 


“GEORGE E. COLE, a 


ember 18 


| < gv Georg Lf 
lent 
on Potion te ae NO POSTS 
ee ne eeeee ae orm in hmerice, | WWksnvan eames ee 
y t 1 pa I I . 
I good gvovernment in ( hicag 


one of its ablest and most efficient 





BOOK OPEN READY FOR USE 
Notice Flat Opening and Spring Back 


VE 


lear E 


FACTORY AND MAIN OFFICE: 
8 and 10 Lyon St., Grand Rapids, Mich., U.S.A. 
BRANCHES: 


New York City. Washington, D. C. 
AGENCIES: 
In All the Principal Cities of the World. 


BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Persoral Ac- 
counts, by using our Ledger Balance Proof. It's 
new, and you have not seen it. Write us and we will 
send you testimonials that will make you SIT UP 
AND TAKE NOTICE 


MILLER & HAM, Chattanooga, Tenn. 


Multigraph 


and 

















GEORGE E. COLE 


years of persistent struggle won the 


and gratitude of the community and 





espect even of the forces 






tested fel 


an active member of the st of note- | 
thy civic associations which the publi | RIBB N 
of Chicago has ratsed and support 
Civic Federation and the Citizens’ As 
yn—as th rst president he M 
Vote League, d figut . 
» dour waaeet tena ainda ee Which match 
dent ¢ ‘ iti; ’ Association and 
sor ob dis take ae ae pres IDENTICALLY 
gp Praverng, Faye hy dogo being ey in shade, color 
‘Sis ee } and density. 
M ( ( in the t 
| t nd rust rrup | 
| public spirit d Better write to-day 
noo dag : for prices and terms 


Cole in some lasting orm. | I THE FRANK BAYER CO. 


ps the best but it Makers of Inked Ribbons 
pe ee 22 N. William St., New York City 





Bin Th Ra RN Ee APT 


ee 
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THE BURROUGHS ESCAPES UN- 
SCATHED. 





In the midst of rack and ruin the residue 
of a night with the yeggman, the Bur- 
roughs stood in the bank of the 
Warren Co. of Warren, Wis., without a 
mark to show the trying time it has 
passed through, and no had the 
light of the day broken, when H 


George 


sooner 


new 
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of wreckage by the three blasts. But the 
Burroughs showed no marks. Its glass 
sides were dirty from the soft soap that 
had been used to make the safe door air 
tight, but not a part was broken. 

The machine was one of the most inter- 
esting exhibits of the robbery. Cashier 
bentzen says 

‘As the picture shows, our Burroughs 
is still with us, and it will stay with us, 








THE BURROUGHS IN AN EXPLOSION 
Bentzen, the cashier, went to work on it barring accidents. How it ever escaped the 
to figure up the total loss by the robbery terrible blasts is an enigma to me. The 
The total was found to be a little more picture was taken after the machine had 
than $2,200 been moved away from the vault in the 
Yeggman attacked the private bank on morning. Even in the position it is shown 
Oct. 7, blew the safe pretty much to scrap in its escape from harm seems miraculous 
iron, and disappeared. Glass doors, win “An adding machine that can withstand 
dows and everything in which the glazier’s such a night is a good on Us for the 
art figured, was transformed into a mass Burroughs every time.” 
TYPEWRITING AS AN EXERCISE. ought to be strengthened greatly by a 
———— course of typewriting, but this is the sort 
Everyday actions ought to result insensi of exercise that is too near home, like 
bly in developing the muscles we have housework, sweeping and the like, to be at 
Take, for instance, working a typewriter tractive 
“If a man writes the word ‘then’ figure ink of the motion that is started when 
out how much ground he covers Taking nm r is made on the typewriter lf tl 
the four letters in order, his hands travel key struck only lightly, then the car 
altogether a distance.of no less than 4 ge may be run back and the letter struck 
inches over again That-involves a movement of 
“Suppose that the word comes at the end’ the hands over a considerable distance 
of a line. He raises his hand to shift the If, however, the mistake has to be 
paper up a notch and he has covered about erased the operator has to enlist a new 
5 inches raising his hand and as much com series of movements, reaching perhaps into 
ing back to the space bar There is 14% drawer for an eraser, shoving aside some 





cle written on the typewriter, it runs up into it 


inches of motion just over the circumstance papers to get at it, then the motion of rub 
of writing a word of four letters at the bing out the letter, replacing the eraser and 
end of a line running the typewriter carriage back where 

“Studying the amount of travel done by it was in order to write in the words or 
the hands in the course of an extended arti letters as they should have been. When 


is all figured up in the course of a day’s 


large fractions of miles in the course of a work it is an appalling distance of ground 
day. If a man walked a mile he would feel traveled by the hands and fingers 
it a little bit, to be sure But it never oc Nervous persons who are all the time 
curs to him, apparently, that he is sending using their hands also do not realize how 
his fingers and hands over a long course much extra work they are putting on their 
during the week if he does much work by isms. Take the case, too, of the per 
machine son who sees much in the street cars. A 
“The forearms are kept always at right woman riding down town to the theater, 
angles to the upper arm, and that throws = say, and eternally fussing with a stray lock 
a certain strain on the biceps muscles of her hair or arranging her dress or flick 


the 


They and the muscles of 





forearms ing 


specks of off. 


dust 


pects to 


DUPLICATING 


MACHINES 






(By Special 


Correspondence.) 


Boston. 
L. M. Barman, manager of the Boston 
fhee of the Roneo Company, has just ar 
ranged the agencies for Worcester ar 
Lynn, Mass., and has secured a “hustler 


in each place 
Buffalo 
Che the Writerpress during 
the | 


popularity 
ast year, wi ; 
the number of improvements, has brought 


th its aggressive policy ar 


it to the public notice in a way that has 
been pleasing to its friends. The company 
has made many improvements in material 
ind workmanship, and their machine tod 
is a credit to t n 

They also showed their direct inl 
tachment, which can be placed « 
their machines 1 which will add 
increase to thet lly expandi: bt 

Chicago. 

H. L. Bean, president and sales n 
iger of the Writerpress Company, Bi 
falo, spent several days in Chicago the first 
f the month visiting their local represent 
itives, Smith & Woodward. Bean looked 
the picture of contentmenf and health and 
stated that the mpany was making splet 
did progress in every way. This must bi 
o, for Smith & Woodward are doing nice] 
ind have some big things on tap for the 
new year. 

* * * 

G. H. Shannon, for many years with the 
\. B. Dick Company, has joined the sellins 
staff of The Underwood Duplicator C 
pany, and will travel over the entire United 
States as a special representative 

k * * 

Chicago manager J. O. Shephard, of TI 
American Multigraph Sales Company 
busy with a n plan of reorgar ti 

hich the com, is now putting into « 
fect among its sales agencies and wl 
vill be treated detailed story in the 
January number 

e * * 

T. W. Rean f The Hektograph C 
pany, states that the company’s new dup! 

tor will s be ready for the market 
This is a marvelous device and no d 
will create much favorable comment whet 
placed on the market 

** * 

W. A. Waterbury, sales manager of the 
\. B. Dick Company, Chicago, has the tit 
f “Captain” tagged to his name now, 
he has recently purchased i beautiful laut 
that is housed near his cottage at Lake 
Geneva, Wis. Mr. Waterbury says 
play the part f captain, pilot, engineer 
though of course he would prefer to have 
an expert perform this latter office that full 
justice may be done his famous “catcl 
of big fish If the summer of 1909 ; < 
successful with Mr. Waterbury in the way 
f big game as was 1908, we see endl 
blue ribbon awards decorating the f t 
his “seaman” jacket 

x * * 
H. F. Moulton, manager of The Un 


department, ex 


wood Duplicator’s Chicag 


‘ts to add sor more men the first of 









DUPLICATING NEWS—Continued. 


the year to take care of the increased busi- 


ness. 


O. H. Chamberlin, the well known cash 
register and adding. machine man, who has 


been in charge of the Milwaukee offices of 


the Multigriph company, has been promot 


ed to the position of sales manager for the 
company at Minmeapolis, Minn. E. B. Gus 
torf of Chicago, formerly with the National 


ws been placed mM 
Milwaukee offices of the Mul 
tigraph company and will be located at 538 


Wells building 


Cash Register Company 


charge of thi 


New York City. 


W. R. Stevenson of the Roneo Company 
has just urned to New York from Den 
ver, and is on his way to Cairo, Egypt, 
where he ill assist his. fathe J W. Stev 
enson in the management of the Rone 
business in |] ypt \l Stevenson satled o1 
November 28th on tl S. S. Caronia for 
Naples 

The Roneo Company is issuing from its 
New York office ; veekly organ, entitled 
the “Ron: News,” the benefit of the 
Roneo gents and esentatives in all 
parts of the country his little magazine 
is full of enthusias1 nd contains many 
new suggestions for securing sales and ar 
guments on behalf of the advantages of the 
Roneo The Roneo Company of London 
ind the Cie. Fse. Rone of Paris have is 
sued similar weekly urnals for quite som 
time. We wish the ni weekly every pos 
sible Sick 

' 

The business of tl Writerpress Con 
pany New York City has grown to sucl 
propor s that they have been obliged to 
put °on hive new salesmet ind a larger 
ce force to take car f, their business 

The exhibit of the Writerpress at th 
New York show produced a large number 
if orders and prospective customers, ani 

« ab qwtion 1 ! mm) N ¢ 
York wa essary 


The Writerpress Company, in New York 


City, 1s s epresentative and 
ead salesman of tl ompany in Nev 
York C M Longwell was relieved 

the details f the management of the offi 
t his own request. as the selling end 


much more interesting to him 


] I Gant formerly general sales mat 
ger of The Standard Adding Machin 
Compa I beer ppointed as New York 

nage f The Writerpress ( company at 
701 Dun 1 0) Broadway 
Mr. Gantz ts very well known in the add 
ing machine and office appliance world, and 
r} W rite ss ( s to be f 
grat lat sé | 1 go don 
f the dep ¢ 
W rit rpress ( mpany had on exhibi 
n at tl National Business Show their 
latest stvle machin«e ith the tubular steel 
tand | tractive pr 
it} t 
| ( | \V erpress ( mpa 
A | S] \ ated 
g | the compat 
was able to appoint number of foreigt 


and domestic dealers 
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A Strong Tip on 
Guide Cards 


The ordinary card index guide, while sufficiently 
strong for moderate usage is, in a great many 
instances, unsatisfactory where a permanent index is required. The 


Celluloid Tipped Guide 


solves the problem. The tabs are protected by celluloid in one 
piece, cemented over the tab, and extending well into the body of 
the guide, giving strength and protection where needed. 

Guides furnished. plain or printed with any classification 
required. Made up in any size or arrangement of tabs. Write for 
samples and prices. 


STANDARD INDEX CARD COMPANY, 701-709 Arch Street, Philadelphia, Pa. 














The one-piece 
celluloid tip 

















DEALERS WRITE TO US £or our bis money-making offer 


SURPRISE STATIONERY HOLDER ‘2°23 sec” 


} in. long, 8) in. wide, 7 in. high, weight 10 Ibs, Seven (7) ft. shelf 
HH yids 1550 sheets of paper, box for postage stamps and pencils, Wives. 


Sheets Sheets Sheets 

150 Typewriter 150 Letter Size 130 Regular Bill 

~ Lega! Blank -Letter Size 150 }-Regular Bill 
0 Long Bi 0 }-Letter Size 150 $-Regular Bill 


8. S. CROOKS MFG. cO., ST. PAUL, MINN., 667 HOLLY 9 














The DUDLEY Book Holder 


doubles the value of your desk by enabling you to get out of 
. the way the big book that you must have to 
work from and which is now covering up the 
pape rs that you must refer to. It will hold 
the big record books that you need near you. 
It can be adjusted to any desired angle and 
has a line indicator 
We make this same holder mounted ona 
pedestal which can be brought as close to your 
desk, typewriter or adding machine and can be 
sé ed or lowered to any height desired. 
Wt te for circular deseribing full line of 
Li ye if Copy, Pad and Book Holders. 


THE DUDLEY MFG. COMPANY Marion, Ohio, U. S. A. 


ances when writing 


Patentedg-~ 











— REAL DWARF INK PENCIL 


(MADE IN ENGLAND) 








AGENTS 
WANTED 
EVERY WHERE 








Sells for $1.50 (cut full size). PRICE: $8.00 Per Dozen; $80.00 Per Gross. 





Sells for $2.00 (cut full size). PRICE: $9.00 Per Dozen; $90.00 Per Gross. 





Every REAL OWARF or BABY OWARF is Gueranteed to havea 
Platinum Irridium Point and Springneedie. Wil! not leak and will last a life- 


TERMS CASH WITH ORDER! time if used according to directions. 


Prices Subject to Change Without Rotice! BEWARE of so-called Imported as well as Domestic Imitations! 


ECKEL & COMPANY, Importers, 39-41 Cortland Street, NEW YORK CITY, NW. Y. 
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jabor in getting off statements 


This loose-leaf system consists of | current 
ledger sheets and statement blanks in duplicate 


original and duplicate 


the left, and the duplicate is then taken out and 
reference. Thus you not only save the trouble « 


method of modern accounting. With one writing 
your factory job ticket, journal entry—in fact ev 
with one operation—either by hand or typewrite 


Typewriter Agents can make big 
money introducing our loose-leaf sys- 
tems. No extra work required. Sold 
wherever typewriters are used. Send for 
circulars and our proposition. 


THE C. E. SHEPPARD COMPANY 
“EVERYTHING LOOSE-LEAF” 

61-63 Cliff Street NEW YORK 
CHICAGO, 164 Randolph Street 





MAIL YOUR 
STATEMENTS 
ON THE FIRST 


SHEPPARD’S MONTHLY STATEMENT SYSTEM saves one-half the time and 


binder, 1 transfer binder, a supply of 


A set of statement blanks is placed in the current binder alongside the ledger sheet 
The charges are then made on the statement blank, inserting carbon paper between the 
At the end of the month total up the charges and tear off the 


original blank (which is perforated for that purpose) and YOUR STATEMENT IS ALL 
READY FOR MAILING. The total is posted from the duplicate to the ledger sheet on 


placed in the transfer binder for further 
f keeping a day book but your state 


ments are ALWAYS READY should they be called for before the end of the month 
OUR DAILY BILL AND CHARGE SYSTE 


M is the greatest time and labor saving 
you can enter an order, make your bill, 
ery entry that is necessary can be made 
‘r. Used by all the large corporations 





SPECIAL OFFER 


MONTHLY STATEMENT 50 
OUTFIT COMPLETE FOR $ | 7 — 
Prepaid to You — 


1 Russia and Corduroy Binder 

1 Canvas Transfer Binder 

2 Indexes, | leather and 1 canvas tabs 

250 cagow Sheets—Tumble Headings, stand- 
ar 

1500 Statements in duplicate, printed with 
your regu!ar heading, either full or half 


size 
Size, 8}x11 














THE COMMERCIAL INK PENCIL 





A Practical Pen for Practical People 


Any one who uses lead pencil, steel pen or fountain pen will find in this little INK PENCIL the most satisfactory 


and economical writing instrument ever used. Made of the finest quality red vulcanized rubber; 
ion, so essential to rapid writing. Nothing to get 


Can be cégried in any position; 


uine Iridium Platinum, which gives a perfectly smooth, easy act 


clogged or out of order; guaranteed as to material, construction and operation 


ideal for vest pocket, purse or hand-bag. Indispensable to al! who write 


A Good Proposition for Dealers. 


We manufacture a full line of Fountain Pens and Pencils for both foreign and domestic trade. 


SANFORD @ BENNETT, 51-53 Maiden Lane, New York 


point 3s of gen- 








TO STATIONERS 
who handle Typewrit- 
ers or Supplies we want 
to send a sample of our 
RRub-beRR Type- 
writer Cover. For all 
Machines. Also for 
Adding Machines, Cash 
Registers, etc. RRub- 
beRR stands for al! 
that is best in a typewriter cover. Get our prices and 
discounts to the trade. They will please you. 


TYPEWRITER SPECIALTY CO., Inc. 
72 West Broadway New York 

















Safety Fountain Pen 
and Pencil Holder 


Fits any Pocket 





Holds Securely One to Six 
ens or Pencils 


Absorbs Ink From Leaky 
Fountain Pens 


Preserves Pencil Points 
For Sale By All Jobbers 





Send 15c postage for 


The Valley City Novelty Co. 


Grand Rapids, Mich. 








DUPLICATING NEWS—Continued. 


The Writerpress Company's exhibit 
New York was taken care of by the genera 
sales manager, Mr. H. L. Bean, assisted by 
Mr. E. F. Lonewe Mr.. Trewin, Mr. Dun 
stead, and, a portion of the time, by Mr 
E. R. Lerner, the president, and Mr. E. M 
Bennett, the secretary and treasuret t 

mpany 

* * * 
Philadelphia. 

There are two Sweets in the Roneo o 
ganization, Sweet of Philadelphia i W 
N. Sweet of Buffa Both have been 
cently given the Roneo agencies f thei 
respective territori ind both are among 

best agents Ron Comy 
secured 
Seattle, Wash. 

Frederick W. Martin has just left tor 
Seattle where | vill join the Morey-Mer 
am Company of that city. Mr. Martin | 
been spending some time in New York 
with the Roneo Company and expects to 
take charge of the Roneo department of his 
ew firm upon in Seattle. He vis 
| Boston on vay out, and was tl 


st of Mr. I \l. Barman, the get 


New England mat er of tl Roneo ( 


San Francisco. 


Business in Edison rotary mimeogray 
s increased remarkably during the 
1 1 wit H. S. Crocker & Co Phe 
iis ep rt l | iy le I the Address 
yraj many machines of this line being 
ent to outside { : 
* * * 


Isaac Uphat x find a heavy 
r the rotary N¢ re 


’ 1 
irger towns r the state 





) 


(By Special Correspondence 


Buffalo. 
\rticles of incorporation have bee 
by the Commercial Register Company 
rporation capitalized at $100,000, of whi 
$40,000 has been paid it 
The new c { will 1 fac 
the name I ts i 
wister wi n kt ‘ is the “I 
ber account register The property 
the Huber concern has been bought by 
new c irporati 1) na tl) factory + 29078 
2984 Main street will be enl il 
| . Klicl ] 
printing plant est shed 
The directors of the new company 


Adam Zimmer Conrad W Zim1 
Amanda Ansteth, J. Wagner Raup and W 
bur B. Grandison, all of Buffalo. The regis 
ter to be manufactured is a device for si 
plifying ledger unts. It is used larg 
in grocery stores and similar places 
Dayton, Ohio 

General Manager William Pflum 

National Cash Register Company 
iccomp ) Assistant Gene 

M ger E. A. D : ted 

e last of t New . 
l aon, wher s been oO ‘ 

th Presid | Patterson 
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CASH REGISTER NEWS—Continued. State Departs 
been spending the r in Europe. TI ' Washington, D. eM 1907 
pcen Sspencing an n Lurope. in I Diplon and Consular Of S 
rumor circulated to the effect that Mr the United States 
Pflum had tendered his resignation as head Gentleme At the instar H 
of the big concern is now believed to be ank C. Wachter, a representative of t 
without foundation Cablegrams have been United States from the state Maryla 
prea | : _ * Fogg geet os L tak pleasure in introducing to you 
belief t ré lacks the essenti: 7 Se apt hare ™ ae no 
. é al : “a out to proceed abroad, ind I rdia 

oat. I such court: s 
Des Moines. s you may be able to render consist 

Charged th forgery and embezzlement with your official duti 2 
Joda § aveling salesman for the tlemen, your obedient servar 
McCask ( Reg Company, work “ELIHU ROO 
ing « les M is under arrest at Behre ( 10 ©6statem« vhen 
Wave Scalf ~used of submit g 1 be e Justice Loe xcept 
ting forg ders t company and « he had broke e g He 
withholding funds be ging to the hous: | by the magis 
Deputy Constable P r of Justice Cops inal u 

urt is Waverly t is believed tl 

e prisoner will be turned over to him 


La Grange, Ga. 
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Do You Need an 
. Advertising Man 
For SPECIAL WORK 
or Continued Service ? 





NE who can properly 
write your selling 
argument and intelli- 
gently direct its distri- 
bution ? 

My method of work 
affords a saving in ex- 
pense, personal service 
and direct co-operation 
in developing the selling 




































I Ar in register is a ma . ae . 
ae liao oleae Recoil an resources of your propo- 
n the mat working its way into ever) sition. 
retail store in the countrv doing a weekly ee 
- — Aire noche toe k Formerly advertising 
a S wine ts lany . 
superior 1 ake adie “ND manager for a business 
way keeping day books, journals and operating several millions 
| d re iT new «i y] . and . ‘ . . 
pi - wees dpi oe of capital in an interna- 
that ther, re no disputes to argue. | Si t Piano Con pany L St tional field. 
by i ki dissatis New York, recently purchased 
Nor suspicious eustomers cquipment of |W. H. Bundy Card Time |]] KK, Be CLARKE 
: Kk idding 1 " i 
Milwaukee. Beat : | 45 Pine Street, NEW YORK 
Special Correspondence e , 
1. A. Wil ; ly connected oe 
the Mes ( . company at Syracuse, N. Y. 
I ige] ( n | mad sale rl W Bund Recording ¢ | 
1g Milwaukee offices of the | volum bus 
compa ecd Wilson, recent! he ta runt 
y e and lers fre S 
a * + ry be ! 
W. D. Isham, formerly with the Nev ti 
York of 1 Cash Register San Francisco. 
Compan een fice manager ot Che Thom Sales Comp charg 
ie pe t Mi ! to assist Man f Frederick A. Thoma | by! 
r¢ T 4 Wil n “ Vv jams bt Re 
Missic nd 
Ss ggists are be g the Dey 7 Regist: 
ing § nd e install ( 1 the Svracu | rd 
the i per: | models f Company throughout it 
the N ( Register. The Baldauf Mr TI 
Drug C and Thirty montt nd is making many imy ment 
fift s Lambeck, 45 the method f handli | 
l ty g the druggists ll pl h tl 
wer supplied th the new machines necte to har considerab 
The features of the separate cash drawer, tion of the territory. He We will be the only Draw- 
irate adding counter for each clerk, and = [osAngeles in a few days, and will ing Material concern to ex- 
| : inute when ¢ ic g hibit at the Second Annual 
A pa TAP oe rete oe a Hartford Industrials Show, 
Washington, D. C. Save at Both Ends of the Line. Re Saclay a Geclu- 
It ver) icked up on t a ey Sr ag a a ;, Pa Olt, ° ~ y 
Tae ad » fortunate ot ee sive), 1909. This show has 
apemeetion ae ee | _ attracted, in the past, thousands of 
st ete d lab the fa eht of machinists and manufacturers all 
- Seats ities Baas that it is quite as ssary to over New England. Our Drawing 
uesting d assistance pos- Proutable results that the san eral 1 Supplies, Blue Printing Machines, and 
sible b B. Behrens, , oe Se ee aene several new specialties we are now 
123 S is ra getting out, will be exhibited. 
9 usly breaking t 
glas the Hallwood TECHNICAL SUPPLY COMPANY 
Cash Reg : 29 West Fay 40 E. 14th Street, New York 
I Se “ 
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IDEAL 
Tubular Stands 


Are stronger and more rigid, yet 
lighter in weight than any other stand 
ever made for 
office appliance 
machines. 















They are 
made 
from cold 5) 
drawn 
seamless 
tubing 
highly 
finished 
with 
nickel 

tri nmings 






PIKE 
Adding Ma 
chines on one 
of our Tubular 
Stands 







Ideal Demonstrating Stands 


for every retail business device dealer 
Used in business offices for 
Adding Machines Typewriters—Stamp- 
ers—Envelo Sealers — Letter Duplica- 
tors—Coin Counters—Changing and As- 
sorting Machines — Phonographs— Dicta- 
tion and Transcribing Machines— Laundry 
Markers and many other purposes. 


Used by principal 
Manufacturers of 
Adding Machines 


and other Office af 
Devices { 


















If you are 
Interested 
in a stand that 
will increase 
the value of 
your product 
send your spect 
fications and 
we will submit 
sample with 
quotation. 


Simplex Envelope Sealer 
Mounted on one of 
our Stands 


FOWLER-MANSON -SHERMAN CYCLE 
MFG. CO. 


Lake and Peoria Streets, Chicago, Illinois 


the business in the Scandinavian peninsu 
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(By Special Correspondence.) 
Battle Creek, Mich. 
I Big Four Printing Ink Company 
d prosperous business so far this 
\ presidential campaign 1 lways 
good for the printing ink people, 
count of the enormous amount of print 
matter irculated. besides the extr: Size 


which many of the newspapers are printed 


while the campaign is on Che lo« 
cern have customers in all parts of th 
country and Canada and have had all the; 


could do of late to keep up with their or 
de Ts . e 
Chicago. 

Robert J Howe, of Robert J Howe Con 
pany, New York representatives for Saun 
ders’ Envelope Sealer, was in Chicago last 
month 

- 2 8 
The Amer 


Chicago, manufacturers of the Signotyp: 
d 


in Signotyp¢ ( ompany of 


report that they have just completed ar- 
rangements with th Riggs Office Equip 
ment Company, 42 Broadway, New York 
City, to represent them in the New Yorl 
territory, and state that shipment of n 
re vill begin immediately 
Minneapolis. 
\rticles of incorporation were filed 
| Secretary of State Julius A 
Schmahl Royal Ink Manufacturing C 
pany, St. Paul; capital, $50,000; incorpor 


tors, A. S. Heffelfinger, A. W. Barry and 


New York City. 

FE. Leder, Berlin, Germany, has invented 

a calculating machine. The object i 
invention is to provide a machine by mea 
of which the logarithms of numbers can be 
ascertained, and logarithmic calculations be 
effected With this machine ordinary rit! 

' 


metical calculations can be made rapidly 


and accurately by the employment of log 
irithmeti principles 


Consecutive numbering ipparatus 1s 
owned by ¢ Spielman and F. W. Wicht 
New York The object f this invention 
to provide n improved consecutive nun 
bering apparatus fitted with a number 
sets of numbering vheels ictuat 1 simu 
taneously and vhich iv set 1 b 

iced in print in eithe transy é 
ength wise dir ti The sets may he d 
justed toward or from each other d 
juickly fastened in the adjusted positior 


San Francisco. 
(By Special c; respondence 


\lfred Hall, vice president of the Wood 


son Craig Company general selling 
iwents for the Saunders Enveloy » Seale 1s 
still in New York. He has closed di 
covering practically all of the Eastern t 
ritory, and has also made arrangements 


1 


| South American territory has been 
ged from this end. Dealers and the 

publ gener e coming to realize tl 
Saunders sealer ts indispensable de 





ice, and everybody who has used it speaks 
of it very highly It is being placed 
stores everywhere, and agents report 


steadily increasing sale and demand 


San Antonio, Texas. 


The new stamy nceling machine for tl 

cal postoffice has arrived and will take tl 
place of the machine now in use, which wi 
be installed at Station A. The new ma 
hine has a capacity of between 500 an 
600 letters a minut the old machine strikes 


200 a minute 
Washington, D. C. 
Edwin M. \ lyck, former ink exp 


the Bureau Printing and Engravit 
plead guilty last month to two charges 


ttempt to defraud the government on ink 
ntracts, and paid a fine of $10,000, tl 
argest ever in open court in the Dis 
trict He handed the clerk in Justice 
Gould’s court two crisp bank notes of tl 
$5,000 denomination 

Che nonchal air with which the larg 
fine was paid by the prisoner created a sen 


sation in the court room [he transacti 
vas finished in the office of the United 


States marshal 
\ccompanied only by his attorney, Stat 
n C. Peelle, the former government en 
loye met United States Attorney Dani 
G taker in his office and attended tl 
opening of Criminal Court No. 1, at 1 
‘clock The case against Van Dyck Ww 


lled, and he immediately, through his 





torney, withdrew his plea of not guilty and 
entered one of guilty. United States At 
torney Baker then asked Justice Gould 

ke the fine $10,000 

Because Van Dyck was in the gover 
ment service Justice Gould fixed it at tl 
imount Van Dyck then drew his wallet 
om an inside pocket and produced tl 
two banknotes that settled his case with tl 
covernment 

Van Dyck wa irged with having rec- 
mmended his own “dry black” ink for 
purchase by the government His vi 
tion of the law was said to be technical, 
he secured permission from the then s: 
tary of the treasury, Lyman J. Gage, to d 
pose of the rights to his ink 

* 

The Internatio Ink Company has bs 
ncorporated in Washington to manufactur 
nks of all kinds. The capital is $50,000 

MERT. MACLEOD MARRIED. 

Mert. Macleod of the Thorp & Mart 
Company, Bost nd Miss Madeline M 
( of Cl g married in Chicag 

e Ist DD Phe p 
gone to Bost ere they wi es 
Mr. Macleod is a valuable member 
Thorn & Mart Company organiz 
nd splendid mat His bride i 
go g MM M eod did not get 

1 th Gra g but « 
hye ih] 1 res 

; tt 

\ busines east bly expects 

ployes t content th pres 

thode ” 1 stantly trv t mn? 

m 

Why, the not reasonable f t 
yusIness n tinually on the - 

t for the most n ‘ fice equip t 

1 in this way sist 1 ¢ urag 
erks to imf 

¢ 
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AS THE NAME IMPLIES. 


The Du-Ra-Bul typ ribbons 
durabl 1 the ni ven brand hey have been a to prod 
no 1 TI ge Company, b s perfectly clean and wl VERTICAL CAB N 
Syracuse, the manufacturers, are now offer prints d distinct The company I ETS 
ge the I quite different uses an imported fabri bb 





THE DU-RA-RUL UNDER THE IN EN¢ THI 
Phe ny has d ered and develoy 
ed a new process in the manufactur ng glass 
these ribbons, by I the ink is not 
merely soaked 11 put on the cloth—but 
zed throug nd into every bit 
ribbon fibre until it becomes as mucl dealer 


THE IDEAL DEMONSTRATING 


STAND. 
r} Ww s 
reg Strating ty] ™ 
ore 17 ; cold-dra’ 
sean ul () p of the f 
{ oden 
_— 
1 4 
Vi 


~ 
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WALKER’S 


LASS 


MAGNIFYING ¢ 





) ATTRACT ATTENTION 
T INVITE PURCHASE 
DEVELOP SALES 









Any Dealer 
will be interest- 
ed in vertical 
files as saleable 
as those described 
below 
Construction 
2, 3 and 4-drawer 
letter size, 4-drawer 
cap and 5-drawer bill 
size. Solid or with de- 
tachable sides, permit- 
ting lateral extension 
to any size. 
Appearance 
Quarter-sawed oak 
fronts, paneled oak sides 
and finished backs. Solid 
oxidized brass trimmings. 
Features 
Extension slides on draw- 
ers. All drawers and slides 
fitted with rubber buffers. 
Mechanically perfect — will 
not warp or bind. 
Dealership Proposition 
interest you. Write for tt. 








































will 


DAVID D. WALKER CO. 


Manufacturers to the Trade Only 
79 Lake Street, Chicago, lll., U. S. A. 
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RETAIL TRADE OPPORTUNITIES. 


As supplied by “OFFI-E APPLIANCES’’—Magaziane, Chicago, Ill. 








“RETAIL TRADE OPPORTUNITIES” consist of the names and addresses of NEW FIRMS and CORPORATIONS—the names of the PURCHASING OF-CICER, and ia most cases the KIND OP 
GOODS TO BE PURCHASED. The supplying of this list of LIVE PROSPECTS by this publication will be continued monthly, and for th: present will not be furnished anyone in advance 
of the iesue. The perusal of this department by the SELLING ORGANIZATION of all companies engaged in the sale of office devices and supplies, will result in sales each moath, Those 
interested may rest assured the information given is ‘‘fresh,’’ as indicated by the “‘ready’’ dates 








BOSTON, MASS. 

General Color & Chemical Co., 235 Congress 
St., Boston, Mass. Business, lyestuff and 
chemicals. W. T. Maker, secretary, and Jos 
Degman, purchasing agent. 

EVANSVILLE, IND. 

Parke Printing Co., Evansville, Ind Busi- 
ness, printing. L. D. Parke, secretary and pur 
chasing agent. Are interested in: Bank Sup- 
lies, ‘Binders, Bookkeepers’ Supplies, Check 

s, Coupon Books, Facsimile Letters, Loose 
Leaf Binders, Loose Leaf Speciaities, Paper, 
Rubber Stamps, Safes, Specialties and Type- 
writer Supplies. 

EVERETT, WASH. 

Smith & Baesher, Everett, Wash. Business, 
furniture, carpets, stoves, etc. L. J. Baesher, 
yo tao A In the market for: Adding Machines, 
Adding 4 writers, Binders, Bookkeeper’s Sup- 
plies, Cabinets, Carbon Papers, Card indexes, 
Card Systems, Cash Boxes, Catalogue Cabinets, 
Check Books, Check Protectors, Desk Special- 
ties, Erasers, Filing Cabinets, Office Furniture, 
Inks and ink Stands, Invoice Books, Ledgers, 
Letter Files and Trays, Loose Leaf Binders, 
Order Bianks, Pens and Pencils, Postal Scales, 
Rubber Stamps, Safes, Scales, Show Cases, 
Signs, Stationery Specialities, Stenographers’ 
Supplies, Interior Telephones and Typewriters. 

GULFPORT, MISS. 

Thomas Cotton Picker Co., Suliport, Miss., 
business manufacturing. P. D Vadsworth, 
secretary, and Stephen S. Thomas, purchasing 
agent. Are interested in: Cabinets, Carbon Pa- 

, Card indexes, Card Systems, Check Books, 

8s, Filing Cabinets, Office Furniture, Sec- 
tional Bookcases, Travelers’ Cnponse Books, 
Typewriter Cabinets and Typewriter Supplies. 

HAMMOND, IND. 

Chemical Roofing & Flooring Co., of Ameri 
ca, Inc. Business, Marbleite floors, etc Lr 
J. Adams, secretary and purchasing agent. Ar 
interested in Addressing Machines, Autographic 
Registers, Bill-Lading Books, Card indexes, 
Card Systems, Check Books, Check Protectors, 
Codes, Copying Presses, Duplicating Machines, 
Facsimile Letters, Manifold Books, Memoran- 
dum Books, Numbering Machines, Paper, Pa- 
ger Fasteners, Pencil Sharpeners, Pens and 
‘encils, Postal Scales, Rubber Stamps, Section- 
al Bookcases, Signs, Specialties, Stapling Ma- 
chines, Stenographers’ Supplies, Typewriters 
and Typewriter Cabinets. 

HIGHGROVE, CAL. 

Sugar Loaf Orange Growers’ Association, 
Highgrove, Cal. Business, packing and ship 
ping oranges and lemons EK. F. Wolever, sec 
retary. Are interested in: Carbon Paper, Codes, 
Filing Cabinets, Pens and Pencils, Rubber 


Stamps. 
JEFFERSONVILLE, IND. 

W. O. Sweeney Company, Jeffersonville, In- 
diana. Business, street contractors Cc ri? 
Lindley, secretary. Have first supply bought 
already. 

KIEF, N. D. 


First State Bank, Kief, N. D. Business, bank 
ing. R. M. Hoenisch, cashier Are interested 
in all kinds. of office fittings. 

LA CONNER, WASH. 

Vaughan & Son Co., La Conner, Shagit Co 
Washington Business, groceries fl W 
Vaughitn, secretary; L. W. Vaughan, pturchas 


ing agent 
LAMRO, S. D. 
Bank of Tripp County, Lamro, 8S. D.  Busi- 
ness, banking. V. J. Wagoner, cashier and 
purchasing agent. Have purchased first sup 


ply. 
LISBON, OHIO. 

The Buckeye Mfg. Co., Lisbon, Ohio. Busi 
ness, manufacturing. H. E. Marsden, secre 
tary; F. J. Chamberlain, purchasing agent. In- 
terested in: Accounting Systems, Adding Ma- 
chines, Addressing Machines, Bill-Lading Books, 
Billing Machines, Bookkeepers’ Supplies, Cab- 
inets, Copying Presses, Desks, Desk Special- 
ties, Inks and Ink Stands, Ledgers, Letter Files 
and Trays, Numbering Machines, Office Furni- 
ture, Order Blanks, Postal Scales, Rubber 
Stamps, Stenographers’ Supplies, Travelers’ Ex- 
pense Books, ypewriter eclaities. 

LISTIE, PA. 

The Hirst-Butler Electrical Machine Co., Inc., 
Reynoldsville, Jefferson County, Pa. Business 
manufacturing electric mining machines. Fred 
J. Butler, secretary; John C. Hirst, purchasing 
agent. Interested in: Bill-Lading Books, Car- 
on Papers, Card Indexes, Check Books, Filing 

abinets, Ledgers, Order Blanks, Rubber 
Stamps, Signs, Stationery Speciaities. Ready 
now. 


LOS ANGELES, CAL. 

Los Angeles Automobile, Livery and Sight 
Seeing Co. Business, automobile livery. Frank 
Cc. oodford, secretary; O. E. Freeman, pur 
chasing agent. 


LOUISVILLE, KY. 

National Chemical Co., 138 3rd St., Louisville 
Business, manufacturing medicines. D. O. Cash, 
secretary and purchasing agent Interested in 
Bill-Lading Books, Fountain Pens, Scales and 
Travelers’ Expense Books. 

Louisville, Ky. 

Bradford Worsted Spinning Co., Garden St., 
Louisville, Ky tjusiness, worsted yarn spin- 
ning. Mr. W. M. Shallcross, secretary and pur- 
chasing agent Are interested in: Billing Ma- 
chines, Office Furniture, Invoice Books, Ledgers 
and Order Blanks. 

MT. VERNON, ILL. 

J. T. Howard Grocery Co., Inc., Mt. Vernon 
Business, wholesale grocery J T. Howard 
purchasing agent Interested in: Bill-Lading 
Books, Blank Books, Carbon Papers, Check 
Books, Inks and ink Stands, Loose Leaf Spec- 
iaities, Office Furniture, Rubber Stamps, Scales, 
Stenographers’ Supplies, Travelers’ Expense 
Books, ypewriter Cabinets, Typewriter Sup- 


plies. 
NORTH MANCHESTER, IND. 

DeWitt Motor Vehicle Co., North Manchester 

V. L. DeWitt, secretary and purchasing agent 
ROBINSON, ILL. 

The Central Torpedo Co., Robinson, Ill. Busi- 
ness, manufacture of nitro-glycerine. Officers 
not vet elected Address communications to F 


EF. Perkins 
ROANOKE, VA. 
Blue Ridge Springs Co., Blue Ridge Springs 


Va Business, summer resort, mineral waters 
ete R. H. Angell, president. 
ROCK ISLAND, ILL. 
Rock Island Publishing Company, Rock 
Island, Ill Business, newspaper cc Wa 


merton, secretary, and W. W. Wilmerton, pur 
chasing agent Are interested in: Blank Books, 
Bookkeepers’ Supplies, Carbon Papers, Card In- 
dexes, Check Protectors, Erasers, Filing Cab- 
inets, Letter Files and Trays, Loose Leaf Bind- 
ers, Paper, Paper Fasteners, Rubber Stamps 
and Stenographers’ oa 
ST. LOUIS, MO. 

Security Envelope Fastener Co., Chemical 
Bldg., St. Louts, Mo. business, envelope fas 
teners Amedee J. Michel, secretary 

SALT LAKE CITY, UTAH. 

Carlgren Brake & Coupling Co., 411 Anerbas 
Block. Business, to lease or dispose of patents 
Brigham Clegg, secretary and purchasing 
agent Are interested in Facsimile Letters. 
Have purchased the rest of their office sup- 


plies 
SAUK CENTRE, MINN. 

North Western Radiator Co., Sauk Centre 
Minn 0 Schleuseuer, secretary Will be 
ready to fit their office about February 1, 1909 

Scio, ORE. 

Scio Condense1 Milk Co., Scio, Ore. Business, 
condensed milk, ice, ete A. G. Prill, secre- 
tary and purchasing agent. Are interested In: 
Bill Lading Books, Blank Books, Bookkeepers’ 
Supplies, Goshen Papers, Cash Boxes, Check 
Books, Copying Presses, Desks, Envelope Seal- 
ers, Fountain Pens, Office Furniture, Inks and 
Ink Stands, Invoice Books, Order Blanks, Pa- 
per, Postal Scales, Safes, Scales, Signs, Steno- 
Gases Supplies, Travelers’ Expense Books, 

ypewriters and Typewriter Supplies. 

SHEFFIELD, IA. 

Sheffield Mfg. Co., Sheffield, lowa Business, 
manufacturing flue cleaners Alvin C. Shaefer 
secretary, and R S.° Esstinger, purchasing 


‘agent Are interested in all office supplies. 


SOUTH BEND, IND. 

Merchants’ Detective Mercantile Agency, 411 
415 Dean building, South Bend, Ind Sale and 
purchase of accounts Choses in action, et« 
G. D. Gerhart, secretary, and A. N. Miller, pur 
chasing agent 

STRASBURG, VA. 

Maphis Chemical Co., Inc., Strasburg, Va 
Business, dentrifices, toilet articles, drugs, etc 
S. L. Burgess, secretary, and C. B Maphis, 
purchasing agent Are interested in Blank 
Books, Bookkeepers’ Supplies, Cabinets, Cata- 
logue Cabinets, Office Furniture, Invoice Books, 
Ledgers, Memorandum Books, Novelties, Order 
Blanks, Paper, Rubber Stamps, Scales, Show 
Cases, Speciaities, Stationery Specialties, Time 
Recorders, Time Stamps, ravelers’ Expense 
Books and Typewriters. 

TRENTON, N. J. 

Elwell Rubber & Insulation Co., Trenton, N 
J Business, mechanical rubber goods, insulat- 
ing tapes and varnishes. Kenneth R. Elwell, 
secretary and purchasing agent 

WASHBURN, TEX. 

The Washburn State Bank, Washburn, Tex- 

as Business, banking. Mr. James Logue, pur 


chasing agent 
TULSA, OKLA. 


Tulsa Motor Car Co., Tulsa, Okla Business 


‘ 


igents garage and auto supplies; are interest 
ed mostly in filing cabinets. 
WATERBURY, CONN. 

The Industrial Instrument Co., Waterbury 
Conn. Business, measuring instruments for in 
dustrial purposes Watson E, Goodyear, secre 
tary, and F. A. Henry, purchasing agent Are 
interested in: Accounting Systems, Adding 
Machines, Adding Typewriters, Addressing Ma- 
chines, Binders, Book Cases, Bookkeepers’ 
Supplies, Book Typewriters, Cabinets, Calculat- 
ing Machines, Carbon Paper, Card _ Indexes, 
Card Systems, Catalogue Cabinets, Desks, Desk 
Specialties, Duplicating Machines, Envelope 
Sealers, Erasers, Filing Cabinets, Fountain 
Pens, Office Furniture, inks and Inkstands, Li- 
brary Supplies, Loose Leaf Binders, Loose Leaf 
Specialities, Metal Furniture, Numbering Ma- 
chines, Paper, Paper Fasteners, Pens and Pen- 
cils, Rubber Stamps, Stationery Specialties, 
Stenographers’ Supplies, Talking Machines, 
Time Stamps, Typewriters, Typewriter Cabinets 
and Typewriter Supplies. 


R. A. Weir, city salesman of the Remington 
at Winnipeg, is congratulating himself that th 
month of September was the biggest month he 
has ever had in the typewriter business He 
feels that, having broken his own previous re 
ords with the Nos. 7 and 8 models, the work of 
destroying his September record should be easy 
now that he has the Nos. 10 and 11 models as 


well. 
- > > 


Cc. A. Springer, Saskatchewan salesman of th: 
Remington, is making a name for himself in his 
new territory, with his own company, with his 
competitors, and best of all, with his customers 
The work of selling typewriters was new to Mr 
Springer when he took it up in July, as he had 
formerly been with the Canadian Pacific Rail 
way, occupying a number of important positions 
He is a most expert Remington operator, how 

er, and showed his faith in the Remingtor 
even before he became connected with this com 
pany by purchasing several machines. On a 


unt of his railroad connections, he has bee: 
doing especially good work among railroad me! 
Lut at the same time he is taking good care « 


the general] trade 


— 


ANUFACTUR- 
ERS and DEAL - 
ERS should follow up 
| closely the prospective 
business represented 
| on this page. 























Dealers in the vicin- 
ity of the inquirer 
should lose no time get- 





ting in touch with the 
concerns whose wants 
are listed. 

All items in heavy 
faced type are inquiries 
that have been made to 


the publishers. 
O. A. Co. 
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Chicago Binder and FileCo. 


Manufacturers to the Trade of the 


BEST LOOSE LEAF BINDERS ON THE MARKET 


Catalogue Binders a Specialty. Highest Discounts. Write for Catalogue. 


219 Drexel Bldg., PHILADELPHIA 133 South Clinton Street, CHICAGO, ILL. 



















FREE TO SUBSCRIBERS 


Special provision has been made by the publishers of OFFICE APPLIANCES to afford various departments devoted to co-operation with our subscribers in such ways 
as wil] promote their interests, i.e.: Securing new agencies for profitable specialties. Broadening their line of equipment and supplies. Finding the manufacturers of items 
to meet — requirements. 

In this connection we cal! attention to our INFORMATION BUREAYV which is at the service of subscribers without charge, in furnishing any assistance of which 
the above enumeration is but a suggestion. The magazine itself affords 144 pages of valuable information, news, special articles, descriptions of inventions, new machines, 
designs and « juif ment that well repaysa careful perusal. The Subscription price is but $i. 50 per Annum Start with the Next Issue. 


THE OFFICE APPLIANCE CO,, 303 Dearborn St., Chicago, Il, 
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Ee Oliver Typewriter Co Bk. Cover Vailey City NOvBlEY. Cen... onc ccccnccevecceves 136 
135 Opalla Loose Leaf Book Co 139 Victor TypewrltOr CO...... ccc ccvccvcsccvese 4) 
Eckel & Co ne = P C Ww 
Edison Business Phonograp f°) ve Peerless Carbon Paper & Ribbon Mfg. Co 2 
Elliott Addressing Machine Co $2 Pelouze Scale & Mfg. Co Walker. ‘Oavid oe ; ehebs bee 133 
Elliott-Fisher Co é - n Manifold 36 Walker, Dav b Ghecacs -cebeasse b/a pene 
Pen Carbo 119 
Ensign Mfg. Co 8 Pietz. Adam 128 Waterman, L. E. Co..... rrrrrrt. yi) g 
Eureka Blotter Bath C 120 Pratt. F Mfg. Co 50 Webster, F. S. Co..... cheers Reeeeen "8 
Everett Press Co ’ Printograph Co., The 5 Weeks Mfg. Dept., A. A. ercaeoee sam 
F Proudfit Loose Leaf Co., The 133 te gg Ce. See 
Flynn-Wilder Co o Pull Pastner os R Western Penna. Paper Co. ; : * 
Force, W. A. & Co., Im 4 , { Wholesale Typewriter Co. ; 
Fowler-Manson-Sherman Cycle Mfg. Co = Aner ly el nogihl “ok eene Co 0 Woodard, Charies E. isos ' 
Fox Typewriter Co 49 Remington Typewriter Co 1 Writerpress Co., The ae 


Feige Desk Co 








OFFICE APPLIANCES 


HIGH GRADE PAPERS | 


ARE CONSTANTLY INCREASING 
IN POPULARITY. 


OUR PAPERS ARE ALL “HIGH GRADE” 
JOHN F. SARLE 


58 JOHN STREET, NEW YORK 

















WANTED—Good concer i New Mexi PARTNER WANTED—I wis to rrespo 


wants ull round office ma (stenogra] mat ind abilit \ 
ind bookkeeper) w ar indle office supplic W & to take DUsINeSss 
of all kinds \ man with some knowledg: t | moder! 
news] preferred (;o00d growing prospects le typewriter t prospe 





} 


Fine place for the right mat Address New ties of tl W splendid surt 
} ’ the ‘ 


NOTE—“Want”" advertisements are received Mex in Oe + Agee Plymouth Bld ng territot , naider +t 
¥ for this department at 2 cents a word for light r~ — ' — ~s = geo gh pad ll tnipssgns 0 ird 
faced type and 3 cents a word for heavy faced. | -s east important at: ait cmindhe« Stein ba 
Minimum charge of 50 cents. Only legitimate WANTED—Salesmen who are calling off i did tapes hel tha wen Vdd 
one of the best off P ! oft \pplia PI 


advertisements received, and those relating to trade t ! is side line 
trade necessities. speci ties I the market car? samp ss ct} ox 


' ket Kas selle arg ! ssi \ 
dress Thomas-Hager Mfg. So Pittsburg! P 


FOR SALE. 


HELP WANTED. — 
WANTED—Competent loos: leat salesn 
| FOR SALE-—Hst i type 


SALESMEN WANTED—Two or three experi for inside and outside work: large retail stor l 
Loose Leaf, cat ince store doing pa 





enced traveling salesmen for Monarch Visible | Pacific Coast it Address s i ~ 
Typewriter Bond required Salary, commis- | Office Appliances x lowa town. | 6 
sion and traveling expenses Address with ref | nan wit sma 

\ddress | S 


erence and record Office & Art Supply Co | ‘ wa ial 
Durham, N. C SITUATIONS WANTED. FOR SALE—A stationery stor 
WANTED—A thoroughly competent commer- | “ar eart of Chicag did = oppo , 
cial stationery store salesman capable of assist SITUATION WANTED—First-class oung man who t go in business Ad 
writer epairman wants positior Married lress Box 50. care Of Appliances Dea 


ing in buying also two traveling salesmet 4 
-- ood habits, satisfactory references Will ae hy St Chic 


References required M. I Bath Co Ltd > - oe - , otunit i. we cael oO is 
eee, a Welenoe Eee Walks Caieeen FOR SALE—A: \tic_ printing press 


hreveport, La Address A. A. Kidney, 348 Wells St., Chicag 


| 
| 
WANTED—A limited number of salesmen | ; Pago : Printing P1 
who have “made good” selling typewriters, ad- | SUPERINTENDENT at present having e! cag plese apap = _ bee , 
ding machines and cash registers, can secure | tir irge f a medium size factory vould Of \pplia ‘ ( ig \ 
good permanent positions by applying immedi consider a proposition from a similar concer! FOR SALE—A . shed shorthand I 
ately. Must have some record of present and manufacturing typewriters, adding machines n Baltimore, Md ffered for $3,500. M 
past success Address in strict confidence, giv duplicating machines, office appliances, et \d receipts over 9% Good reasons for s ns | 
ing full details of record for past five years vertiser is a — , yey tees ot if man and Address P. O. Box 2 Baltimore, Md 
present position and earnings: also state ag thoroug inderstands the applicat f mo 
and if moreies or singlk If convenient send ern methods to the management and organiza MISCELLANEOUS. 
ost card photo Yawman & Erbe Mfe C tior fa factory Highest references Boy WANTED—Lare to-date Winnipeg 
tochester, N. Y care Office Appliances tionet use exclusive igencies 
t 2 Manit Saskatchewan and Al 
ifferent fT ippliances \ddres 
fT Appliances, Chicag 


formerly Underwood repairman at Louisy . 
Ky., and Chicago. Address R. B. Gates, 11 Col Prairie ( ain 
Bidg., Nashville, Tenn STENOGRAPHERS, read “The Stenograp 


WANTED—The address of Jack Newman | I “ 
ill | BUSINESS OPPORTUNITIES, t for aif 
| BUSINESS OPPORTUNITY—I have a 


WANTED—Traveling salesman visiting the improved spring lock loose sheet bind: au ~<a . eo a”) innit iectoae 
office supply houses to sell an office specialty ferent from anything in the market It “se = et eG gs ae r : P ‘ 
as side line on commissior M. E. Blasier Mfg. | features that commend at once 1 want a part a xs ati 
Co., Utica, N. Y. } ner wit i small amount of capital t manuf a a. Pa 

| re There is big profit in sight Che ! —>~ a m mult ! 

WANTED—A salesman calling on the sta our , ly di lis e- Adare ss Rind + ap TO BUY shee rs ? nays 
tionery and kindred trades in any or all of an . cad ee - + sia \~bcat-napaie- Son Fr » 
the following states: Missouri, Michigan, Indi : a — me = 
ana, Wisconsin, Iowa, Illinois, to carry side ISIN PPORTUNITY—A tra ng 
lines; pocket samples Box 41, Office Appliances BUS aes = wae ~ 1 fine nieiness MULTIGRAPH WANTED—Stat 

aa i \ ‘ t - . Wi psa } C. Russ P. ¢ 


ters and specialties wants 


WANTEDO—First-class executive superir tvpew! art Py , ; 
tendent thoroughly familiar with modern typ« work wit in nt next spring. probably long DON « 1, Bos 
writer tools and economical nanufacturing er Miust be 1 vriter repairer Rusiness LETTERHEADS 
able to put $5,000 upward in the best business , rked Half the profits t 1g ts et < elivered ' 
opportunity of modern times Address Rus. 41 ma Address Rove care Office Appliancs t pape elegat nting Samples 
care Office Appliances, Chicago Chicag Hat n Co { P et Ave Chicae 











THE VALUE 


of our new 


Triple Expansion Ledger 





to you lies not in the possibility of in- 


NUMBER of sheets 


serting a GREAT 





in the book, but in the ease with which 


you can insert or remove the number 


you use. 
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oe = 
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~n > a % 
32 Ages eI 
z — i teen = 
—_— a et eases = = 
al — a a 


Still, when it becomes necessary, the 
capacity of the book may be increased 


from 300 pages to 1,000 pages. Note 
the finish of the book and write us for 
the best proposition on a cheap outfit 
ever offered the dealer. 


THE GC. S. & R. B. CO., Inc., Kinzie and Armour Streets, CHICAGO, ILL. 


IMPERIAL POPULAR FILING CABINETS 














Imperial Holdover File. 





Sectional Check File 


Lone DISTANCE TELEPHONE 
HARRISON 4874 
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HANUACTURERS 
186 EAST 
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Sectional Legal Blank Case. 
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Fibre Board Tickler 





/ methods Go 


(ARD |NDEX, FILING AND 


‘acnson souevaro” LOOSE |EAF DEVICES ="; 
CHICAGO Cover. 





pment KINDS 


~— | 


Solid and Sectional Card Cabinets. 












Solid Oak Tickler. 


a a 





Desk Trays in Oak and Birch. 


Oak Tray, Without Cove 





Fibre Board 
Tray, with 








A $100 Typewriter 
for 17 Cents a Day! 





A Quarter of a Million People are Making Money 
with the Oliver Typewriter— The 
Standard Visible Writer 


eek rh OLIVER 


Typewriter 


“‘An Oliver Typewriter in Every Home!”’ 


{) 


THE OLIVER TYPEWRITER CO., 93 Oliver Typewriter Building, CHICAGO. 











